


SiMPLiFieD 
INSTALLATION. 


No Materials Required ; 


Grills, suction boxes, 
trap doors eliminated. 
Underwriter’s Labora- 
tory Approved - - - Built 
in fuse link for fire pro- 
tection. Thermal over- 


load motor protection. 
*Patent Applied For. 


STEAL THE SHOW! 


The New HUNTER Package Attic Fan has been 
an outstanding attraction where ever shown. 
Easily and quickly installed this new home 
cooling unit is a natural for the Dealer 
interested in fan pro- 

A} fits this summer. 








- . - the new Benjamin 
LUMINOUS LOUVER CEILING SYSTEM 


brightness. The Sky-Glo System conc 
pipes, ducts and fixtures and substitute 
reasonable costa... 


MODERN STREAMLINED CEILING 


oS is the answer to the Lighting Plan that calls for Inconspicuous 
Lighting with low brightness ... More Beauty with greater seeing 
comfort! Designed expressly for offices, stores, show windows and other 


commercial locations, the new 
Benjamin development features... 


NEW LUMINOUS VINYLITE LOUVERS 


This new system of translucent louvers does 
more than reflect light... it actually glows 
with light to form a luminous ceiling of 
unique beauty and atmosphere. This new 


STANDARDIZED STOCK SECTIONS OF 
LOUVERS, CHANNELS and FITTINGS 
simplify the layout and installation of 
the new Benjamin Sky-Glo System. The 
four sizes of louver sections and the 
various channel lengths make possible 
geometric arrangements which provide 
wide flexibility of design for various 
ceilings. Louvers are made of Vinylite, a 
product of The Bakelite Corporation, 
which has a light transmission factor 
of approximately 71%. These sections 
are easily removed for lamp and fixture 
maintenance and for easy cleaning. 


Benjamin Sky-Glo System is the latest de- 
velopment in “louverall” lighting. With this 
system it becomes practical to provide... 


100 TO 125 FOOTCANDLES 
of uniform, diffused and comfortable light- 
ing. Crosswise and lengthwise shielding 
of 45° eliminates glare and uncomfortable 


Lighting Eyeucauent 


of low brightness with pleasing archite 
tural and decorative patterns. 


Write now for complete Data Bulletin 
this new Benjamin development. 


BENJAMIN ELECTRIC MFG. 
DEPT. 2] DES PLAINES 12, ILLINOIS 


Distributed Exclusively through Electrical Wholesalers 
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Gisularet CONDULETS— 





safeguard continuous production 
by instant warning of abnormal conditions le 


Pilot lig hts give visual indications of normal and abnormal temperature, CO) 
pressure, liquid level, speed, load or other conditions. 


Bell or howler can be used to give an audible signal. A single bell ° 
or howler can serve any number of Visularms. 


Flashing light instantly directs attention to the proper control station. -¢" 


Reset-Test Switch. “Reset” position silences audible signal and 
changes flashing light to steady until normal operation is restored. “Test” 


position permits periodic check of each element in the Visularm. Front View of the Panel Illustrated 
Above with Three 3-Light Visularms 


Compact and easy to install. occupies little space on the con- Mounted In a Horizontal Row. 
trol panel. Only requires round drilled holes. 


Accessible .... all actuating devices are on a factory-wired, jack- *CONDULET is acoined word regis- 
mounted plate which can be quickly removed for servicing and a spare tered in the U.S. Patent Office. It 
can be inserted to maintain operation. designates a product made only by 


° ee the Crouse-Hinds Company. 
Flame-tight threaded joints on all openings... give maximum — 
protection with quick and easy access. 


Two-light and three-light Visularms are available; any number 

can be mounted in either vertical or horizontal rows on a control panel. A 

Listed on new Pages 12L through 12P, Section 85, Condulet Catalog 2500. Nationwide 
Distribution 


CROUSE-HINDS COMPANY Through Electrical 
Syracuse 1, N.Y. aR 
<> 


Othiees Birminghom ~ Boston — Bullalo — Chicago — Cincinnati = Cleveland — Dallas ~ Denver - Detroit — Houston - Indionopolis 
KonsossCity ~ Los Anaeles — Milwaukee - Minneapolis - New York — Philadelphia ~ Pittsburgh — Portland Ore - San Francisco 
Secttle=St Lours- Washington Fesident Representatives Albany - Atlanta — Charlotte - New Orleons - Richmond. Vo 
CROUSE HINDS COMPANY OF CANADA LTD Moin Ottice and Plont TORONTO. ONT 


CONDULETS - TRAFFIC SIGNALS * AIRPORT LIGHTING - FLOODLIGHTS 
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THE MOST AIR KING 
SPECTACULAR Resco Sateen taney oil beng: co 


increased utility. Exclusive engineering that 


FAN LINE a ee ee ee 


you ever believed possible. You'll enjoy the 
I biggest fan year you've ever had—with Berns 
» U t cs 5 I 0 Ww ni s Air King spectacular line of fans! 
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ie —_— | FEATURES 


REVERSIBLE—PORTABLE— 
ADJUSTABLE WINDOW VENTILATOR 


AN EXHAUST AND INTAKE FAN IN 
ONE, at an amazingly low price. ONE 
FINGER OPERATION REVERSES FAN— 
brings in cool air at night; removes hot, 
stale air by day. Fan easily set to reach any 
part of room with complete safety in any 
position. In 10”, 12”, and 16” sizes. Adjust- 
able in width from 26” to 38”. Simple to in- 
stall. Handsome chrome trim with smart Sun- 
set Metallic Tan or gleaming White Enamel 
finish. To retail as low as $22.50, 


FILTER AIR BLOWER 


Unusually attractive, compact Sunset Metallic 
Tan steel cabinet encloses quiet, effective blower 
that brings in outside air and filters it through 
highly efficient filter. Outside shutter closes, top 
‘shutter opens to re-circulate room air—keep it 
fresh and clean even with windows closed. Perfect 
for hay fever, rose fever, asthma and similar ail- 
ments. Removes 99% of all pollen, dirt and dust 
from air. Standard filter easily replaceable. 








WINDOW FAN 


A more powerful window fan beautifully designed 

to blend with any room in the home, office or store. 
Unusual aluminum blade construction allows greater 
blade surface and pitch for moving more air with less 
effort. Amazingly quiet operation. Furnished complete 
with cord and plug. Just plug in—no installation expense. 
Easy to clean new Sunset Metallic Tan finish won't show 
finger or similar markings. Brilliant chrome trim. Sizes: 
24” and 30”, 














SOLD EXCLUSIVELY THROUGH LEADING ELECTRICAL WHOLESALERS 
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The Simplex-ANHYDROPRENE Cable shown is made up 
of three elements — conductor, insulation and jacket. The 
stranded conductor is copper, each wire coated with tin or 
an alloy. The insulation is Simplex - ANHYDREX, a low 
water absorption, insulating compound. The jacket or outer 
protection is a thin layer of a tough neoprene compound. 


Cables of this simple construction may have Simplex-ANHYDROPRENE Cables are suit- 
solid or stranded conductors. They have no able for use in central stations as transformer or 
outer braids to rot or fray. They have excellent generator leads. They may be used for control 
electrical stability and good aging properties. or signal service. They may he racked on walls 
They resist deterioration by sunlight, heat, without conduit. They may be installed overhead 
acids, oils and they will not support a flame. on messenger or pulled into underground ducts. 


For more detailed information ask for Bulletin No. 115. 








WIRES & CABLES 
SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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GENERAL 96) ELECTRIC 
LAMPS 


Constantly improved by Research to Stay Brighter Longer! 
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“It’s easier to pull 


w2lt’S 


Mr. USRUBBY, the Wire Engineer, 
knows what he’s talking about. 
Electricians find that Laytex RU, 
with its special new wax finish, is 
surpassed by no other wire in ease of 
pulling and handling. To be exact, 
only 22 to 26 pounds pull was needed 
to pull Laytex RU through the test 
conduit shown at right—as compared 
with 32, 40, 42, 45 and 80 pounds, 
respectively, for 5 other leading 
brands. In other words, Laytex RU 
is 33% to 300% easier to pull! 


RU 77 


ots a 


hens wy 5 ae 
Moreover, Laytex RU permits more 


wire per conduit on rewiring jobs be- 
causeitisAmerica’ssmallest diameter 


AU wiring wie RU? 
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rubber covered branch circuit wire. 
United States Rubber Company’s 
unique dip method applies 90% pure 
rubber to the conductors, eliminat- 
ing the usual bulkiness and weight. 


This special method also keeps the 
conductors perfectly centered in the 
insulation, preventing thin spots. 
But that isn’t all. The physical and 
electrical properties of U. S. Laytex 
RU far exceed those of other building 
wires! In tensile strength, di-electric 
strength, insulation resistance, and 
elongation, LAYTEX RU is unsur- 
passed. The saturated cotton fibrous 
cover is flame-retardant and mois- 
ture-resistant. There is no finer 
building wire on the market. 

U. S. Laytex RU carries the label 
of the Underwriters’ Laboratories 
and is listed in the National Elec- 
trical Code as an all-purpose wire. 
Send today for a sample plus booklet 
containing more details about this 
wire. Write Wire and Cable Depart- 
ment, United States Rubber Com- 
pany, 1230 Avenue of the Americas, 


New York 20, N. Y. 
*Reg. U. S. Pat. Off. 


—-- US LAYTEX RU --- 


UNITED STATES 
RUBBER COMPANY 
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Is this the ‘‘new look’’ 
for radio retailers? 


ILL the well-dressed radio retailer need a suit of armor 
this year—to protect himself in the clinches? 

Not if he’s a Sparton dealer! 

The Sparton dealer has his own protection against over- 
franchising, dumping, multiple mark-ups and all those other 
evils that we warned against a year ago—and have seen materi- 
alize today. 

That protection is the SCMP—Sparton Co-operative 
Merchandising Plan—the plan that cuts distribution costs 
through a policy of exclusive dealerships. 

If you’re a Sparton dealer you’re in a position to offer radio's 
greatest values at radio’s lowest prices—and at a healthy 
profit for yourself. There are no Sparton “price wars’’ in your 
community, for there’s no other Sparton dealer there to start one. 

Sound good? Then why not write us today and ask whether 
the Sparton franchise is still available in your community? 


THE SPARKS-WITHINGTON COMPANY « JACKSON, MICHIGAN 


RADIO’S RICHEST FRANCHISE 


Mobe No. 1037—List $199.95* MopbeEL 10BM76PA—List $259.95* Mopet No. 1010—List $139.95* 


*All Prices Slightly Higher West of Rockies 


ONE SPARTON DEALER IN EACH COMMUNITY 


Check these profit-increasing features 


e One exclusive dealer in each e Factory prepared and distributed 
community promotion helps 


e Direct factory-to-dealer shipment e Seasonal promotions 


e Uniform retail prices 


e Products styled by outstanding 
@ National advertising designers Mopet No. 201—List $79.95" 
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@ Low consumer prices 





MANCOOLER 


Sits on floor or shelf. Mounts on wall, ceiling 
or post. 2 or 4 Blades. 1 and 2 Speeds. 





Westinghouse 
and 
General Electric 


Motors 


A PRODUCT OF 


ae 0 ES HY Ain Conditioning 


1591-1623 DEKALB AVE.. N. E 
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ATLANTA 6, GEORGIA 
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ATTIC-BASEMENT 
AND WINDOW 
EXHAUST FANS 


No other fans offer all the quality and distinctive 
features of Cottongim’s Supreme Quality Fans. A 
complete line designed and manufactured for every 
use with our guarantee for five years. Equipped 
with Westinghouse and General Electric Motors. 
Write for new 26-page, two color 1948 catalog. 






SALES OFFICES 
and REPRESENTATIVES 
C. R. Hammond, 5535 Ridgedale Ave., 
Dallas, Texas—Phone T-3-7643 
Gamble & Mattes, 322 Godchaux Bldz., 
- et ” New Orleans 16, La.—Phone RA-3411 
SSS a. he Frank W. Collins, 788 Spring St. NW. 
SAS noms mm \} YO Atlanta, Ga.—Phone AT-3932 
YS W A. Leiser & Co., 1219 Race St., 
week ar) Philadelphia, Pa.—Phone RI-6-5477 
| SN \ Matt R. Vea & Co., Empire Building 
. Pittsburgh 22, Pa.—Phone COURT- 
0666 
Vincent J. Lonergan, 666 Lakeshore 
Drive, Chicago 11, Ilinois—Phone 
SUPFRIOR-1793 
Frank S. Howard. 826 K of P Bldg., 
[\ Indiananolis, Ind. 


” Frazar & Company, 30 Church, 
| New York 7, N. Y., Exclusisve 
Export Sales 








1H Ain Conditionin g fan hp One. 


23 DEKALB AVE.. 0 Mate 6. GEORGIA 
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SUPREME 
QUALITY 


TIP-TOP QUALITY | 
WITH OUTSTANDING DISTINCTIVE 4 
FEATURES — Yet Priced x 
within Reach of All 


Ruggedly built, beautifully finished in baked enamel, 
bonded with manufacturer’s guarantee for 5 years 
...and available for immediate delivery. 





See names of manufacturers’ representatives on 
preceeding page of this series. 


WESTINGHOUSE AND MADE IN 2 SIZES 
GENERAL ELECTRIC MOTORS 


oT A PRODUCT OF 
bs 


) , , , , 
ite, HY Hin Conditioning ‘fan Co One. 
1591-1623 DEKALB AVE.. N. E. ATLANTA 6, GEORGIA 
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MR. CUSTC 
IF YOU’RE 
TO CONVIN 


You rEg 


WE WILL PROVE 
BY SOUTHERN ARE BEST 
A request from you will bring a representative with convincing 
proof of the superiority of Southern Fluorescent fixtures. Fully ap- 
proved by Underwriters, E.T.L. and certified in accordance with test 
requirements of specifications of Fleur-O-Lier Mfgs. Southern meets all 
of these high quality standards and gives you, in addition, modern ver- 
satility plus smart appearance. 
COMPETITIVE LIST PRICES ... LONG DISCOUNTS 
SOLD ONLY THRU LEADING ELECTRICAL WHOLESALERS 


Good Fluorescent Fixtures Since 1939 
SOUTHERN yc MFG. eo) 


* ORLANDO. ye a . 


iS others 
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Which G-E insulating varnish for your job? 


v 















VARNISH 1679 WAS 
SELECTED FOR THIS 
MACHINE TOOL MOTOR + 






















“apps | : 7% 


i 
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Here Are a Few of the 
Many G-E Varnishes Designed for 
Specific Types of Applications 





FOR POWER 
FOR FHP FOR MILL a DISTRIBUTION 








— — APPARATUS 
<a | (Ae ey 
(Ges bal 
Even the cleanest machine shop can’t shield its motors en- a WV ie Q et yd 
tirely from grit, oil, and metal particles. But, General Electric = 
Insulating Varnish 1679 can give the tough, durable protec- bone 6000 coon — | = 
tion needed for this type of application. py amen | an esse a 


G-E Clear Baking Varnish 1679 is an oil-modified, phenolic- aoe 
resin material. It has exceptional dielectric strength and un- TO MOISTURE | EXCELLENT | EXCELLENT | EXCELLENT 6000 


‘ i at hi - RESISTANCE 
usual bonding strength at high temperatures, General Electric = as cme | omer | ne 
varnish specialists recommend this formula wherever out- uemene 
standing hardness and flexibility must combine with excellent TO ACIDS EXCELLENT | EXCELLENT | EXCELLENT | G00D 


resistance to moisture, acid, alkali, and oil. re | cee | ees | oes | on 
Your insulation problem gets expert attention at General ecmresnon | execucer | exceucet | cece meee 

Electric. There’s a G-E varnish designed to fit your partic- resenaaes oeuss | genes | exccuns | esc 

ular needs. And famous G-E Quality Control methods assure men tase, 

strict uniformity in every shipment. TRE AGING =| 6008 G00 EXCELLENT . | EXCELLENT 














Call your local General Electric Merchandise Distributor eBuTy =| (6088 6000 EXCELLENT | EXCELLENT 


for more information about General Electric Insulating Var- 
nishes. Or write to Resin and Insulation Materials Division, 
Chemical Dept., General Electric Co., Schenectady 5, N. Y. 

































This is 
Electric 
—a re 
built-in 


Both o 
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“Absentee” 
baking 


Correctly 


Lime 
paki 











WHEN Mrs. Homemaker goes out for the afternoon, 
leaving her evening meal to the guardianship of her auto- 
matically controlled oven — this is only one use to which 
the Monarch timer-clock can be put, or for that matter, 
any timer clock. 


On the Monarch Roaster Range the timer-clock can be 
used for correctly timing baking and roasting operations. 
The clock can be set to turn the heat OFF 30 minutes 
ahead of time, finishing the operation on stored heat. 
Thus, overbaking is avoided—the cook doesn’t have to keep 
watching the clock — she can assure herself accurate, cook- 
book timing! 

8.0 MALLEABLE IRON RANGE CO. 


pps 
ory. «=©6 4B 2B LAKE STREET ° BEAVER DAM, WIS. 


i Leonemy 


= 
Hi Hin 








This is Monarch’s widely advertised 
Electric Roaster Range with 2 ovens 


—4 regular full-size oven, and a 


built-in surface oven, roaster size. 
Both ovens are timer-clock controlled. ~ 





SCHWITZER-CUMMINS ; 
FANS and BLOWERS gp yout 


AIR HANDLING AT ITS QUIETEST BEST 


You will need the best there is in quality, performance and design in your 
merchandise for 1948, and all at a reasonable price. With prices what 
they are, you must have convincing value to offer. Schwitzer-Cummins 
Fresh-Air Maker fans and Hy-Duty blowers can’t be beat for big air de- 
livery, quiet operation, selling features and looks. You will like everything 
about them and will cheerfully O.K. this year’s prices. And there are a sur- 
prising number of essential types and sizes to help you get the business 


and boost your profits. 


© ATTIC VENTILATORS © ADJUSTABLE WINDOW FANS 


® WINDOW FANS © PORTABLE CIRCULATING FANS 





© EXHAUST FANS © DOUBLE INLET BLOWERS 


With our enlarged facilities we can now give good service to more dealers 
and distributors and have some prime territory open. We would like to 
present a portfolio of new literature descriptive of some very unique and 
interesting developments for this year’s ventilating business. It is yours 


for the asking. 





SCHWITZER-CUMMINS COMPANY 


VENTILATING DIVISION 
1145 EAST 22nd STREET. * INDIANAPOLIS 7, INDIANA © 
ENGINEERS AND MANUFACTURERS OF FINE FANS FOR 30 YEARS 
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Synthol Type T. W. is 
the most desirable and 
lowest cost Building 
Wire for use in WET 
LOCATIONS under Sec. 
3102b of the 1947 
National Electrical Code 
in raceway systems; (1) 
Underground (2) In 
concrete slabs or other 
masonery in direct con- 
tact with earth (3) In 
wet locations (4) where 
condensation or accumu- 
lation of moisture within 
the raceway is likely to 
occur. 





CRESCENT SYNTHOL Building Wires and Cables are insulated 
with a special, tough thermoplastic, compound that results 
in wires of unexcelled Permanence, Safety, Adaptability 
and Value. They combine high dielectric and mechanical strength 
with the following desirable features. 

SMALL DIAMETER —has smallest outside diameter for same 
conductor size, permitting more conductors, or larger conduc- 
tors in same space. 

FLAME RETARDING —SYNTHOL insulation will not support 
combustion. 

LONG LIFE —practically unaffected by continuous exposure for 
years of sunlight or air; more stable than any rubber insulation. 

RESISTANT to moisture, acids, alkali and most chemical solvents. 

O|LPROOF —cutting oils, greases and petroleum solvents do act 
injure SYNTHOL. 

BRIGHT COLORS —non fading, the -insulation is the same 
color throughout so color will not scrape off: easily cleaned; 
twelve colors. 

FREE STRIPPING —makes splicing and soldering easier and faster. 

EASY PULLING —because SYNTHOL wires have a permanent 
clear wax lubrication on their hard, smooth, abrasion resistant 
surface. 


RICHMOND, VA., Robert W. Fishburne, 112-114 Exchange Bidg. 


ATLANTA, GA., Edgar E. Dawes, 401-402 Rhodes Building 
DALLAS, TEXAS, M. C. Huie Company, 707 Thomas Building 


NEW ORLEANS, LA., Paul Hogan, J., 305 Levert Building 





HUB- oe 


miee Va ie 


"Holos pee pari 
7d 


NOW /N PRODUCTION... WATCH FOR DETAILS / 


HUBBARD anno COMPANY 


PITTSBURGH + CHICAGO » OAKLAND - CALIFORNIA 


ELECTRICAL SOUTH for FEBRUARY, 1948 













ASPLUNDH 
BRUSH 
CONTROL 


KILLS BRUSH RIGHT DOWN TO THE ROOTS 
















Here are the Facts about Asplundh Brush Control. “ABC” is... 


HARMLESS. Won’t hurt animals or humans. CONTROLLABLE. Drift is no problem. 


EFFECTIVE. Kills to ground level at least and, in most NON-CORROSIVE. Will not corrode steel towers or 
other metal structures. 


ADAPTABLE. ABC can be used wherever a man can 
walk. 
For further details . . . write for your free copy of 


SELECTIVE. Grasses continue to grow; no erosion the four-color illustrated booklet “Asplundh Brush 
problem created. Control.” 


cases, the roots themselves. 


ECONOMICAL. The cost is in line with cutting one- 
year growth. 








TREE EXPERT COMPANY 


BRANCHES: Chicago, Ill. * Grays Lake, Ill. * Springfield, Ill. « Indianapolis, Ind. * Columbus, Ohio « Toledo, Ohio 

Saginaw, Mich. * Lake Geneva, Wis. * Omaha, Neb. * Tulsa, Okla. * Oklahoma City, Okla. ¢ Dallas, Texas 

San Antonio, Texas * Albuquerque, N. Mex. * Los Angeles, Cal. * Boston, Mass. * Binghamton, N. Y. « Malverne, L. I., N. Y. 

Scranton, Pa. * Allentown, Pa. * Pittsburgh, Pa. * Greensburg, Pa. * Erie, Pa. ¢ Philadelphia, Pa. « New Castle, Pa. 

Oil City, Pa. + Plainfield, N. J. * Glenburnie, Md. + Silver Spring, Md. * Lexington, Ky. * Alexandria, Va. 
Charlotte, N. C. * Clearwater, Fla. 


“ECONOMICAL LINE CLEARING EXCLUSIVELY” 
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KEARNEY 


ALUMINUM 


For the first time—a complete line of half-round or full- 
round tapered aluminum guy guards in seven and eight 
foot lengths! 


One-third the weight of and equal in strength to 
galvanized steel guards. 


The aluminum alloy used in these guards was 
selected for its strength and for its quality of re- 
taining a bright finish. Night or day, it is safer 
for the public, because it reflects many 
times more light than galvanized steel. It 
is particularly suited to installations in 
soft coal atmospheres where galva- 
nized steel is so quickly corroded. 


Kearney Full-Vu 16 gauge 
Aluminum guards cost no 
more than comparable 
steel guards. 


From the standpoint of public safety, it is important to have guy guards reflect as 
much light as possible. To determine the relative light reflecting properties of Kearney 
Aluminum Guards, Weston Light meter measurements were taken on a heavily overcast 
day. The galvanized and aluminum guards had been installed for about two years. 
The Kearney guard showed 58% more light reflected. Compared to another 
galvanized guard that had been in service for about six years, the Kearney guard 
reflected 103% more light. 


sien ™ 


OVERHEAD AND UNDERGROUND -UTILIT 
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You can make more money, build volume more est to sell because it has what your customers want, 
easily with the Mertland line. Mertland makes when they want it. There is a Mertland wholesaler 
nothing but water heaters. Mertland is first to bring near you who will be glad to show you your advan- 
you latest features, first to shift production to follow tages in selling the Mertland. On request, we will 
consumer requirements. Thus the Mertland is easi- be glad to give you his name and address. 


CHECK THESE MERTLAND FEATURES for quality, durability, convenience and economy 


— 3 7 UL APPROVED * Heavy gauge galvanized steel tank, hot dipped. Made and galvanized in Mertland's ultra-modern tank and golvanizing plant * Fully 
pro a / automatic, adjustable, snap action temperature control * Chromalox quick heating irsmersion type heating unit * Working pressure guaranteed 150 Ibs. 
\ nat (Tested 300 Ibs.) * Protected from corrosion by Mertiand Magnesium Anodic Rod (optional equipment) * Thick, blonket type Fiberglas insulation all around 

tank * Eights coats of white enamel boked on heavy steel jacket * Inlet baffle evenly distributes incoming water * Heavy gouge copper wiring * Intefnal 
heat trap prevents hot water circulation through house system except when drawn. Saves fuel * Wattages and voltages to your specifications. Con be fur 
nished wired for limited demond * Black base conceals mop morks; flush to floor. 


M. M. HEDGES MANUFACTURING COMPANY, Inc. 


Optionot ' © WATER HEATER SPECIALISTS @ 
* acc ' CHATTANOOGA, TENNESSEE 
xtra cos q 





| FOR SAFETY'S SAKE... USE CONDUIT (Full Weight Rigid Steel 


3 


On the wiring line with Buckeye Conduii 


i. 


Continuous suspended trestle, carrying full-weight 


rigid steel conduit in a New York public building. 
i ; 


tS <--) Wh of -J-bosl 0} ¢-broi tt dB Co) a ol-1-1-1-Tot- MNO) MB OUD ERA -Sfed ct mb aTos Tel 
steel conduit in a New England office building. 


ny ie 











Temporary wood bracing for wall out- 
lets and rigid steel conduit spn a 
construction job in south Texas. 





Monte Tch-wmek Ay 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


©GENERAL OFFICES - YOUNGSTOWN 1, OHIO 
Export Offices - 500 Fifth Avenue, New York City 


Manufacturers of 


CARBON 


jj AOD Ga”. :\) 2k 4O) ROD Geer 8 sy F- 


Every day, almost everywhere, 
you'll find contractors installing 
Youngstown’s Buckeye Conduit to 
make electrical wiring systems safer. 
more permanent, more satisfactory. 


“Buckeye” is the most widely used 
standard-threaded, full-weight rigid. 
steel conduit in the world. It is sold by 
leading electrical distributors in every 
market. 

Specify and use Youngstown’s Buck- 
eye in every location where moisture, 
vapor or dust may create a hazard--in 
short, wherever Safety is a consid- 
eration. 


4 
; 
x 
4 
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Open air over- 
1s --Yo MorepeVoh bia -1)) or 
port at a Kansés 
utility substation. 
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Lighten the heart of your lighting system 


ou PAYS off in your lighting panels, too, as these 
two examples of progressive BullDog engineering 
are proving every day. 


Utility plus good looks 


BullDog Superba Panelboards .. . fine appearance as well as 
good performance, 

Standard Superba has fuse doors interlocked with switch 
handles for safety. Makes fuses “dead” before they become 
accessible. 

Modified Superba has advantages of Standard, except for 
safety fuse doors. For. installation where normal service is 
performed by an electrician. 

Both panelboards have exclusive OMNI-bus feature, which 
permits easy balancing of loads. Heavy-duty toggle switches 
have quick-make and quick-break action. 


Cutaway view of standard SUPERBA 
phenolic unit, featuring OMNI-bus 
bars, rugged toggle switches—all add- 
ing to the appearance and utility of 
this lighting panel line. 


Ruggedness first 


BullDog Rocker Type Panelboards . .. for factories, where 
heavy-duty performance comes first. Good appearance, while 
secondary, is not overlooked. 

BullDog Rocker Type has branch circuits of molded material 

. arce-resisting, non-carbonizing, and non-tracking. 

Breakage of switch handles is at a minimum in rugged 
Rocker Type Panelboards. Quick-make and quick-break, with 
smooth-working, knife-edge bearings. 

When your lighting set-up calls for a panelboard that must 
“take it,” specify BullDog Rocker Type. 


For full technical information on BullDog SUPERBA or ROCKER 
TYPE Panelboards, call a BullDog Field Engineer. There’s one 
nearby who will be glad to answer your questions. 


Close-up of ROCKER TYPE molded 
unit, designed for durability, maxi- 
mum dielectric strength, and heat 
resistance... plus a simplified switch 
mechanism with durable rocker 
handles. 


BullDog’s Field Engineers welcome the chance to sit in on plan- 
ning stages of a building project. Their knowledge of electrical 
distribution layout can mean savings in installation and main- 
tenance costs, as wéll as highest efficiency and reliability in 
actual operation. Why not take advantage of this pre-building 
service? 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN ® FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 
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BullDog manufactures Vacu-Break Satety Switches * SafTo- 
Fuse Panelboards * Superba and Rocker Type Lighting Panels 
* Switchboards * Circuit Master Breakers * “Lo-X" Feeder 
BUStribution DUCT * “Plug-In” Type BUStribution DUCT * 
Universal Trol-E-Duct for flexible lighting * Industrial Trol-E- 
Duct for. portable tools, cranes, hoists. 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
21: 





AYLIGHT INSIDE 


@ A fluorescent fixture — original in design — slim and smart in ap- 
pearance, with an exclusive louver pattern for high efficiency, better light 
output and lower brightness. Now being used with complete satisfaction in 
schools, offices and stores. Dayliters are 
easily installed and maintained. 

For complete information Address Dept. 400 


LIGHTING DIVISION 


CHELSEA 50, MASSACHUSETTS 
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IT Is instinctive for the farmer to seek new things... labor 
saving machinery, improved hybrids, pest control, control of ALWAYS REMEMBER: 
soil erosion . . . to increase his production. 


Electric power is the greatest single contribution of mod- 
ern times to agricultural efficiency. Electricity means heat, 
light and power ...energy that today’s farmer knows well 
how to use. 

As the use of electricity grows, it becomes increasingly 
important that power lines do not fail. Power flows best BARE COPPER WIRE AND CABLE 
through copper . . . and copper will not rust—the best assur- COPPERWELD-COPPER COMPOSITE CONDUCTORS 
ance of long, trouble-free service. Anaconda Wire and Cable *DURALINE WEATHERPROOF SERVICES 
Company, 25 Broadway, New York 4, N. Y. oss 











*An Anaconda Trade-Mark 


LOOK TO FOR CONDUCTORS THAT LAST! “wes 
23. 
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men: 
POWERS 
CIRCUIT 
ANALYZER 


CATALOG 
NO. 101 





a 





Takes the Guesswork out of your work. It tells you what kind 
of circuit you are working on. Tells you whether its A.C. 
or D.C. Whether its 110, 220, 440, or 550. Tells you what 
the circuit is STAR or DELTA connected and whether grounded 

DELTA or insuiated DELTA. You can make any test with this | 
instrument that can be made with any other voltage tester ( 
but it has a WIDER RANGE than any other Voltage Tester | 
known. List price with Leather Case 24.50. List price without | 
Case 14.40. 


POWERS 
VOLTESTER 


Is a practical tool for ordinary voltage test- 
ing. It is equipped with a six-watt Mazda 
lamp which will tell positively at a glance whet ea 
the circuit is hot and how hot. You -~ + ej 
you are working on 110, 220, 440, 01550 volts. 
A POWERS VOLTESTER tell instantly by the bril- 
liancy of its own light what voltage you are on. 
List price with Case 6.60. Without Case 5.20. ; 


POWERS PRODUCTS ARE SOLD ONLY THROUGH fff © CATALOG 
DISTRIBUTORS . . . If your dealer does not haveg NO. E112 
these products write to 


POWERS MANUPNGEURING COMPANY 


1527 FOLSOM STREET . SAN FRANCISCO 3, CALIFORNIA 
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CURTIS 


FOR TWO 100 WATT LAMPS 


A SIMPLE SOLUTION FOR DIFFICULT PROBLEMS 


News from all quarters of the world focus to a point in the news room ee 
of the Chicago Tribune. It comes in 24 hours a day. . . each shift is \ 
under tension and each person requires LIGHT . . . lots of it . . . con- 
stantly and without glare . . . regardless of architectural problems, 
such as a twenty-five foot ceiling! 





eisai SHELDON 
== sS SSS Or 


Here the Curtis ‘Forty-Sixty-One” proved the perfect solution from 
all angles. Its direct component provides ample illumination at the 
working surfaces. Its indirect component (approximately 40 %,) reflects 
from the ceiling and diffuses into the room to create comfortable seeing 
conditions throughout. The 25° louvering shields direct view of the 
lamp from normal angles. 





The ‘'Forty-Sixty-One"’ is identical in construction and dimensions with 
the ‘‘Forty-Sixty,"’ except that it is 6094” long and is designed for two 
100 watt lamps. It can be furnished with single stem hangers for con- 
tinuous runs or as above illustrated for individual installation. 


Complete data in your file will enable you to solve problem-jobs in of- 
fices, schools, drafting rooms, etc. profitably! Write for data sheets today. 


CURTIS (Lghling. we. 


6135 WEST 65TH STREET, CHICAGO 38, ILLINOIS 
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HOW THE @f) AC CIRCUIT BREAKER LOAD CENTER “fifomatically SERVES YOU | 


...the improved @ Circuit Breaker 
goes into immediate action. Danger- 
ous current is instantly and automat- 
ically interrupted and the handle of 
the circuit breaker trips to the “off” 
position indicating the circuit in 
trouble. 


Wiri 
Opp 
Busd 
Mak: 
Profi 
7 in 
Deal 
Orga 
Coun 
Mode 
Peac 
Elect: 
Unit 


h , Your 

£ t, CG ; 4 Book 

{} ! \ News 

! } . Bee After the cause of trouble has been *0e 


removed, you simply flip the handle 
' dle 0 of the @ Circuit Breaker back to 


the “on” position and full electrical 
HON 
"ON "DosltO 


service is restored. There’s nothing 
to replace...no danger of shock. 
The @ Circuit Breaker LOAD CENTER automatically 
serves you 24 hours a day by eliminating both the 
hazards and inconveniences of short circuits. 


This automatic protection is the result of a positive 
thermal-magnetic action that opens the circuit at the 
first sign of a short circuit or dangerous overload... 
yet ignores harmless surges of current. 


Shockproof and simple to operate, these modern 
circuit protectors also provide all the electrical capac- 
ity needed for household appliances and future cir- 
cuits. Available in 2 to 16 poles, 15 to 50 amperes, 
for 120 volts AC service. 


See your electrical contractor for details...or 
write for Free Bulletin No. 203. 


Frank eC(dam Electric Co. 


ST. LOUIS 13, MISSOURI 


Mahers of BUSDUCT * PANELBOARDS © SWITCHBOARDS © SERV! & 
EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS * QUIKHET * 
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TRADE MARK 





@olaie Attic Fans 


The firm foundation of Greater Value inherent 
in Coolair Fans is the basic reason for increasing 
consumer demand for this product. It is also your 
opportunity to build a greater list of satisfied customers 

+ « to increase your profits because of ease in 
selling and faster turnover. 


No other fan offers all of the features found in 
Coolair Fans. Your customers are assured of greater 
satisfaction because Coolair Fans are: 


1. QUIETER Patented spring mountings 
and streamlined inlet absorb vibration noise! 


LONGER LIVED .. . Oversize ball bearings 
in fan hub, welded-steel frame and precision 
manufacture add years of life! 


MORE ECONOMICAL . . . Eight-blade design 
means slower fan speeds, less wear, longer 
trouble-free performance! 


Your Coolair distributor or agent has full infor- 
mation on Coolair superiority . . . and the oppotunities 
awaiting the wide-awake dealer. Get in touch with him 
at once, or write us direct. 





A full description of the Coolair line, with tables 
showing models, dimensions, performance data, 
etc. can be found in 


SWEET’S CATALOG 
FILE 


SWEET’S CATALOG 
FILE 


For Builders 


ELECTRICAL BUYERS 
REFERENCE 


Architectural 


A.S.H.V.E. GUIDE 











3604 MAYFLOWER ST., JACKSONVILLE 3, FLORIDA 
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is Entering its Third year, still goal is the best in service 
young, but growing fast. To you who and quality, with the assurance that 
have made this growth possible, we your continued good will and patron- 
at D&M are grateful. age are highly valued. 


A NEW AND COMPLETE D&M PLATE CATALOG IS 
NOW AVAILABLE, WRITE TODAY FOR YOUR COPY. 


eM 


MANUFACTURING COMPANY 


* INCORPORATED * 
MARIETTA, GEORGIA 
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A FULLY INTEGRATED system, uti- 
lzing a central distribution source 
ind providing a combination service 
that meets all present and foresecable 
power and lighting requirements, 
stands out as the significant feature 
of Delta Air Lines’ newly enlarged, 
million-dollar operations headquar- 
ters-maintenance base at the Muni- 
cipal Airport in Atlanta, Georgia, 
holding paramount interest for elec- 
trical engineering executives. 

Strategically located in relation to 
both present and proposed passenger 
terminals, doubling Delta’s Atlanta 
facilities, the expanded layout was de- 
signed by The Austin Company, engi- 
neers and builders, in co-operation 
with Delta operating officials and 
administrative executives. 

Located at the hub of its system, 
the new “home” of this pioneer in 
commercial aviation includes a two- 


*Mr. Hollister is manager of engi- 
neering, Cleveland District, The Austin 
Company, Engineers and Builders. 


By E. W. Hollister* 


Millions of dollars worth 
of industrial, commercial, 
and public building con- 
struction was blueprinted 
during the war, promising 
some outstanding examples 
of modern lighting and wir- 
ing progress. This is the 
first article of a series de- 
scribing some of the prin- 
cipal electrical features of 
projects recently completed 

in the South. 


story brick administration building, a 
new steel frame maintenance hangar 
of 29,450 square feet in floor area 
with 187-foot span and 32-foot clear- 
ance to accommodate major overhaul 
of the largest aircraft used by this air- 
line, a series of repair and service 
shops covering 15,790 additional 
square feet, and an engine-test build- 
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ing with two test cells where effec- 
tive noise control is achieved through 
a special installation of acoustical 
materials in the stacks. 

Signalizing another advance in this 
rapidly developing age of air trans- 
portation and commerce, the com- 
pletion of this progressive expansion 
program at Delta’s principal traffic 
center now gives this prominent car- 
rier one of the most compact and 
efficient installations of its kind not 
only in the Deep South but through- 
out the entire United States. 

Like other elements making up this 
ultra-modern airline facility, the elec- 
trical system was carefully planned 
and installed with an eye riveted to 
convenience and flexibility in opera- 
tion, and simplicity and economy of 
maintenance. At the same time, 
thanks to the combined foresight of 
Delta officials and Austin engineers, 
adequate provision has been made in 
their jointly - conducted long - range 
planning to accommodate with max- 
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Electrical adequacy for present and future requirements were 
incorporated in wiring plans for Delta Air Lines’ expanded op- 
erational base completed recently at Atlanta. In this 187-foot 
by 155-foot hangar, lighting intensity of 25 foot-candles is ob- 
tained from industrial type fluorescent fixtures. The area is 
divided into four work areas, and separate control is provided 
for lamps in each area. Four service trenches contain lighting 
and power outlets as well as air and water lines. 





Industrial type fluorescent fixtures are used, also, in the large 

engine overhaul shop. The lines of lighting fixtures are at right 
to the system of interconnecting monorails and the piping 

runs, eliminating shadows from these structural features. 

newest Delta installation is served from a combination lighting 

and power system, 120-208 volts, 4 wire, three-phase. A free- 

standing type main distribution panel is located at the load 

center with 13 radial feeders. 


imum ease and minimum expense 
any additional power and _ lighting 
loads that might develop in the event 


of future expansion of operation 


Delta, in short, is geared—electr. 


cally and otherwise—for continued 
growth in air travel. For out of ¢] 


enlarged Atlanta base regularly 
on established maintenance and 
haul schedules Deltaliners for 
flights daily to and from At 
linking it with 35 maior cities 
states—to Charleston, Columbia, 
cinnati, Chicago; to Macon and 
mi; across the South to Dalla 
Fort Worth, and down to Nx 
leans. Approval of proposed 
routes now pending would gi 


lanta and the South new service 


Washington, New York, and 
key eastern cities. 
Power and lighting needs of 


four chief units comprising this 


cently completed building proj 


met through combination service p 


vided by a 120/208-volt, three 

four-wire system. The incoming 
consists of four 500,000 cir mil; 
ished cambric cables per phas« 


Of the free-standing type, the mair 


distribution panel is located 
load center. Fanning out from 


panel in turn to four sub-distrib 


ing panels and five lighting 
are a total of 13 fecder lines, 
serve both three-phase, four 


lighting and three-phase, three-wire 


208-volt power requirements. 
In the new hangar, where 


aircraft maintenance and_ inspection 


work calls for good lighting 


plenty of it, efficient iluminatior 


a level of 25 foot-candles is prov 
by industrial-type fluorescent 
mounted on the lower chord 


trusses. To meet the demand 


optimum cconomy, lighting for 


of four work areas in the hangar is ir 


dividually controlled by separat 

tactors. Circuits are balanced t 

serve copper and conduit. 
Three “utility trenches” 


apron, where work can be perf 
day or night. Located at st 
spots along the trench are 12 
and 208-volt outlets, making 
diately available to each of th 
gar’s four work areas both 
phase and three-phase power 
as needed for plane maintenance 


modification work. Compressed 


and water service outlets are | 
conveniently located in_ this 
trench. A_ separate power 
serves the unit heaters in the h 
Good lighting also keynot 
dozen different repair shops, s¢ 


nO. 


the entire length of the 100-foot | 
** floor extend 130 feet out to 


4] 
rhe 


ryice 


departments, and offices in the two- 





story 413-foot steel frame structure 
directly adjacent to the administra- 
tion building and flanking the new 
and old hangars. The ground floor 
facilities, encompassing more than 
22,000 square feet, embrace the en- 
sine overhaul, sheet metal fabrica- 
tion, welding, hydraulic, carpentry, 
propeller, upholstery, tire, parts and 
sssories shops, and special radio 
ymmissary departments. 

each of these departments 

rd industrial-type fluorescent 
are installed. Illumination 

nsity is 25 foot-candles. Power 
eptacles and switches also have 
, installed on a shop-wide basis 
ry case to take care of any addi- 
requirements that may be im- 
by virtue of expanded opera- 
n the future. 
nd floor offices and facilities 
are equipped with commercial-type 
fluorescent fixtures. They also con- 
ain a generous number of plug recep- 
tacles conveniently located in walls, 
columns, and partitions. 

The boiler room has its own sep- 
power distribution panel, which 
ily serves the feedwater pump, 
sate pump and other normal 

wuxiliaries, but also handles a 75- 
horsepower synchronous a-c motor- 
driven air compressor. This unit 


ICCCS 


pressing air, serves to correct the pow- 
of factor. 

Incandescent lighting is employed 
in the engine-test building for several 
reasOl For one thing, lighting of 
high intensity is not a prime illumi- 

requirement here as it is in 
of other areas. Then, too, 
ictor of vibration had to be tak- 
account, plus the fact that 
posed area is subject to high- 
air currents—considerations 
questioned the practicability 
escent illumination in. this 
structure. 
and power wiring in the 
tear-down and engine-cleaning 
nents, which are housed in a 
tructure adjacent to the test 
explosion-proof. Equally im 
provision has been made in 
r circuits for future installa- 
two 60-horsepower fan mo- 
the test cells. 
tive and administrative offi- 
lighted with recessed com- 
type fluorescent fixtures pro- 
ling illumination of 35  foot-can- 
Plug receptacles are conveni- 
placed on walls and columns. 

In addition to the various facilities 
briefly described, Delta’s combina- 
ion power-lighting service system 
aso accommodates a number of elec- 

(Continued on page 106) 





Surface-mounted troffer units were installed in this traffic de- 
partment office of the new Delta headquarters building, in 
Atlanta. The executive and admininstrative offices are lighted 
with recessed commercial-type fluorescent fixtures providing an 
average lighting intensity of 35-foot candles. Fluorescent light- 
ing was used throughout the air terminal except in the engine- 
test building, where vibration conditions and high velocity air 
currents made incandescent units more practical. 


Controls and recording instruments completely frame the top and 
bottom of this observation window which overlooks one of the 
new test cells at Delta Air Lines’ new maintenance base, in 
Atlanta. Double glazed observation panels provide effective noise 
control. The two engine test cells have noise controlled by 
special acoustical materials in the stacks. Explosion-proof wir- 
ing for both lighting and power was installed in the motor tear- 
down and engine-cleaning departments adjoining the test cells. 
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Creative Selling for Electrical Contractors 





Opportunities in Ventilation 


Profitable operation in the commercial ventilating 


Hunpreps of aggressive electrical 
contractors have learned that the 
South is a natural market for ventila- 
tion sales. In many southern cities 
there are contractors who are consis- 
tently selling from 200 to 400 attic 
ventilation jobs cach year. 

Such residential ventilation sales 
are satisfactory and represent a great 
potential source of revenue for con- 
tractors, but there is an cqually ‘at- 
tractive field in the sale of non-resi- 
dential installations for commercial 
and industrial enterprises. 

Here is a partial list of such non- 
residential prospects and some of the 
reasons which make ventilation §sys- 
tems particularly attractive for them: 

Apartments, small hotels, and mo- 
tor courts—keeps all rooms cool and 
rentable even in the middle of sum- 
mer. 

Shops and stores — keeps em- 
ployees alert and efficient and in- 
creases patron comfort. 

Clubs, recreation establishments, 
and small theatres—patrons are more 
comfortable — stay longer — when 
summer heat is banished. 

Restaurants and dining rooms — 
maintains customer comfort, banishes 
cooking odor, and eliminates season- 
al patronage. 

Offices and _ factories — maintains 
employee efficiency and morale, eli- 


This article is based on information 
published by Holcomb and Hoke Mfg. 
Co., of Indianapolis, Ind., manufac- 
turers of Silent Breeze ventilating 
fans, in its installation manual. 


field requires 


careful planning of 


installations. 


Here are some pointers on designing smaller jobs. 


minates turnover due to uncomfort- 
able working conditions. 

Churches — increases congregation 
attendance and makes usable those 
portions of the building which are 
too hot in summer. Ventilates dur- 
ing the other seasons. 

Funeral parlors—for comfort of pa- 
trons and visitors. 

Agricultural buildings increases 
productivity and health of poultry 
and live-stock. Adds in quick-drying 
of hay and prevention of spontane- 
ous combustion in haymows. 

The expericnce of most electrical 
contractors in the ventilation field in- 
dicates that successful operation will 
require that the contractor not only 
sell the ventilation equipment, but 
also install the equipment. Only in 
this way can he make certain that 
the ‘installation will perform satis- 
factorily and thus result in addition- 
al sales possibilities through satisfied 
users. 

The engineering required to design 
a good ventilation system is not com- 
plicated, but certain principles must 
be applied and a careful study must 
be made of the customer’s require- 
ments. Most commercial and _in- 
dustrial ventilation systems will fol- 
low the simple patterns shown in the 
accompanying sketches. The follow- 
ing instructions will enable the con- 
tractor to design an adequate installa- 
tion. When more complicated in- 


stallations are encountered, the con 
tractor can frequently call upon the 
fan manufacturers for assistance in se 
lecting the type and size of equip 
ment needed to produce the desired 
results. 


Design Procedure 


In designing a ventilation system 
for a commercial or industrial oc 
cupancy, the first and most important 
point is to sclect the correct size of 
ventilating fan. This operation car 
be divided into four simple steps 
determining the cubic contents of 
space to be ventilated; (2) sclecting 
the required rate of ventilation; (3 
determining the ventilator capacity, 
and (4) selecting the proper size fan, 

To determine the cubic contents of 
space to be ventilated, multiply floor 
area by ceiling height. . Where two 
or more parts of a building are to be 
ventilated by separate systems, this 
and succeeding calculations must be 
made separately for each zone. 

Good judgement enters into the se 
lection of the required rate of ventila 
tion. Ventilation plus cooling by air 
in motion can be obtained in un 
crowded rooms by one complete 
change of air every one to two min- 
utes. In the South, it is desirable 
that the higher rate of air change be 
used. Table I serves as a guide for 
specific types of installations. When 
in doubt, always sclect the higher 








ee eo 
a ee cages 


Fig. 1. These are typical installations for small 
shops, restaurants, etc. The fan is always installed 
in the kitchen as near to the range as possible. 


( —|— } 


Fig. 2. Grilles are framed into partition. In such an 
installation, as many windows as possible should be 
opened in the front dining room. 
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os fi Fig. 3. These sketches illustrate typical ventilation 
con o — installations in stores and larger shops. The arrows 
the ae oe ate ee ~ J show the direction of air flow. The skylight type 
7 1 zi installation, shown above, is ideal for larger stores 
- i : ee where conditions permit such an installation. If 
ip ; —_ necessary, the skylight can be raised to form a 
ted ; . penthouse for ventilation purposes. 


























H aa a scent 
a rate of air change. In very crowded Table I—Recommended Air Change for Good 
pve rooms, it is desirable to allow a min Ventilation* 
. mum air movement of 65 cubic feet 
of per inute per person in hot or hu- Occupancy Minutes per Air Change 
ae hy climates and 45 cubic feet per —e arenas ai 
2) minute per person in cooler or less Apartments and Small Hotels — eee 2 
“1, inedd climates. This check should Auditoriums ae 2 to 5 
a be made wherever crowded condi- Bakeries 1 to 3 
apr tions are anticipated. Churches mua > 
a [he required ventilator capacity Cleaning Establishments** ~~ eee EF 
nit may be determined by dividing the Clubs , 5 4 
.™ ubic contents of the space to be ven Coliseums 3 to 10 
“si tilated by the number of minutes re- Dairies 1 to 3 
he quired for each air change as deter- Dance Halls 1 to 3 
mined in the preceding paragraph. Factories 3 to 6 
P Ihe result will be the required venti- Foundries 2 to 5 
la lator capacity in cubic feet per min- Garages 3 to 6 
“n ute. Where crowds of people are Gymnasiums 1 to 4 
an anticipated, multiply maximum esti- Halls. ni acess 2 to 5 
te mated number of people by 65 cubic Laundries 1 to 3 
ra feet per minute for more humid cli- Libraries 2 to 10 
ble mate or by 45 cubic feet per minute Lodge Rooms 1 to 5 
be for cooler or less humid climate. The Motor Courts 1 to 2 
fot result will be “minimum required Offices 2 to 5 
en ventilation” for crowded conditions. Printing Plants 2 to 5 
her If this figure is larger than ventilator Recreation Establishments 1 to 3 
capacity based on room volume, the Restaurants—Dining Rooms 1 to 6 
“minimum required ventilation” in Restaurants—Kitchens 1 to 2 
- cubic feet per minute should guide Schools . -----2 to 5 
the selection of proper size ventila- Stores 2 to 5 
tor. Theatres (small)—Auditorium 2 to 5 
The proper size fan required for Theatres—Projection Booth : ccut M62 
ventilation plus cooling by air in mo- Utility Plants , viemcncnenenenesinpi 3 to 10 
tion may ‘be selected from the fan ee , 
manufacturer’s table of capacities. Al- Cubic Feet_per Minute 
ways select a fan having capacity Farm Barns 60 cfm per cow 
equal to, or greater than, “the calcu- Farm Stables = 30 cfm per horse 
lated capacity. If two or more units Farm Poultry Houses ee _¥Y2 to 1 cfm per chicken 
are required to provide the required eS —_ es 
= ita select units of the *See State and City laws for application in different localities. 
**Make certain that the fan is recommended for use in an explosive, in- ; 
Installation Methods flammable or highly corrosive atmosphere, when such conditions are likely 
Having selected the size of venti- to be encountered. 
_ lating fan, or fans, needed, the con- 
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Fig. 4. In larger buildings, such as hotels, apart- 

ments, and office buildings, where a central stair 

well is available, ventilator can be installed in pent- 

house and air can be drawn from each floor, through 
the stair well and the attic. 


install 


doors or 
though 


Fig. 5. Another arrangement for such buildings is to 
ventilating 
draw the air through 
transoms will 
individual doors are kept closed. 


floor and 
Louvered 
even 


equipment on each 
common. hallways. 
provide ventilation 





tractor is next faced with the problem 
of selecting the method of installing 
the fan equipment. 

In installing commercial and indus 
trial ventilation systems, there is gen 
erally a choice between two _ basic 
types of systems: the suction ventila 
tion system and the pressure ventila 
tion system. 

In the suction ventilation system, 
air is drawn into the building through 
doors, windows, or other openings 
especially provided, and is exhausted 
to the outside. 

In the pressure system, the air is 
forced into the building through 
specially provided openings, and is al 
lowed to find its way to the outside 
through windows, doors, or other 
especially provided openings. 

Both systems have advantages and 
qualities which make them _indivi- 
dually more desirable for certain types 
of construction and installation prob- 
lems. Under certain conditions, it is 
also possible to filter the entering air 


regardless of which system is used, 
ind this additional ventilation service 
is sometimes most desirable. 


Suction Type System 


Che suction ventilation sys- 
tem may employ any one of three 
methods of in- 
sidewall, 


(3) pent 


Hope 
type 


equally satisfactory 
stallation. These are (1) 

2) suction plenum, and 
house. 

The sidewall type method of in 
stallation generally has the advantage 
of lower installation costs. Other 
idvantages are: can be when 
space below top floor of building is to 
be ventilated and there is no access 
to roof or attic; may be used in attic 
above ventilated space, or may be 
mounted in sidewall of ventilated 
space; permits use of automatic out 
let shutter automatically preventing 
the entrance of outside air into venti 
lated space when ventilator is not in 
use and thus protect the ventilator 
from the weather; and permits use of 


”q 
1] 


used 


multiple suction exhaust 
from ventilated space when 
available overhead. 

However, the application of 
sidewall method of latio 
volves certain specific requirem 
When placed in the attic, the 
must be tight. An automatic o 
shutter should generally be used, 
screening for the opening shoul 
be used. Also, the fan should n 
installed in a sidewall facing th 
rection of prevailing wind. 

The suction plenum method 
mits the installation of the fan « 
in a vertical or horizontal posi 
Among the advantages of this ty 
installation are: not necessary tha 
tic be tight; any extra required 
haust openings cut in the attic 
architecturally blended with 
structure as a whole so as to b« 
noticeable; automatic ceiling sh 
can be used in place of grille in 
tion exhaust opening in ceiling 


insta! 


automatically shut off attic from \ 


++ 


























Fig. 6. In the case of industrial plants, the venti- 

lators may be located in saw tooth roofs, monitors, or 

penthouses. They should be located as nearly as 
possible over heat and odor sources. 


Fig. 7. Many buildings of miscellaneous types, such 

as storage barns, dance pavilions, ete., can be served 

adequately by installing ventilator horizontally under 
a louvered intake penthouse. 
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Fig. 8. In this typical small theatre installation, the 
ventilators blow air into ventilated space through 


directional grilles to assure comfort throughout the 
entire auditorium. Note the upper and lower outlets 
theatre. Arrows 
direction of air flow approximately. 


at the front of the 








indicate the 


Fig. 9. Some small shops have openings only at the 
can be used to circulate air in 
through transom and out through front door. 


front. Ventilator 








yace When ventilator is not 
thich is desirable when attic 
isulated as no manually op- 
iclosures are then necessary 
nter season; and the hori 
ethod allows _ installation 
tic construction will not per 
rtical mounting 
imitations. 
desired to screen pressure 
penings, this must be taken 
unt in calculating pressure 
pening size, because insect 
reduces effective area of 
nings by approximately 50 


because of 


ithouse type method of in- 
has the advantage that it 
ised where the other two 
ire not possible or feasible. 
this system can utilize an auto- 
utlet shutter with a grille for 
n exhaust openings, or it can 
itomatic ceiling shutter with 
louvers at pressure exhaust 
when the penthouse is di 
nnected with ventilated 


This tvpe of system may be used 


over shallow attics to draw air from 
multiple suction cxhaust openings. 
Frequently, a skvlight may be raised 
or adapted for use as a_ penthouse 
offering savings in installation costs. 


Pressure Type System 


The pressure type ventilating svs 
tem is generally used when it is de 
sirable to overcome certain structual 
problems such as the absence of win 
dows or in a case where a space to be 
ventilated has only the front open 
ing. ‘Theatres frequently require this 
type of installation. 

In this type of system, the suction 
intake opening, through which the 
air is drawn from the outside, should 
be covered with a metal or wood lou- 
ver with a net frce area sufficient to 
meet the fan manufacturer’s require- 
ments in this respect. Again, it is 
to be pointed out that insect screen- 
ing further reduces the net free area 
of such an opening by 50 per cent. 

The pressure outlet opening of 
such a system, through which the 


fresh air is ejected into the room, will 
gencrally require a grille. When the 
air is introduced horizontally into the 
ventilated space, a directional type 
grille is occasionally required to pre 
vent disturbing drafts. 

When the air is introduced verti- 
cally, a directional grille or conical 
diffuser will almost always be requir- 

7 . Ps . 
ed. In all cases, directional grille or 
diffuser selection should be made in 
accordance with the recommenda- 
tions of the manufacturer of the 
grille or diffuser. 


Filtering Systems 


In arcas of heavy concentration of 
air-borne dirt, or in applications in- 
volving delicate equipment, it is fre- 
quently desirable to filter the incom- 
ing air. This may be accomplished in 
either the suction or pressure venti- 
lating system by introducing into the 
system a bank of filters between the 
outside and the ventilated space on 
the suction side of the fan. Suffi- 
cient filter area will be provided if air 

(Continued on page 108) 
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Fig. 10. These sketches 


illustrate application of 

filters. Here, the filters are installed in the partition 

between stockroom and store. Air is drawn from out- 

side, through stockroom, through filters, and is 
exhausted through transom. 


Fig. 11. Where arrangement of partitions permits 

this kind of installation, ventilator draws air from 

outside through the filters, into the stockroom, from 

which it is forced out into the front of store and to 
the outside through front door. 
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THE FIRST POSTWAR __ skyscraper 
completed in Houston, Texas, The 
City National Bank Building, is an 
outstanding example of wiring ade- 
quacy in an office building. Princi- 
pal features of the electrical distribu- 
tion system in the building are the 
busduct risers and the Robertson 
cellular floor which makes the entire 
floor virtually an electrical raceway 
system. 

The new building was completed 
in record time in spite of material 
shortages, strikes, and a_ninety-day 
work stoppage last summer.  De- 
signed by Finn and Cummings, 
Architects & Engineers, of Houston, 
the building is outstanding not only 
for its beauty and architectural design 
but because of the high quality of 
services provided throughout the of- 
fice building. 

The entire office area is equipped 
with fluorescent lighting fixtures pro- 
viding an average of 75 foot-candles 
of illumination. One of the im- 
portant new innovations in the build- 
ing is the individual office space air 
conditioning equipment. 

In the banking area, the lighting is 
a mixture of fluorescent and incan- 
descent designed to blend with the 
architectural design and to afford the 
most efficient lighting for working 
conditions. 

In the bank lobby, an_ indirect 
lighting system was installed in such 
a way that no fixtures were visible. 
This was accomplished by two means. 
Recessed floodlights were mounted 
eight feet from the floor and con- 
cealed behind a ramble edge on each 
wall of the banking room. The sec- 
ond means of illumination is a batter; 
of ceiling lights located above thc 
tellers’ cages. These fixtures were in- 
stalled in the space above the ceiling. 
and a concentrating type lamp sup- 
plies light through a six-inch hole in 
the ceiling. The holes are spaced ap- 
proximately 14 feet apart in both di- 
rections. The light from these ceil- 
ing holes floods the working space in 
the tellers’ cages. Each such con- 
cealed fixture contains a 500-watt 
lamp. The teller area is provided 
with approximately 30 foot-candles, 
while the gerieral lighting intensity 
throughout the lobby is approximate- 
Iv 25 foot-candles. 
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Busduct and Cellular Floor 
Provide Wiring Adequacy 


greatly facilitated by another innova- 
tion—the elimination of all tellers’ 
cages. Employees will greet custom 
ers from behind counters, and _ steel from the 120/208-volt a-c netwo/Mit ure 
carts are employed to contain the 
tellers’ funds. ‘These carts are rolled 
into the vaults at night. 








was complicated by the fact that (Mi the 
local power company will not provi tract 
primary service to customers loca 
in the downtown area where seri 


Lighting of the tellers’ area was 


system is available. With lightigi} take 
throughout the building averaging 7 
foot-candles, and with the load pd ors 
square foot further increased by i to t 
from 
bran 
to se 
sepal 
the 
phot 
1 { nine! 


11 pin t 


stalls 





Electrical service for the building 
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Adequate wiring is exemplified in the recently completed Houston, Tex 
skyscraper, the City National Bank Building. The total connected load w4 
very large in comparison with’ the average loads of commercial type built 
ings because of the high quality of service provided for building tenant 
Principal features are fluorescent lighting averaging 75 foot-candie 
throughout the building and individual air conditioning equipment fe 
each office. 
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In order to handle 
the large electrical 
loads involved with- 
; out exceeding the 1 
per cent voltage 
drop limitations in 
the specifications, 
the electrical con- 
tractors chose 2,000- 
ampere, low imped- 
ance type busduct 
for risers. The pic- 
Fire at the right. 
taken in a_ third 
floor attic shows six 
such risers. The ris- 
ers come up together 
to the third floor; 
from that point they 
branch out in pairs 
to serve three widely 
separated sections of 
the building. The 
photo below shows a 
ninety degree turn 
in the busduct_ in- 
F stallation in the base- 
ment. 


dividual air conditioning eq 

and provision for other electrical serv- 
ices throughout the building 
clectrical load added up to an enor 
mous total. 

W. B. Schnorbus, of Schnorbus 
Electric Company, Houston, who 
handled the electrical installation for 
the building, reports that this large 
load made it necessary to resort to 
some distribution system other than 
conduit and cables for the feeders 
for the various floors in order to 
maintain the 1 per cent voltage drop 
limitation that was specified, and in 
order to keep the electrical distribu- 
tion equipment within the space 
available. 

After a careful study of the plans, a 
low impedance type busduct was se- 
lected for the risers, and it is thought 
that this is the first multiple-story 
building where busduct is used 
throughout for feeders. 

The busduct selected is of low im- 
pedance type, rated at 2,000 amperes. 
Two such ducts are used in parallel 
to give 4,000 amperes capacity. Six 
risers go up together to the third 
floor, and from that point they are 
extended in pairs to widely separated 
sections of the building. In addition, 
there are two 2,000-ampere power 
risers. 

In order to take service from the 

(Continued on page 106) 
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MAKING ONE JOB 
SELL ANOTHER 


A SIMPLE FORMULA, figured out 
while he was working in an ordnance 
plant during the war, is responsible 
for the extraordinary success of Phil- 
lip Gillihan, who established his new 
Kentucky Electric Company, in Padu- 
cah, about two years ago. 

Although this is his first venture in 
business for himself, Mr. Gillihan has 
a Jarge number of important jobs in 
the “big” class to his credit. He is 
now completing an all steel tube job 
on a private school building which 
has three floors, an electric kitchen, 
and a ventilating system. He recent- 
ly installed new equipment for the 
new FM _ transmitter of WPAD, 
helped erect the 410-foot windcharg- 
er tower with an eight bay FM an- 
tenna. This work was done in co- 
operation with the radio company 
and factory engineers. The company 
owns five other radio stations. 

The formula that Mr. Gillihan fig- 
ured out when he went into business 
for himself is producing results. 
Workable and simple it consists of 
doing each job in such a manner that 
it will sell another job. And _ he 
means that in all its meanings and 
ramifications. Good industrial rela- 
tions with other crafts may sell an- 
other job; attention to detail, com- 
mon courtesy toward owners, engi- 
neers and workmen, may be the turn 
ing point. At Icast all of these things 
are required on a Gillihan job. 

Another rule that is important in 
the success of the firm, is its attitude 
toward the job. 


ime es 
Every job is worth doing right o1 
it should not be done at all,” Mr. 


Gillihan told Enrerricat. Sovurn. 
“We give our best and full attention 
to every job whether it is a dime job 
or a $50,000 job. We make sure th< 
customer gets something for his 
money. <A customer who is satisficd 
with a botched up job and cannot 
be sold a good job, just can’t be ou 
customer, because that one bad job 
might ruin all the groundwork and 
goodwill that we have been establish 
ing. The public would never learn 
that we botched the job at the cus- 
tomer’s direction.” 

Mr. Gillihan sells his own job 
whether it is by contract or time and 
material. Before making a bid based 


38 


on the blueprints for either the gen- 
eral contractor or owner, he discusses 
the job with contractor and owner. 
At this time the plans are examined 
from the point-of-view of electrical 
wiring, and he explains his policy of 
providing the highest type of co-op- 
eration with other crafts to prevent 
lost time which means higher costs 
for the owner. 


Working with Other Crafts 


Often the electrical contractor 
bears the brunt of circumstances be- 
cause much detail is often left off 
blueprints that would assist clectrical 
and plumbing contractors. In a re- 
cent instance Kentuckv Electric Com 
pany discovered that lights had been 
ordered directly on the spot to be 
covered with a cciling radiator in a 
basement of a large building. 

Such things can lead to expensive 
delays on the part of plumbers, heat 
ing men, and clectrical workmen. 


Phillip Gillihan, owner of the Ken- 
tucky Electric Company, of Padu- 
cah, has developed a_ profitable 
contracting business. His policy of 
studying all the plans on his jobs 
and being familiar with details, as 
well as co-operating fully with other 
crafts on the job, has established 
a good reputation for him among 
general contractors and owners. 


But not on a Kentucky Electric Cy 
pany job! Obviously such a situati 
is an oversight. In this instance, }, 
Gillihan discussed it with the gene, 
contractor, architect, and owner, » 
took his men to jobs in other parts 
the building while the matter was } 
ing threshed out and the heat 
contractor went ahead with his rad; 
tor installation without any loss 
time. 

Prospective customers are asked | 
talk with the principals of recent cq 
tracts or previous jobs. If they ; 
talk to them, such incidents as ¢ 
above always come to light and sen 
to impress the prospective custom: 
with the sincerity of Kentucky Ely 
tric in trying to do the best job th 
can with the least possible waste. 

With labor costs so high, one ¢ 
the important selling points fo: 
electrical contractor, according 
Gillihan, who keeps it in constay 
practice, is to point out how they 
save the owner money merely } 
high type of co-operation with + 
hricklayers, carpenters, tinners 
plumbers. 

On the big school job, Mr. G 
han kept one electrician on the 
to co-operate with bricklayers by : 
ting in boxes and steel tube 
time the brick and tile were | 
laid. Of course, as he pointed out. * 
is decidedly to the advantage of t 
electrical contractor, too, but it i 
surprising what the right attitude t 
ward co-operation will do on a jol 

“Once vou have established a rey 
tation for craft co-operation 
job,” Mr. Gillihan said, “you'd | 
surprised how far other crafts 
to help you out.” 

When he started his business 
vears age, he naturally supposed t! 
his organization would be concem 
mostly with little jobs rather t 
larger ones. He_ believes, 
that their strict attention to 
tle jobs, plus tl 
craftsmen, is responsible for their 1 
vitation to discuss larger jobs cit! 
on contract or time and 
basis. 

Now Mr. Gillihan, who 
sclling and the supervising, goes alte 
the big jobs as well as the litt 
and comes home with his shat 
contracts in his brief case. Thi 
usually accomplished by citing pr 
ous job experience and inform ly 
cussing the things that will m ike 
good job cost less money in the f 
go round. . 

“I’ve found that no one objects | 
paying for something they actu 
gct. In today’s high building 
cycle, the biggest objections at 

(Continued on page 106) 
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Profitable Specialty 
In Toy Train Service 


Every pay in the year, rain o1 

someone brings an_ electric 
ocomotive, a switch, a toy train 
transformer, or some such toy-tra‘n 
accessory into the Brandt Electric 
Company in downtown St. Louis, for 
repair. 

This profitable specialty repair 
service has been identified with 
Brandt Electric Company ever since 
electric trains came into existence, ac- 
cording to Erwin Brandt, who with 
brother A. J. Brandt, and father, Ar- 
thur Brandt, operates the long-estab 
lished St. Louis firm. 

“Electric trains came along about 

years ago, after the Germans had 
popularized mechanical toy trains all 
over the world,” Erwin Brandt said. 
“We had been in business since 
1886, and were well established when 
Lionel began manufacturing electric 
trains at prices within the reach of 
everybody. Therefore, we were in a 
natural position to gain a repair and 
sales franchise. Since that time, elec- 
tric train repairs have been individual- 
ly profitable in their own right, have 
brought in many people we could net 
possibly reach otherwise, and have 
proved to be a powerful source of 
good-will which we would dislike to 
be without under today’s conditions.” 

Brandt Electric Company is now 
franchised by several electric train 
manufacturers. Not only present-day 
toy trains which have become a crop- 
pet with short circuits, etc., pass into 


the shop, but also old-timers like the 
Dorfan cast-iron trains of 20 vears 
ago, and many off-brand varieties 
which saw brief success and failed 
during the depression. Brandt's rc 
pairs them all. 

Steady Growth Recorded 

Toy electric train service has grown 
steadily ever since the first toy loco- 
motive was taken apart and its arma- 
ture rewound, according to Ervin 
Brandt. ‘When we went into busi- 
ness, practically no one had any faci- 
lities for repairing toy trains,” he 
indicated. ‘Not even the tov dealers 
and department stores who were sell- 
ing them. We borrowed a couple of 
toy locomotives, looked them over, 
and found that repairs would be com- 
paratively simple to make.” 

Work has become far more com- 
plex in the past 10 years than before, 
according to the St. Louis firm. 
Whereas formerly only locomotives 
and transformers needed any exami- 
nation or repairs, most toy railroads 
now involve complicated wiring sys- 
tems, semaphores, light towers, elec- 
trically-actuated dump cars, signal 
gates, reversing mechanism, ctc.. all 
of which must undergo occasional re- 
pairs. 

To bring in toy repair volume, 
Brandt’s can rely on the fact that 
train-owning youngsters pass the word 
along from one to another, and the 
fact that most parents are familiar 
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Not a display, but a toy train testing 
table at Brandt: Electric Company, in 
St. Louis. Over a period of several 
years, this specialty has been develop- 
ed into a business that represents 5 
per cent of the store’s service volume. 


with the service. Nevertheless, Mr 
Brandt does not rely on this type of 
endorsement alone, but averages one 
newspaper advertisement every three 
weeks throughout the year, which 
mentions either toy electric train sales 
or service. During the holiday sea 
son ads are run every day—display 
ads which show pictures of popular 
tov train sets, and an admonition to 
parents to have last year’s set patched 
up. 

One voint well worth mentioning, 
especially, is the fact that the tov 
train repair department observes the 
slogan ““We won’t disappoint the kid- 
dies at Christmas-time.” Therefore, 
if it means working until 9:00 or 
10:00 o’clock every evening before 
December 25, the company is sure 
to get all repair work out in time for 
holiday gifts. 

‘During the past 10 years, there 
has been a lot of repair work necessi 
tated by the fact that people are buy- 
ing used electric trains, fixing them 
up, and giving them to the children 
as Christmas presents—instead of the 
old one-owner condition which used 
to exist,” Mr. Brandt said. “During 
the war, this was particularly impor 
tant. Many tov trains which had 
been buried away in the attic for 
years were brought out, and brought 
to us for repairs.” 

All repair work is handled on an 
“estimate basis” — Arthur Stock, a 
veteran cmployee of the firm, who 
has had training in tov train manufac 
turing plants, doing the entire job. 
He examines each miniature locomo 
tive minutely, looking for breaks, bad 
wheels, motor damage, etc., and then 
sets a price which covers parts, labor, 
and a predetermined profit average. 

Repairs for a complete locomotive 
mav run anvwhere from $5 to $10, 
according to Mr. Stock, the average 
whcre the motor must be taken apart, 
rewired, etc.. running from $8 to $10 
Motor work is. the most expensive, 
with rewiring, replacement of parts, 
etc.. coming in a close second. 

While each of Brandt’s 12 to 15 
service men on the second floor of 
the store is capable of small train re 
pairs, 2 mechanics are kept assigned 
to this department. The store main- 
tains a very complete parts inventory, 
covering all models of all makes of 

(Continued on page 70) 
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¢ IN 10 WILL BUY-- 
IF You DEMONSTRATE 


AN EXTRA Twist sold seven wash- 
ing machines in ten demonstrations, 
increased store traffic by a thousand 
people weekly, increased sales among 
university people 80 per cent, and 
sold new appliances such as home 
freezers for new applications—these 
are typical of the results that have 
followed a new demonstration policy 
in effect at B-H Appliance Company, 
Manhattan, Kansas. 

The extra twist to washing ma- 
chine demonstrations, by no means 
new, but requiring extra attention to 
detail, was the simple expedient of 
washing a bundle of clothes for the 
prospective customer. 

H. R. Hershey, manager and co- 
owner of B-H Appliance Company, 
said seven sales in ten were made 
when they washed for the customer. 

“I think the psychology is fairly 
simple,” Mr. Hershey said. “All 
washing miichines are expected to 
wash clothes \ washing machine 
washing a bunch of store towels is 
merely merchandise in motion and it 
has no personal appeal to a prospect 
because it isn’t doing anything that 
most other washers cannot do. But 
when you put the prospect’s own 
clothes into the machine and run 
them through a sequence of washing, 
drying, and ironing, the customer has 
a vital personal interest, a personal ac- 
quaintance with the labor of each gar- 
ment in home laundering, a personal 
vision of how it looks when she does 
it at home, and she compares all of 
these qualitics with our job. 

“If we add up enough advantages 
in the prospects mind, we make the 
sale, if the prospect is a sincere po- 
tential owner of ‘better laundry cquip- 
ment. These advantages may take 
many tangents—we may do it quick- 
cr, we may do it cheaper, we may do 
it better—we can’t bat a hundred per 
cent, but if we do it just as well and 
do it faster and cheaper, we have a 
point in our favor,” Mr. Hershey 
said. 

B-H Appliance Company furnishes 
customers with a “time-and-cost” 
study of the bundle of laundry done 


study showing time consumed, which 
shows up good in a busy weekly 
schedule, since B-H can show a week 
ly laundry finished in an hour or an 
hour and a half a week, or 12 min 
utes a day. The study also shows 
cost of power and water. 

Wives and husbands often come in 
for an evening demonstration, ard 
the quality of the work is often an 
important topic for discussion. 


Wash Prospects Clothes 


“Quality of the work is never really 
given serious consideration by the 
average prospect until it has been 
tricd out on a prized possession of ap- 
parel,” Mr. Hershey said. “Run an 
heirloom tablecloth through an auto- 
matic washer and see how critically it 
will be cxamined by the prospect—its 
the personal twist that makes the 
difference.” 

As a result, the seven out of ten 
demonstrations sold, are thoroughly 
sold. 

Since they are enthusiastic and 
justly proud of their investment and 
their judgement in buying it, Mr. Her- 
shey reasoned that fiom a store sales 


standpoint this energy should not be 
wasted, consequently he gives his 
tomers a nice nylon clothes bag when 
ever they give him names of persons 
interested in washers. ‘Two outside 
salesmen then follow up on these 
prospects. 

Seven customers buy and one t 
two customers in ten can’t buy 
because of lack of income or incom 
that is being used in other direct 
These two may eventually buy 
one will definitely buy within 
years. One in ten went along for 
ride but, even here, indications 
that this one will eventually 
somewhere, sometime. 

Demonstration machines in 
store, located on the open sales floor 
are kept busy between regular demon 
strations doing a full laundry bu 
for the owners and employees. 
creates interest and inquiries, a1 
takes a considerable number of 
quiries and prospects to make a 
ten live customers for whom the store 
can afford to make a full demonstra 
tion on the prospect’s personal 
dry bundles. 

Back of the store demonstratio 


for them. Usually, it includes a com- 
parison of the pound cost with com- 
mercial laundries; it includes a time 


Just how well does an automatic washer wash? B-H Appliance Company, 
of Manhattan, Kansas, answers this question in a common sense way: 
clothes are actually washed, dried, and ironed for prospects. 
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full program of laundry machine 
promotion. A full home laundry dis- 
play was built in the window of the 
Kansas Light & Power Company 
vhich does not sell appliances. 

\ launderette was opened by an- 
ther firm in Manhattan, where per- 
sons could take their laundry and run 
them through automatic machines for 

much per hour. Instead of view 
ng this as a deterrent to laundry ma- 

ne sales, Mr. Hershey made ar- 
ngements with the owner to set up 
sang machine display, believing 
those who used the launderette 
d have the ambition to buy their 
, machine and to set up their own 
e laundry. This proved to be a 
ble display and continucs to feed 
spects to the store. 
problem that presented itself was 
to increase store traffic—sincc 
sell all kinds of electrical appli 
such as radios, refrigerators, 


appliances, and such. 


n experimental stab in the record 
irtment increased traffic 
than a hundred per cent. Mr. 
ey bought a supply of used 
graph records from the juke 
yperators and put them on sale 
he store for 22 cents each. This 
cted so many new customers that 
ide it into a regular department 
tanged to buy the output of 
ecords which are taken out of 
boxes. 
les of used phonograph records 
se between 700 and 900 each 
Customers have to look 
through the stack for what they want 


store 


No effort is made to give service. The 
department keeps customers in the 
store in bunches. While most of the 
buyers are in the bobby-sox bracket, 
they are all exposed to the other mer- 
chandise and, eventually, voice their 
wants and preferences at home, judg- 
ing from the sales of other merchan 
dise that have followed. 


Prospects from College 


Manhattan is a university town and 
thousands of GI’s are there taking 
college courses. Mr. Hershey has a 
number of students who are desig- 
nated as student salesmen. They can 
sell anywhcre they choose and get a 
five per cent commission on cach 
sale. They usually radiate their in 
fluence from the university outward 
Many of them used advertising cards 
with some such copy as this: “For 
all your household electric appliance 


needs, be sure to see your local rep 
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resentative of the B-H Appliance 
Company.” 

These student salesmen roll up an 
astonishing volume, take an interest 
in the business, and often bring cus 
tomers to the store for a personal 
showing of merchandise, rather than 
merely turning in names and address 
es. 

Historical legend records that 
curiosity killed a cat but exact details 
ire vague. Certainly curiosity is a 
valuable trait in the manager of an 
clectrical appliance company. 

Mr. Hershey got to wondering how 
the druggist kept his ice cream over 
night and just what the facilities and 
the custom was in the retail ice 
cream industry. 

To satisfy this curiosity he made a 
call one evening after supper to th 
corner: drug store which did a size- 
able volume in ice cream. When he 

Continued on page 74) 


H. R. Hershey, (right) 
manager of B-H Appli- 
ance Co., of Manhattan, 
Kansas, is enthusiastic 
about the results he is 
getting through his pro- 
gram of actual dem- 
onstrations of home 
laundry equipment. His 
records show that 7 in 
10 will buy when shown 
actual results in ats 
convincing way. 

















Dealers’ Plans for Sales Stafis 


Nation-wide survey indicates that the 
organizations is an outstanding dealer 


Ik RETAILERS are to thrive and 
prosper as consumer outlets for ap- 
pliances and radios, then the electri- 
cal industry as a whole must assume 
responsibility for guidance in develop- 
ing and effectively training sales ap- 
plicants as well as giving serious con- 
sideration to the problem of ade- 
quate compensation. ‘This conclu 
sion is evident from an analysis of the 
survey on the selection, training and 
compensation of retail appliance 
salesmen recently completed by the 
National Electrical Retailers Associa- 
tion. 

Questionnaires on the subject were 
submitted to association members in 
all 48 states, Alaska, Canada, and Ha- 
waii. Firms reporting ranged from 
$4,800 to $500,000 in annual sales 
volume, and the analysis of returns 
is therefore considered representative 
of existing practices and conditions 
both geographically and as to vari- 
ous sized dealers. Similarly, com- 
ments made by them are prophetic 
of future problems which must be 
faced by the entire industry. 

The nation’s 50,000 retailers of ap- 
pliances and radios will need 100,000 
additional salesmen as soon as mer- 
chandise becomes more plentfiul, it 
was developed by the NERA survey. 
Where the average dealer now em- 
ploys four salesmen, he expects in the 
near future to employ six. 

If dealers can secure the needed 
additional salesmen, the estimates 
based on the survey are that 20.3% 
will work only inside on the sales- 


By C. C. Simpson 


Managing Director, National 
Electrical Retailers Association 


room floor. A much smaller num- 
ber, or only 5.1%, will be used as 
outside salesmen, while the majority, 
or 74.6%, will work both inside and 
outside the dealers’ stores. 
Promotion Will Be Needed 

Obviously, if 20.3% of the sales- 
men that dealers expect to hire will 
work only on the salesroom floor, 
then these dealers will have to back 
up their sales efforts with all possi- 
ble methods of getting customers into 
their stores—such as advertising, tele- 
phone solicitations, and other indi- 
rect contacts. 

On the other hand, an equal or 
greater amount of effort must be 
exerted by the other dealers to obtain 


expansion of sales 


problem for 1948. 


the largest possible volume of 

from the part-inside and part-outsid 
sales force of 74.6% and the 5.1 
working strictly as outside salesmer 


Selection of Salesmen 


Although the difficulties of attract 
ing suitable sales applicants are « 
stantly mounting, it is apparent fron 
the NERA survey that retailers ar 
actively working at the problem 
getting salesmen. 

This fact is borne out by answers t 
the question: “Where do you get \ 
salesmen: advertise, interview dro] 
applicants, or through friends?” 

A total of 22% of the dealers 
ported that they use every possible 
means of obtaining applicants, includ 
ing all three means mentioned in th 
question. <A larger number, 28.8‘ 
advertise for applicants. Those wh 
take advantage of personal contacts 
such as friends, outside business and 
social connections, former associates 
etc., accounted for 23.7%. 

Only 10.2%, it is gratifying t 
note, relied on drop-in applicant 
while 5.1% had some other means of 
discovering salesmen prospects, suc! 
as through distributor  salesmer 
(3.4%) or from GI_ government 
training program (1.7%). 

No turn-over in sales personnel 
reported by 3.4%, and the 6.8% 
reported no special method 
mostly in the class of owners of stores 
operated by husband and _ wifc 
some other member of their 
mediate families 


How Appliance Dealers Get Their Retail Salesmen 





Advertise 


All possible 
(Only) 


means 





22.0% 28.8% 


Personal 
Contacts 


Drop-Ins 


Other Means 


No Turn- 
Over 





10.2% | 5.1% 


3.4% 





Men Versus Women In Sales Work—Use of Demonstrators 





Do you hire men and women 
or all men. 


Which is best? 


Do you use the services of a 
woman home/store demonstrator? 





160.0 % 


106.0% 
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How Appliance Dealers Are Compensating Retail Salesmen 





Straight Straight 


Salary 


Commission 


Commission 


Salary and 
and Guarantee 


Commission 


Salary and Bonus 


Commission 
or % of Profit 


and Draw 





% Dealers 14.0% 27.9% 


30.2% 4.7% 


9.3% 13.9% 





Average $218 mo. 9.2% 


Sal. $156 Guar. $207 
Com, 4.34% Com. 5.5% 


Draw $185 Sal. $206 
Com. 10.0% * see ramarks 





High $265 mo. 13.0% 


Sal. $215 Guar, $215 
Com. 7.2% Com, 8.0% 


Draw $225 


Com. 12.5% * see ramarks 





Low $170 mo. | 4.5% 


Guar. $200 


Sal. $100 
Com. 3.0% 


Com. 1.0% 


Draw $108 


Com. 7.5% * see ramarks 








*Remarks: It was impossible to present any average 
figures on salary and bonus or per cent of profit plans 
used by various dealers, due to wide variations in such 
plans, although all dealers using these plans reflected 
a serious study of the question of compensation. It is 


the opinion of the NERA management that these deal- 
ers are those of long experience, who are 
qualified to administer their own set-up, aided by a 
knowledge of their own costs-of-doing-business and by 
assistance of manufacturers. 


fully 





Average Monthly Earnings of Retail Appliance Salesmen 





Earnings Now 


Earnings Pre-War 





$300 mo. 


$220 mo. 





$500 mo. 
$200 mo. 


$400 mo. 
$135 mo. 





Men Versus Women 


\ decided preference for men as 
etail appliance-radio salesmen was 
bserved from the NERA survey. 
Dealers reported that 62.7% hire 
only men, and 37.3% hire both men 
ind women. 

The figure of 3 who hire 
both men and women would seem to 
ndicate that many dealers now have 
women in their employ, as the result 
f the war-time shortage of manpow- 


- 7% 
a br 


However, when asked whether in 

if Opinion men or women make 
the best appliance-radio salesmen, 
76.3% of the dealers reported that 
men are best, 22% stated that either 
men or women are good salesmen, 
while only a meager 1.7% registered 
1 preference for women sales person 
1€1, 

Several dealers stated that women 
were valuable in the selling of laun 
dry equipment, for specialized fields 
such as sewing machine sales, and as 
lemonstrators of various home prod 
ucts. 

In this connection, a_ total of 
99.5% of dealers stated that they 

use the services of a woman 
home and store demonstrator, 3.0% 
ecasionally employ a demonstrator, 
hile 37.5% have not yet done so. 
lthough several dealers indicated 
they intend to later. 

Qualities most looked for in both 
men and women sales applicants were 
many and varied. Most replies re- 
ceived indicated that dealers are look- 
ing for salesmen of personal integrity, 


intelligence, and a desire to work. 
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It would scem from the NERA 
survey that the question of getting 
sales personnel on the payroll poses a 
problem for many dealers. 

L»:lers are generally of the opin- 
ion that educational standards are not 
of serious consequence, so long as the 
applicant has a command of good 
English and can meet the public. 
This fact is brought out by the 
52.6% who stated they require that 
their applicants have a high school 
education—which would seem to pro 
vide the necessary attributes — al- 
though 47.4% of the dealers stated 
that they require no special educa 
tional background. or grade school 
only. : 

One dealer, it is interesting to 
note, commented that the best sales- 
man he has is only a graduate of the 
sixth grade. 

The survey does indicate, however, 
that some business-like arrangement 
should be recommended to dealers 
for getting the pertinent facts on sales 
applicants before they are hired, and 
that assistance should be given deal- 
crs in carrving out the plan. While 
32.2% of those reporting used some 
form of application blank provided by 
the manufacturer and made available 
through the distributor—67.8% of 
those reporting used no form of ap- 
plication blank at all. NERA be- 
lieves that when the advantage of 
having complete information about 
an applicant before he is hired is 
proved to dealers, they will doubtless 
be quick to adopt the practice of al- 
ways using such forms. 

Likewise, it is apparent from the 


1948 


NERA survey that there exists a fer- 
tile field for education of dealers in 
the use of the various aptitude tests 
provided by manufacturers. Those 
who new use such tests number 
8.5%, those who occasionally usc 
them 5.1%. and those who do not 
have such tests available or are un 
aware of their benefits, 86.4%. 

We believe that many dealers are 
not familiar with the proper use of 
aptitude tests, and would more often 
use this aid in hiring salesmen if de- 
tails of its use and the evaluation of 
results gained from it were more fully 
explained to them. 


Interests in Sales Positions 


While a goodly number, 40.7%. 
of the dealers reporting in the NERA 
survey said they were experiencing a 
normal or above-normal interest on 
the part of men interested in accept 
ing a sales job, a greater portion, or 
59.3%, indicated an unusual lack of 
interest on the part of prospects. 

Judging from these facts, NERA 
believes that dealers need a great deal 
of help in finding good sales appli 
cants. 

Probable core of the trouble is no 
doubt reflected in such dealer state 
ments as “Lack of interest — good 
salesmen want too much money”. . 
“I find it almost impossible to hire 
salesmen, unless you guarantee them 
about $300 a month”... “Young 
men are afraid of work on a salan 
and commission.” 

Thus the dealer’s biggest difficulty 
becomes an industry-wide problem. 
since the dealer certainly can’t train a 
salesman until he finds one. 

(Continued on page 104) 

















Organizing 


APPLIANCE SELLING carries all the 
thrills and adventure of hunting, and 
also the many uncertainties! The 
salesman who brings in the order has 
used all the best methods for finding 
the prospect, analyzing the needs and 
buying motives of the prospect, pre- 
sented him or her an organized story 
of the advantages he or she will re- 
ceive by buying his product. 

The salesman who continually 
leads the field and brings in big ord- 
ers is the salesman who is continually 
improving his selling technique and 
has learned to tell the fascinating and 
romantic story of electric service in 
terms of human comfort and conven 
lence 

Salesmen are not born—salesmen 
ire made by study, training, and hard 
work. Many potentially good sales 
men are lost to the selling field every 
day because they are put out into a 
territory with a catalog and told to 
start selling. Naturally not having 
iny men or training, they soon 
become discouraged and quit to take 
some job requiring less training or 
“xperience. 

The new salesman that is carefully 
trained before he is sent out on his 
ywwn has the confidence and _ the 
“know how” to achieve a fair measure 
of success right at the start. Like a 
tenderfoot fisherman who catches a 
good string on his first time out, and 
then becomes a confirmed Isaac Wal- 
ton addict, the salesman who achieves 
some measure of success in the field 
of selling in the beginning will be 
more likely to carry on to a successful 
selling career. 


Time to Brush Up 


You fellows who were in the sery- 
ice during the war, if not fighting 
Japs or Germans, were at least busy 
thinking about how to get that extra 
pass, or how to get out of that KP 
detail; you haven’t had time to think 
tbout appliance selling for a long 
time. 

How about you fellows that stayed 
on the job of selling during the war? 
You have been so busy telling cus- 
tomers why you couldn’t get appli- 
inces and equipment for them, vou 


This article is adapted from infor- 
mation in the Mississippi Power and 
Light Company’ s “Dealer Sales Train- 
ing Program.” 
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for Successful Selling 


Les M. Taylor, vice-president, Miss- 
issippi Power and Light Company, 
has undertaken an extensive sales 
training program for co-operating 
dealers and their sales staffs. A 
series of 24 sales training meetings 
in 42 counties was begun in 
January. 


have had no opportunity to do any 
real selling. Lets make a bet! You 
have forgotten the advantages of your 
product, the reasons your customers 
buy, and the other sales methods and 
slants that you used when selling was 
tough. 

Yes, we all need sales training eith 
er because of lack of experience, or 
because of having worked too long in 
a seller’s market. 

You old timers will remember that 
during sales training meetings vou re- 
discovered sales slants and advantages 
of your product that you had gradual- 
ly forgotten even though you were 
talking about your product every day. 

Knowledge is power! Selling more 
than any other profession pays off in 
direct proportion to the work, ability, 
and skill that the salesman puts into 
his job. 

In nearly every sales organization, 
an average of about 25% of the sales 
men make about 75% of the sales. 
The other 75% of the salesmen 
struggle along with 25% of the sales 
earnings. Very often three levels of 
salesmen are fourd in the same com- 
pany, all selling the same proposition, 
all getting the same selling help from 
their company, and in many instances 
all of them are selling in the same ter- 
ritory. Yet one group will earn from 
$100 to $200 or more per week; an- 
other group will earn up to $75 a 


week; while a third group carrs less 
than $40 a week. 

Each group has the same numb 
of hours per day. Each group ha 
the same product to sell. Where 
the difference? 

The top salesman organizes h 
time so that he presents his product 
to a maximum number of prospect 
every day. The top salesman tak 
full advantage of evcry presentatic 
made to a prospect by knowing h 
product, thoroughly knowing wl 
people buy his product, proving 
his prospects that they need his prod 
uct, and that his product will fill th 
needs. 


The top salesman has learned tl 


basic fundamentals of selling and 


plies these fundamentals to his e1 
day sales activities. ‘There is no « 
ing on his income because he is « 
stantly improving his methods 
his sales techniques. 
There are many 
sure fire in selliag prospec 
come to the store or office, who t 
phone requesting information, or 
some other wav indicate their inter 
in his product and service. The al 
ity to make such sales is comme 
able, but the salesman who depe1 
on prospects who are already int 
ested limits himself to a narrow f 
from which to draw his earnings. 
There are also salesmen who 
dig up business. They locate 
prospects who need their product | 
are unaware of their need until 
salesman called and brought the n 
to their attention. These salesm 
can take a kit in hand and start 
inywhere and do business. Such m 
virtually create sales. They scl] id 
as well as products and service. 
Any aggressive appliance salesm 
can become a top bracket salesma 
by thoroughly learning and applying 
the fundamental methods of sales 
manship. He learns how to demon 
strate the value of the product h 
sells and how to close the sale. ‘The 
salesman that masters the basic fun- 
damentals of selling and applies them 
by aggressive hard work will automa 
tically become a top bracket salesman 


Organized Selling 


In the raw state at the start of his 
career, a salesman is hardly worth 
what he can get for himself “on the 
hoof.” As he organizes himself into a 


salesmen who 
cts t] lat 
} + 


ELECTRICAL SOUTH for FEBRUARY, 1948 





better salesman, he becomes more 
valuable. If he continues the organ- 
ization and refinement long enough, 
he becomes a star salesman. 

At the start of his career, he knows 
nothing of the proposition he is go- 
ing to sell, but he reads everything he 
can get his hands on that has any in- 
formation that concerns it. He whips 
himself into making a call. The first 
few times he gets before a prospect 
the information of what he is selling 
is a bumble. He doesn’t make a sale 
but he keeps trying. 

Suddenly something happens and 
he makes a sale. He doesn’t know 
just what made the sale, but in the 
following interviews, he tells the 
same story as nearly as he can re- 
member it, and soon he gets another 
sale. Before long, he begins clicking 
with reasonable regularity. 

What has happened? The facts 

his head are no longer merely a 
jumble. ‘They have been organized. 
They have become information. The 
salesman is presenting the facts about 
his product to the customer in an 
organized manner so that the cus- 
tomer has been made to realize that 
she has a need for the salesman’s prod- 
uct, and that the salesman’s product 


will fill that need economically and 
satisfactorily. 

If the salesman will check his re- 
sults at this point, he will find that 
his calls will average out into a cer- 
tain number of presentations, and 
these, in turn, average out into a cer- 
tain number of sales. He then comes 
to the conclusion that spending more 
time face to face with the customer 
making presentations will increase his 
sales. 

He begins to notice that certain 
times of the day are best for effective 
canvassing because he can catch more 
people at home during certain hours. 
He finds that he can utilize his time 
most effectively by making appoint- 
ments to see customers at times not 
suitable for canvassing. 

As the salesman begins organizing 
his time and arranging his appoint- 
ments, he finds that he gets more op- 
portunities to make full sales presen 
tations to his prospects instead of just 
making calls with a lot of conversa- 
tion. 

The salesman now finds that hav- 
ing organized his time, he is finding 
more prospects, he is making more 
appointment call-backs, and he is 
getting his sales presentations over to 





Average Cost to Add Appliance to Electric Bill 


Appliance To Be Added and Est. 
Kilowatt-hours per month 


Range 
Refrigerator 


Water Heater (Family of 3) 
(Controlled le WHR) 


Blanket 

Dishwasher 2 
Home Freezer 50 
Ironing Machine 10 
Lamp—100 W (3 hr. per night) 9 
Laundry Dryer 10 
Roaster (Auxiliary Use) 20 
Washing Machine 3 


If Your Electric Bill Now Is: 
$2.00 $3.00 $4.00 $6.00 $8.00 


4.06 3.52 3.12 2.51 2.51 
1.13 99 .90 .60 .60 


3.00 3.00 3.00 3.00 

75 .69 .60 40 40 
.08 08 .06 .04 .04 
1.60 1.51 1.00 1.00 

38 .20 .20 

34 ; 18 18 

38 e .20 .20 

SS . et 40 40 

ll 09 06 .06 


more people. Having organized the 
facts about his product into an in- 
formative sales presentation, the sales- 
man now finds that he is getting 
more sales with a given number of 
presentations. 

What has happened? The sales- 
man is now approaching the top 
bracket in earnings and sales results 
in his organization. He did this with 
organized sales effort. Organized 
sales effort means organized sales 
work to find the maximum number 
of prospects, from these prospects the 
maximum number of appointments 
and presentations, and getting the 
maximum number of sales from the 
presentations. 

Organized sales effort also includes 
learning all the facts about his prod- 
uct and the ways the product will 
benefit the customer. These facts 
ire organized into an_ informative 
sales presentation that gains the at 
tention of the customer . . . makes 
the customer realize that he or she 
has a need for the service rendered by 
the salesman’s product . . . shows the 
customer that the salesman’s product 
will fill that need assures the 
customer that the salesman’s product 
is a solution to the customer’s need 

. and convinces the customer that 
his product will fill his or her need 
most satisfactorily and economicalls 

Any salesman in this group whe 
conscienciously works to perfect his 
sales activities into a well organized 
sales effort will automatically achieve 
results in good earnings and the satis- 
faction of a job well done 


How to Find Prospects 


Salesmen, like most people, are 
quite prone to put forth as little ef- 
fort as possible under any given set of 
circumstances. When sales are com 
ing in easily, they want to skim the 
cream and let the more difficult sales 
go unattended. Often, however, the 
pressure of financial obligations im- 
pels them to stir themselves into ac- 
tion. This usually results in making 
the rounds of people whom they be 
lieve are ready to close. When the 
round is completed, they start right 
back over it. 


They keep going round 
and round, contacting the same peo- 
ple again and again without bringing 
any new ones into the circle to pro 
vide future possibilities. 

Presently, it becomes necessary for 
salesmen to devote themselves entire 
ly to the problem of developing pros 
pects. Possibilities of immediate 
This handy chart is a most valuable sales aid for the appliance salesman. sales, consequently, are greatly 1 
It enables him to make an accurate estimate of the cost of operating an duced. The result of this program is a 
appliance under the conditions annlying to a specific prospect. The figures very spasmodic production record 
given here, of course, apply only to the customers served by Mississippi comprised of feasts and famines. The 


Power and Light Company, but corresponding figures can be obtained from : 
other power companies. (Continued on page 101) 
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Example: If your monthly electric service bill is $3.00, you have used approx- 
imately 70 kwh. Let us say that you now want to add a home freezer for the 
preservation and storage of frozen foods. Your new home freezer will add an 
average of 50 kwh to your monthly use. Your new usage will be approximately 
120 kwh and your electric service bill will be $4.60. Preservation of your frozen 
foods would cost you only $1.60 per month additional. 























Country Store-1948 Model 


l'imMES CHANGE, mcthods change 
merchandising becomes stream- 
lined . . . but down deep in the heart 
f ‘Texas, one of the nation’s most 
progressive merchandisers is making 
in old, old ‘idea point the wav to suc- 
essful selling in 1948. 

[he firm is the Calcasieu Lumber 
Company, of Austin, Texas, a Cen- 
tral Texas business leader since back 
in 1883, and one of the Southwest’s 
leading merchandisers of clectrical ap 
pliances and fixtures. 

The old, old “‘idea’’ is to reflect th« 
friendly, easy-going atmosphere of the 
lexas country store. The 1948 adap- 
tation to which this idea has been 
brought . . . well, that’s what the 
story’s about 

Calcasieu is one of the oldest large 
business firms in Central ‘Texas. 
Many observers believe that its con 
tinued success through the vears has 


A “drawing room” is Caleasieu’s demonstration room for 
console-type radios and combination sets. 
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been due entirely to the personal in- 
terest taken in each customer by the 
management of the company. As 
one customer put it, “the president 
of Calcasieu is just as likely to wait 
on you as anybody else.” 

It’s been that way from the be- 


ginning. Back in the 1890's, the 
Calcasieu corner was the first stop- 
ping place for wagon trains inbound 
from the settlements around Austin. 
[here was a wagon yard where team- 
sters unhitched. ‘There was a black- 
smith’s shop down the street and a 
saloon across the street. 

I'rom the back of the Calcasicu 
lumber vard, 1 could look across 
the Colorado River and 
columns o 
marking inbound wagon trains 


casiew men got tl 


ic idea that t! 


impound trains 


meet thes 


hours before they reached thi 





Mahogany ply- 


and thus have their orders set out and 
waiting for them when the trains 
finally unhitched for the night. And 
that’s what they did. 

Today, the “country store” con 
cept of merchandising is a definite 
factor in Calcasicu plans. 

Just completed is a_ three-story 
brick and glass structure that covers 
a considerable pazt of a city block 
Central Texans call it a “home cen 
ter,” because Calcasicu Lumber Com 
pany has expanded its operation to 
handle just about cverything for the 
home from foundation materials to a 
wide choice of radios, appliances, 
electrical fixtures and decoration. 

William S. Drake, Jr., president of 
Calcasicu, describes the new building 
as an attempt to “roll a hundred 
homes into one big, 


play,” a display of all types of build 


three-storv dis 


ing materials and home cquipment 


wood paneling, luxurious furnishings, and carefully-plan- 
ned acoustics set the stage for radio demonstrations. 
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Right, part of Calexs:eu’s extensive 
display of lighting fixtures displayed 
in operation. Many other fixtures 
and lamps are on display throughout 
the display rooms and offices. 


Below, a view of the general appliance 
display which includes _ practically 
every electrical household appliance 
for the home. Two complete elec- 
trical kitchens are built into the 
display, one showing an_ attractive 
efficient kitchen for the modern 
home, and another showing how limit- 
ed space in small homes and apart- 
ments can be used to advantage. 





lhis “‘see-it-for-yourself” idea was 
ncorporated in minute detail in the 

nstruction of the new _ building. 
Fach office and each sales room is 
incled in a different type of wood 
Calcasieu is one of the Southwest’s 
gest lumber dealers) or is decor 

d with a different wall finish or 
vallpaper. 

A prospective builder interested in 
snotty pine paneling can inspect onc 
x two of the offices for unusual 
treatments of this wood. If his taste 
runs to walnut or mahogany plywood, 
again there is a Calcasieu room that 
will let him see the wood as it actu- 
lly looks on the wall. 

In the same way, electrical fixtures, 
ippliances, wallpaper and paints are 
similarly exhibited. A model air-con- 
litioning installation is encased in 
glass for easy display. Naturally, the 
building is air-conditioned through- 
out. 

Radio equipment is similarly dis- 
played. Large selections of _late- 
model, smaller radios are displayed 
om the huge appliance floor. 

But Calcasieu goes a long step far- 
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“drawing room” has been 
Calcasieu’s demonstra 
tion f 


room for the larger radios, and 
combination scts. 


\Miahoganv plywood 
paneling, luxurious furnishings, and 
carefully-planned 


ther. A 
established as 


acoustics set the 
stage for luxurv-model radio demon 
stration to prospective customers. 
On the ceiling of one entire wing 
of the new Calcasicu structure, hun- 
dreds of ceiling fixtures are mounted 
in place. Here, the customer may 
choose from modern and period de- 
signs — direct, indirect, and fluore- 
scent type lighting fixtures—within 
an all-encompassing range of prices. 
Lamps—boudoir, table, study and 
floor models—also are set up for easy 
selection. In choosing both fixed 
lighting arrangements and lamps, the 
Calcasieu customer receives personal 
guidance from well-informed _ sales- 
men. Specific needs receive specific 
attention, from the standpoint of ef- 
fectiveness as well as decoration, for 
both home remodelers and _ builders. 
Two complete kitchens have ‘been 
built to show the latest appliances 
and electrical fixtures in place. And 
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the displays are complete to wall fin- 
ish, and even to plants of poiced iv 
growing on white what-not shelves .n 
the display. A Central Texas house 
wife walks into the display and secs 
the way her kitchen ought to look. 

A second kitchen is more compact, 
designed to appeal to the small home 
owner or the apartment dweller. 

According to Mr. Drake, the whole 
idea grew up because “we thought 
that people investing in a home ought 
to be able to see what they’re buying, 
instead of having to visualize it from 
a drawing or a picture. We decided 
to let them see the real thing, life 
sized, in operation.” 

Now, Mr. Drake says, the Calcasieu 
salesmen have about fifty per cent of 
their jobs done before they begin talk- 
ing to a customer. 

Calcasicu currently makes its over 
all program for Central Texas homes 
work by innovating a “home consul- 
tation service.” In this way, a builder 
or remodeler walks in with no more 
than a basic idea for his or her home. 
From there, Calcasieu picks up the 
ball, suggests arrangements, heating 
and cooling, adequate wiring and 
lighting, scientific kitchen planning, 
ete. 

One customer put it this wav: 
“Once you see Calcasieu the first 
time, you don’t have to go anywhere 
else to finish the job. When they're 
through with your home, you'll just 
about have ice cubes in your box.” 

Of course, the progress of this 
Texas firm is no overnight growth. 
Conservative estimates place the 
number of homes built by Calcasieu 
as better than half the total standing 
in Austin today. Construction un- 

(Continued on page 100) 
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MODELS SELL THE MAJORS 


Detailed miniature appliance models 
ereate entirely new sales approach. 


Mopets have evened the score be- 
tween the major appliance salesmen 
and the vacuum cleaner salesmen! 
The handicap of not being able to 
carry his product from door to door 
and to capitalize on its inherent ap- 
peal and beauty has been eliminated 
for the major appliance salesman by 
manufacturers who are making avail- 
able a wide range of miniatures that 
are exact plastic replicas of the real 
thing. 

In the competitive days ahead, 
when door-to-door selling returns, 
these model appliances will play an 
important part in the salesman’s calls 
on prospects. The salesman will no 
longer have just a catalog containing 
a photograph of the appliance he is 
selling. And he will not have to ask 
his prospect the usual stand-by ques 
tion, “Now won’t that look nice in 
your kitchen?” Instead, the sales 
man will be able to make up the pros- 
pect’s kitchen in miniature, and the 
prospect can quickly see how con- 
venient and attractive the new appli- 
ance arrangement will be. 

For the smaller dealer, who some- 
times does not have adequate spac« 
in his store for full kitchen displays, 
the miniatures will prove particular]; 
valuable. When one of his custom- 
ers comes in and asks about a new 
kitchen layout, complete with the lat- 
est clectrical appliances, the dealer 
will need only to know the location 
of the windows and door in the pros 
pect’s kitchen, plus the kitchen’s 
measurements, in order to make up a 
complete layout in miniature. The 
miniatures will enable him to make 
up several arrangements, and the one 
which pleases his customer will be the 
one he will “sell.” 

This variety of arrangements made 
possible by the model sets will benefit 
the large dealer also. Though he may 
have several full size kitchen displays 
in his store, it is obvious that he 
won't have all of the various arrange- 
ments that can be made in a kitchen. 
The miniature sets will make it pos- 
sible for him to quickly and easily 
demonstrate the flexibility of the 
modern electrical appliances which he 
sells and, at the same time, show his 
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customer additional ways in which 
the new kitchen can be arranged. 

In addition, these miniature lay- 
outs provide attractive and “desire 
producing” displays for the counter 
or window of the dealer’s store. And 
it will be difficult to appraise their 
value as toys—toys that infiuence the 
homemakers of tomorrow as weil as 
their mothers, today. 

Anticipating these sales-making 
possibilities of the miniature appli- 
ance models, one manufacturer has 
made available a complete kitchen 
planning kit. This kit consists of a 
durable leatherette carrying case, two 
miniatures of each of the wall and 
base cabinets, utility cabinets, rolling 
door cabinets, and what-not shelves 
made by the manufacturer. Also con- 
tained in the easy-to-carry case is a 
miniature model of a standard type 
range and refrigerator. Vor added 


realism, scaled floor and walls, a lith, 
graphed metal door, and two win. 
dows are included. 

Each of these cabinet and appl. 
ance miniatures is complete to the 
last detail—even the metal handle 
on doors and drawers, metal faucets 
and sprays, and metal back splasher 
are included. 

With this kit, the salesman ca: 
quickly set up the prospective cus 
tomer’s “new” kitchen in a convince. 
ing and realistic way, and the pros 
pect can see just what the actual kit 
chen’s appearance will be. This is 
far more effective in closing sales 
than the use of pencil sketches hasti 
ly made on scraps of paper. 

Another manufacturer of major ap 
pliances, recognizing the value of kit 
chen planning in the sale of kitchen 
equipment, is conducting a series of 
kitchen planning schools, at which 
dealers and distributors work with ela 
borate drawing kits and plastic teplica 
appliances to develop “personalized” 

(Continued on page 101) 


Valuable to dealers as a sales and demonstration piece, these miniature 

kitchen units show the prospective customer how her new kitchen will 

look. The miniature units are of durable plastic and are exact replica* 

of the full size kitchen equipment, even to handles and faucets. (Young* 
town Kitchen photo.) 
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In any fluorescent lighting installation there’s a tangible economy 
in CERTIFIED Starters. Lighting performance is better . . . main- 


tenance is simplified. 


CERTIFIED Starters are made to exacting specifications, then tested, 
checked and certified by famous Electrical Testing Laboratories, 


Inc. That assures more light, longer lamp life, longer starter life. 


Fleur-O-Lier fixtures are equipped with Certified 
Starters... extra assurance of dependable service. 


Address inquiries to any of the following menufecturers of 


Certified Starters 


The Arrow-Hart and Hegeman Co., Hartford, Connecticut Instant Glow Starter Corporation, New York, N. Y. 
The Bryant Electric Co., Bridgeport, Connecticut Kuthe Laboratories, Inc., Newark, N. J. 

Dura Electric Lamp Co., Newark, N. J. The Lloyd Products Co., Providence, R. I. 

General Electric Co., Bridgeport, Connecticut Pass & Seymour Co., Syracuse, N. Y. 

Harvey Hubbell, Inc., Bridgeport, Connecticut Sheldon Electric Co., Irvington, N. J. 
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Peaeetime Dividends 
from 


Wartime Researeh 


A RADIO TUBE smaller than the 
craser of a lead pencil—only a trifle 
lager than a grain of rice—has been 
developed by the Tube Laboratory of 
the National Bureau of Standards. 
This “rice-grain” tube, known as the 
“microtube”, is but one development 
of a basic and applied research pro- 
gram on vacuum tubes, undertaken by 
the laboratory in collaboration with 
industry, for military and industrial 
uses. , 

The va ious phases of the Bureau's 
fundamental and applied tube re 
search are of great importance to the 
science of electronics. An extensive 
study of electron emission from cath 
odes and other elements in the tube 
envelope is expected to lead to the 
eventual production of tubes more de- 
pendable, longer-lived, and perhaps 
cheaper than those now available. 

Other research deals with the pre- 
vention of “gas clean-up,” the gradual 
absorption of gas in high-current relay 
and rectifier tubes used in industzy. 
Finding and eliminating the causes 
of mechanical tube noise (“micro- 
phonics”) constitutes another impor- 
tant phase of the tube laboratory’s 
work, as well as the development, im- 
provement, comparison, and stand 
ardization of test methods and equip- 
ment for evaluating tube perform- 
ance. 


Microtube Development 


The most significant contribution 
made by the Tube Laboratory to the 
field of electronics is the develop 
ment of new types of subminiature 
tubes in co-operation with private in 
dustry. In contrast to pre-war tubes 
created by industry primarily for use 
as amplifiers in hearing aids, the new 
subminiature tubes are suite] to a 
variety of other applications such as 
detectors, amplifiers, rectifiers, and 
oscillators. In the course of this work, 
Bureau scientists found that a tube 
Y4” x 1” would perform specific func- 
tions just as well when simplified in 
certain* ways. Simplification made 
further reduction in size possible, 
thus, by a process of evolution, the 
tiny microtube was developed. How- 
ever, further details on this «tube, 
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which has various military applica 
tions, cannot be discussed at this 
time. 

While the Bureau participated 
actively in all this work, one of its pat 
ticular accomplishments is the reduc 
tion of microphonics and _ internal 
tube noise. Not only did subminia 
ture tubes constitute a vital part of 
the famous proximity fuze, but they 
now promise, in conjunction with 
printed circuitry, to offcr important 
ids to the entire electronics art. In 
fact, it is just such a tube, with a coil 
and other components pzinted on its 
envclope, that made possible the 
minature radio transmitting and re- 
ceiving sets constructed by Bureau 
scientists and exhibited at the recent 
IRE National Convention. 

Subminiature tubes, having proved 
themselves, are now considered a new 
tool of great potential value. Manu 
facturers are accordingly devoting 
much time and effort to seeking ways 
and means of exploiting the possibi 
litics of such tubes in radio sets, im 





proved hearing aids, and other app 
cations. 

Typical of other development 
which will eventually have a profounj 
effect in the industrial and comme: 
cial fields are the proposed long-lif 
tubes that are being developed for uy 
in electronic computing maching 
Older models of such machines hay 
utilized as many as 18,000 tubes, ang 
some of the newer models, as wel] 4 
others now contemplated, require ; 
many as 2,000 for a single machine 
It is of paramount importance, ther 
fore, to reduce tube failures to a mi 
imum, thus not only maintaining coy 
tinuity of service, but also great) 
simplifying the problem of troubk 
shooting and tube replacement. Thes 
new tubes are expected to have a | 
of 15,000 to 20,000 hours, or ten t 
twenty times the expected life of p 
ent-day computer tubes. They are be 
ing developed by a tube manufacture 
working under a development cor 
tract. 

In an effort to solve one of th 
most puzzling problems encounte¢ 
in the fabrication and operation 
vacuum tubes, the Bureau, throug) 
its Tube Laboratory, is now co-operat 
ing actively with industry in a stud 
of impurities in cathode structures. It 
has been known for some time that 
small amounts of impurities in the 
base nickel, such as iron, carbon, sili 
con, and manganese, affect the em 
sivity of an oxide-coated cathode i 
ways not yet completely understood 

(Continued on page 100 


The “microtube” developed by the National Bureau of Standards, the world’s 
smallest radio tube, is shown here in comparison with ordinary uncooked 
grains of polished rice. At right, the tube is shown in comparison with an 
ordinary paper match. These miniature tubes, which played an important 
part in winning the war, will form the basis for many new peacetime 
developments. 
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202—Electric Water Heater 


\anufactured by Pennsylvania Range 
Boiler Company, 24th & Il'sworth 
Sts., Philadelphia 46, Pa. 


AvAILABLE in 30, 52, and 82 gal- 
on sizes, single and double unit 
models, the Bradford automatic elec- 
tric storage type water heaters are in- 
sulated with three inches of Fibre 
ras. 

The heavy galvanized tanks are fin 


RAgi i@.\i 


UCT 


ished in two tone baked cnamel, 
glossy white with black trim. ‘The 
thermostats are adjustable and hav. 
snap action. Immersion type heating 
units are used. 

The de luxe model features all 
brass fittings, Magnedur anodic tank 
protection, and a 10 vear tank service 
guaranty. The standard model has a 
5 year tank service guarastec. 


204—Commercial Luminaire 


Manufactured by Keystone Electric 


Mfg. Co 
Philadelphia 34, Pa. 


SATIN ALUMINUM end plates and 
opal fluted plastic side panels add to 
the beauty of this wafer-thin slimline 
commercial unit, No. VF496. Adapt- 
ed to individual or continuous row 
installations, this unit can be equip- 








Electrical South 
1016 Grant Building 
Atlanta 3, Ga. 


Please send me additional 





information on the following 
New Electrical Products described in this issue: 


February, 1948 
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ped for 100, 200, or 300 milliamperes 
lamp operation. It features instant 
starting action. 

Louver assembly in two sections 
facilitates easy maintenance and in- 
stallation. The unit is also available 
in 2-light, 96-inch size. For suspen- 
sion mounting, hanger number SC24 
is used. 


201—Waste Disposer 


Manufactured by Mullins Manutfac- 
turing Corporation, Warren, Ohio 


THe MUuLLINAIDER is a motor-driv- 
en kitchen waste disposer which 
grinds kitchen garbese into finely 
pulverized particics that are easily 











flushed down the drain. The unit is 
self-cleaning due to the fact that the 
grindirg mechanism reverses _ itself 
each time the motor is turned on. 
Centrifugal action on the disposer 
swirls the pulverized waste through 
the drain, providing a scouring action 
which keeps pipes clean and climi- 
nates any odor. 
a ™ x 


206—Window Fans 
Manufactured by Meier Electric & 


Machine Co., Inc., 3525 E. Washing- 
ton St., Indianapolis 7, Ind. 


FULLY ENCLOSED in pressed steel 
cases, two new. models of Nu-air Win- 
dofans have been announced. Ap- 
proximate!y one-third thinner than 
previous models, the new units oc- 
cupy less space. Both have the pro- 
peller mounted directly on the motor 
shaft. 

They are equipped with a 60-cycle, 
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110-volt, a-c three-speed motor, com 
plete with cord and plug, and ar 
finished in white, off-white or silver- 
gray enamel. No. RW200 unit is 2942 
inches wide, 2314 inches high, and 6 
inches deep, is adjustable to windows 
from 29% inches in width to 38 
inches in height, and displaces 2500 
cubic feet of air per minute. No. 
RW 240, which displaces 3200 cubic 
feet of air per minute, measures 36 
inches wide, 30 inches high, and 61%4 
inches deep. 
*x 


205—Air Conditioners 


Manufactured by Fedders-Quigan 
Corporation, Buffalo, N. Y. 


DELIVERING above - average 
city, these room air conditioners cool, 
dehumidify, filter, ventilate and dis 
tribute either outside air, room air, or 
any desired combination of the two. 


capa- 


Primarily designed for window sill 
installation, these self-contained units 
can be installed at any height such 
as in transoms, high windows and 
other locations. This flexibility of 
installation is made possible by the 
Airotor grille which permits direction- 
al control of the air. 

The conditioners are rated at % 
and % ton refrigeration capacity and 
are listed by Underwriters’ Labora- 


tories, Inc. 
* m 


203—Electric Mower 


Manufactured bv Louisville Electric 
Mfg. Co., Louisville, Ky. 


DESIGNED especially for large lawns 
and estates, the Pioneer ‘“Suburban”’ 
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Use coupon on page 51 to ob- 
tain additional information on 
these new electrical products. 





is a lightweight electric mower weigh 
ing 55 pounds. Features of this 
mower are: frame and motor housing 
of aluminum castings; handle and 
shaft of aluminum tubing; % hp, 
115-volt motor that operates on a-c 
or d-c; ball-bearing, puncture-proof 
tires; safety shields; and a patented 
safety window in the top of the mow- 
et which enables the operator to see 
at a glance whether the 16-inch blade 


is in motion or at rest. 
y ££ + 


207—Fixture Socket 


Manufactured by Slater Electric and 
Manufacturing Company, Woodside, 


ye. 3 


Tus kEYLess fixture socket is of 
one-piece ivory bakelite construction, 
incorporating several advantages, the 
manufacturer claims, over the conven- 
tional two-piece porcelain product. 

The fastening mechanism at the 
top of the socket secures it against 
being loosened when the lamp is 
backed out, even after extended serv- 
ice. 

The ivory bakelite is a high heat 
product which is virtually immune to 
breakage, but is nevertheless in the 
same price class as comparable por- 





celain items. One-piece construction 
and the single screw mounting mak 
for ease of installation. Manufactur. 
er offers immediate delivery of nit 
rated 660 watts, 250 volts, listed }y 
Underwriters’ Laboratories. 

Xxx ae x 


208—Fluorescent Fixture 


Manufactured by Holdenline Com 
pany, 2301 Scranton Road, Cleveland 
Ohio. 


ALL-PLASTIC LOUVERING 1S being 
featured in the new “Arrowhead 
commercial fluorescent lighting fix 
ture, cataloged as No. C.P. 240. Th 
manufacturers claim this to be the 
first commercial unit to feature con 
trolled brightness without contrast 
and the first unit in which the over 
all brightness positively eliminates to 
dark or too bright areas. 

The low surface brightness eqnal 
about | candlepower per square incl 


on the sides. The rigid, all-plasti 
louvers are self-locking and non-way 
ing and can be casily removed 
tached for quick maintenance. 
ballast is enclosed in steel chann« 


209—Solenoid Contactor 


Manufactured by Ward Leonar 
Electric Co., 31 South Street, Mount 
Vernon, N. Y. 


BuLteTIN 4451, Size 1, a-c « 
tors are of the solenoid-operated tyy 
They are especially applicable f 
as main line, reversing and ac 
ing contactors on a-c motor 
lers operating single or mult 
polyphase induction motors, 
phase motors or small slip ri 
tors. 

The sturdy, compact design 
these contactors permits their 
motor controllers for machine too. 
air conditioning equipment, 
compressors, heating and ventilating 
systems, and numerous other app! 
cations. 

The design features assure com 
plete accessibility which greatly sim- 
plifies periodic inspection of all ma 
jor parts. There are no threaded 


-fasteners used in the movable assent 


bly. All terminals for line, load, and 
control wiring are easily accessible 
(Continued on page 55) 
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THAT’S HOW IT IS with Roebling Parkway Cable to help you make the right selection for specific con- 
... you lay it in the ground and chen you forget it. For ditions. Write or call him. 


auor's a cable that gives untroubled, sninommngnet JOHN A. ROEBLING’S SONS COMPANY 
service year in, year out. What's more, you install it the TRENTON 2, NEW JERSEY 


most economical way, directly in a two- or three-foot Branches ond Warehouses in Principal Cities 
trench! No need for costly, complicated duct systems. 
Roebling Parkway Cable is available with metallic 
: armor or with a non-metallic, moisture-impervious 
trol 8 sheath which affords remarkable physical protection. 
reed Both are available in single and multiple conductor 
types—solid or stranded—in a range from 600 to 5000 

volts. 


Your nearby Roebling Distributor is always ready 


om 
sim: % WIRE ROPE AND STRAND *& FITTINGS * SLINGS aif ic. 
ma * SUSPENSION BRIDGES AND CABLES * AIRCORD, 


ded AIRCORD TERMINALS AND AIR CONTROLS * AERIAL WIRE 
| ROPE SYSTEMS * ELECTRICAL WIRE AND CABLE 

; %* SKI LIFTS * HARD, ANNEALED OR TEMPERED 

and HIGH AND LOW CARBON FINE AND SPECIALTY WIRE, A CE N TUR Y OF CONFIDE N CE 
ible FLAT WIRE, COLD ROLLED STRIP AND aT 


COLD ROLLED SPRING STEEL * SCREEN, HARDWARE 
AND INDUSTRIAL WIRE CLOTH * LAWN MOWERS 
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IVORY and BROWN 


TOGGLE SWITCH 


> ‘No. 708 10A-125V 5A-250V, y LS 
LIST PRICES: i 
Brown, $360 per 1,000 [ie 
E 0 I p M E N T ; Ivory, $380 per 1,000 FF 


designed for 
easier wiring 
quicker installation 





a. - 5 


IVORY ond BROWN &. © ae ME ee © IVORY ond BROWN 


“T" Slot « | Parallel Slot 


DUPLEX OUTLET |i i y DUPLEX OUTLET 


| No.132 10A-250V 15A-125V fe ye 
; No.112 10A-250V 15A-125V 


LIST PRICES: ; 
Brown, $340 per 1,000 f — awe) | — . LIST PRICES: 
Ivory, $380 per 1,000 ( . fain y Brown, $300 per 1,000 
(Shipping weight approx. : ni Ivory, $340 per 1,000 

170 Ibs. per 1,000) sek Sane. 


Strong, heavy molded plastic 

Double-sided contacts with secure grip ORDERS 
Wide plaster ears permit easy alignment SHIPPED 
Large, well recessed terminal screws IMMEDIATELY 
amply large for No. 10 wire WRITE FOR 
Guiding grooves on outlets for easy plug insertion SAMPLES AND 

Y ioe s PRICE LISTS 
Triple tested — during assembly, on U.L. We supply slant 


wholesalers and jobbers 


approved equipment, and before packing ) 
Guaranteed 


ALL-PLASTIC MANUFACTURING CO. 


501 N. Figueroa Street ¢ Phone TRinity 0851 © Los Angeles 12, California 


ca 


Address all correspondence to P.O. Box 2135, Terminal Annex, Los Angeles 54, California 
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IVORY and BROWN 


FLUSH PLATES 


FOR EVERY NEED! 


First quality heavy plastic — will 
not warp. 
Engineered to prevent 
when installing. 
Each plate packaged in an indi- 
vidual envelope complete with 
METAL screws. 
One basic, universally popular de- 
sign permits full stock with a mini- 
mum inventory. 
LIST PRICES PER 1,000: 
Singles: Brown $ 84; Ivory $100 


Doubles: Brown $168; Ivory $200 
Triples: Brown $252; Ivory $300 


splits’’ 


112-AP 





Product Parade 


(Continued from pag? 52) 


from the front of the contactor. 
Standard operating coils are available 
for 110, 120, 440, and 550-volt opera- 
tion on frequencies of 25, 50 or 60 
cycles. Where required, dual voltage 
coils can be furnished for 110-220 
volt or 220-440 volt, 60 cycles opera- 


tion. 
* * cd 


210—Softone Shields 


Manufactured by The Roc Industrial 
Corp., 101 Park Avenue, New York 
7... f. 

Mape of hard surface aluminum 
and sprayed with white enamel, the 
Softone shield is designed to elimi- 


nate glare from all exposed fluore 


scent light sources of cold cathode, 
hot cathode, and slimline types. 
The shield is easy to handle. fea- 
turing clip-on, clip-off installation. 
a 


211—Cleaner Attachment 


Manufactured by Westinghouse FElec- 
tric Corporation, 306 Fourth Avenue, 
Pittsburgh 30, Pa. 


THe <Arracnu-ApApTER — simplifies 
the use of attachments on the West 


inghouse Automatic upright vacuum 
cleaner. Resting on the floor, th« 
new device snaps firmly to the under 
side of the nozzle as the cleaner is 
lowered into place over it. This clim- 
inates the usual bending and stoop 
ing in removing the belt for attach 
ments to the cleaner. ‘The device is 
removed simply by pushing the clean- 
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Use coupon on page 51 to ob 
tain additional information on 
these new electrical products. 





er forward and off. 
The cloth covered connecting hose 
is coupled on before the adapter is 


connected to the cleaner. 
* x * 


212—Ventilating Fan Timer 


Manufactured by Holcomb & Hoke 
Mfg. Co., Inc., Indianapolis 7, Ind. 
A.tHoucH designed primarily for 
operation of the Silent Breeze venti- 
lating fans, the “Comforirol” time 
switch is readily adaptable for many 
automatic timing operations. 

The timer provides automatic op- 
cration of an appliance or fan for the 
exact times desired by merely setting 
the time switch. It is constructed of 
polished chrome and stainless stcel. 
The entire mechanism is built into 
the cover. 

Designed for operating on 115 
volt, 60 cycle a-c circuits, the timer 
will handle loads up to 34 horsepower 
repulsion-induction or capacitor mo- 
tors, %4 horsepower split-phase mo- 
tors, 750 watts in lamps or neon, and 
1000 watts in heating elements. The 
unit measures 43g inches, by 3% 
inches, by 2 inches. 

ue x 


213—Utility Fan 


Manufactured by Chelsca Fan & 
Blower Co., Inc., 1206 Grove Street, 
Irvington 11, N. J. 


Or sturpy construction, this Type 
AA utility fan is used for equalizing 
temperature and humidity and for 
drying and cooling. It is especially 
adaptable in cold storage, milk cool- 
ing and meat storage rooms, in quick 
freezing rooms, and to eliminate 
dampness by air circulation. 

Available in two convenient sizes; 
the AA 20-inch fan delivers 3.000 
cubic feet of air per minute, and the 
AA 24-inch fan delivers 4,800 cubic 
feet of air per minute. The totally 
enclosed motor is equipped with ball 
bearings so that this type fan can be 
operated in any position. 

s * * 


214—Conduit-End Bushings 


Manufactured by Union Insulating 
Company, Inc., Parkersburg, W. Va. 


INSULATION in this bushing is pro 
vided by the plastic material of which 
the bushing is made. These new 
bushings feature smooth inside edges 

(Continued on page 58) 
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x ber AND BETTER "Clos, 


And here’s another “PROFIT PLUS!” 


Production! Bendix automatic Washers are being made in tremendous 


volume—because Bendix manufacturing know-how keeps production 
lines “bugless.” There’s no better washer than the Bendix at any price 
—but mass-production means a low sales price ... more profit! And 
two great new Bendix money-makers—the automatic Dryer and the auto- 


matic Ironer—are on their way to you. .. mass-produced in volume, too! 
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GENOIN SALES ORIVE (1S ON ( 


Once again—the biggest, most profitable sales promotion campaign that 
ever stood behind any home laundry product—and now bigger than ever! 


OUTDOOR EYECATCHERS! 
-P acKED 
corork 


acted all-over operation—successfyj Profitable 
eg f 


TIE-IN WITH T ’ sai 





YES...BENDIX MAKES A BIG SPLASH TO BUILD SALES FOR YOU, 
WITH FULL PAGE SCHEDULES IN 


@ LIFE @ WOMAN’S HOME COMPANION 


@ SATURDAY EVENING POST @ BETTER HOMES & GARDENS 
@ LADIES’ HOME JOURNAL @ AMERICAN HOME 


@ GOOD HOUSEKEEPING @ PARENTS’ MAGAZINE 
@ McCALL’S @ FORTUNE 





ALL IN THE FIRST SIX MONTHS OF 1948! 
That’s why you'll make a big splash with BENDIX! 











Cash in on the complete 
Bendix automatic Home 
Laundry! 


BENDIX HOME APPLIANCES, INC., SOUTH BEND, INDIANA 
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(Continued from page 55) 


and uniform, concentric threads en- 
tirely free of burrs. These advan- 
tages do much to eliminate the prob- 
lem of wiring insulation abrasion at 
conduit ends. Separate insulation for 
the bushing is unnecessary. The bush- 
ing has a ribbed grip for installation 
by hand or tool. 


x 


215—Fuse Cutout 


Manufactured by James R. Kearney 
Corporation, 4236 Clayton Avenue, 
St. Louis 10, Mo. 


Tue Series T “drop out’ type 
fuse cutout operates from 5,000 to 
15,000 volts at 100 amperes. It fea- 
tures toggle action on the top casting. 
and is constructed to accommodate 
both buttonhead and pigtail type 
fuses. The upper contacts, of point 


pressure type, are silver-plated copper- 
weld spring, and make contact with a 
silver-plated casting. 

In normal position, the fuse tubc 
is held firmly in place by the uppe: 
and lower contact castings. A flat 
spring on the top casting, fabricated 
from K-Monel metal, holds the fuse 
under constant pressure against the 
upper casting. A coil spring, also 
made of K-Monel metal, trips the 
fuse tube when the fuse “blows,” 
dropping the tube into open posi- 
tion. 

The cutout is equipped with a 
strong mounting bracket made of 
two-inch channel iron that will fit 
crossarms of varying sizes, or, it may 


be bolted directly to the pole. 
ME “~K * 


216—Lamp Ballasts 


Manufactured by General Electric 
Company, 1 River Road, Schenec- 
tady, N. Y. 


DersicNnep TO MEET the lighting in- 
dustry’s need for greater flexibility in 
planned lighting, two new groups of 
ballasts for Slimline fluorescent 





Use coupon on page 51 to ob- 
tain additional information on 
these new electrical products. 





lamps, available in both single-lamp 
and Tulamp high-power factor de- 
signs and operating at current values 
of 120 and 300 milliamperes, have 
been announced. A new single-lamp 
and Tulamp ballast for operation of 
cold-cathode lamps a'so was announ- 
ced. Of high-power factor design 
and enclosed in a_ brick-type case, 
these cold-cathode lamp ballasts are 
designed to operate the 7218 and the 
96T8 lamps at 120 milliamperes. 


217—Compact Time Switch 


Manufactured by Sangamo Electric 
Company, Springfield, III. 


SMALL AND ATTRACTIVE, yet accu- 
rate and rugged, the new Type S time 
switch is an up-to-date automatic ser- 
vant which can be depended upon 
to fulfill its task of accurate timing. 
The new unit features a synchronous 
and self-starting, low speed motor 
that is unusually quiet and is lubri- 
cated for life. 

Adjusting the device for automatic 
operation is done by s'mply moving 
the two levers, one for “on” and the 
other for “off.” into any of the 15- 
minute steps of the 24-hour dial. The 
minimum period between automatic 
settings is 30 minutes. <A flip of the 
manual outside lever enables finger- 
tip switching at any t'me without dis- 
turbing the automatic operations. 


Type SR switch is available with 
two “on” and two “off’’ operations. 
Both are available in either brown or 
ivory. finish. Approximate dimen- 
sions are 3 inches wide, 5% inches 
high, and 3 inches deep. 


218—Leader Fixtures 


Manufactured by Leader Electric 
Company, 3500 N. Kedzie Avenue, 
Chicago III. 


A NEw LINE of Trofferlite units in 
a variety of types and models has 
been announced by the manufacturer, 
The new units are offered in 12-inch, 
24-inch, and 13%4-inch widths, and 
all are available in deep or shallow 
construction. 

The 12-inch and 24-inch fixtures 
are manufactured in the following 
types: opcn, glass enclosed, baffled, 
and louvered. The 13%4-inch unit is 
available only with Holophane Con- 
trolens. The 12 and 24-inch fixtures 
in deep construction are available for 
use with 96-inch and 72-inch Slim- 
line tubes. All of the fixtures are 
trcated against rust and are finished 
in high gloss, baked white enamel in- 
side, with grav baked enamel ex. 
teriors. 


x “ * 


226—Packaged Air Conditioner 


Manufactured by Frigidaire Division 
of General Motors Corporation, 
Dayton 1, Ohio 


Occuryinc only seven and one- 
half square feet of floor space, this 
new five-ton packaged air conditioner 
is especially designed for stores, res- 
taurants, and business houses. ‘The 
conditioner is completely _ self-con- 
tained with the refrigerating unit, 
electric motors, cooling coils and fans 
housed in a single steel cabinet. 

Flexibility, low-cost installation 
and portability are principal advan- 
tages of this conditioner.. All electn- 
cal, water, and drain connections are 
grouped together close to the floor 
thereby affording easy assembly and 
dismantling operations. For winter 
operation, a heating coil can_ be 


added. 
x ex & 


227—Lamp Safety Clip 


Manufactured by General Scientific 
Equipment Cempany, 27th & Hunt 
ingdon Sts., Philadelphia 32, Pa 


FLUORESCENT TUBES are held firm 
ly in place regardless of vibration 
the Den-F] Safety Clip. Made of 1 
silient stainless steel, these clips ar 
permanently installed ‘by simply tight 
ening the nut on a _ precision-macde 
machine screw. The band that holds 
the tube is easily pulled aside when 
lamps are replaced, but resumes 1s 
holding position when released. 

Made in two sizes, for 40 and 10! 
watt tubes, their cost is low, 30 cents 
and 35 cents a pair respectively. [wo 
clips are required for each tube. 
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HIGH VOLTAGE 
SERVICE 


VIBRATION SERVICE... 
ROUGH SERVICE 





Proper industrial light pays four ways. It improves working con- 
ditions, speeds production, reduces waste, and promotes safety. 


Westinghouse makes more than 10,000 other types and sizes of 
lamps to provide the right light for your purpose. 


Westinghouse lamps are a quality product, which are given 
485 tests and inspections from raw material to finished product. 


Always specify Westinghouse ... the name you know in lamps. 


LAMP DIVISION, WESTINGHOUSE ELECTRIC CORP., BLOOMFIELD, N. J. 


Westinghouse 


PLANTS IN 25 CITIES OFFICES EVERYWHERE 
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Designing Unit Substations 
Into Distribution Plans 


By R. L. Witzke* 





ONE OF THE MOST important re- 
sults of the development of the unit 
substation has been a general im- 
provement in distribution system de- 
sign. The neater appearance of this 
equipment, w-th a general absence of 
open busses and _ int:rconnections, 
makes it feasible to install small sta- 
tions in built-up areas with nominal 
installed costs. Such installations are 
in accordance with the policy of 
bringing the step-down stations as 
close as possible to the load centers. 

When conv: ntional, open stations 
are used, the design engineer is more 
apt to install a few large stations 
rather than a larger number of small 
stations. Although the larger sta- 
tions may result in a lower substation 
investment, any savings can be more 
than offset by higher system costs. 
Economic studies have shown that 
the primary network system, which 
uses a relatively large number of small 
stations, has a cost advantage in the 
light- and medium-load density areas, 
between 500 and 5000 kva per square 
mile. The unit substation has been 
responsible to a large extent for the 
more general use of the primary net- 
work system. 

Another outgrowth of the un‘t 
substation development, and the sub- 
sequent change to smaller stations, 
has been the ability to keep the sub- 
station capacity and the load closer 
together. With unit substations it 
is possible to install capacity in small 
increments, rather than in larg~ blocks 
based on longer-time load pred‘ct ons. 
The stations are also more easily mov- 
ed and can be shifted as capacity re- 
quirements change. 

The metal-enclosed construction, 
with removable circuit breakers, al- 
lows satisfactory maintenance without 
the large number of disconnecting 
and by-pass switches usually required 
in conventional construction with fix- 
ed-position breakers. Unit equip- 
ment results in increased personnel 
safety and in decreased maintenance 
co. ts. 


*Mr. Witzke is central station engi- 
neer for Westinghouse Electric Corp., 
East Pittsburgh, Pa. 


“transformer, with or 


The factory assembled and tested 
equipment also keeps the field work 
to a min'mum during installation, a 
factor that is assuming greater impor- 
tance each day. 

For the purpose of d’scussing sub- 


station design from a system point of 


view, station: are classified, according 
to the number of feeders. 


Single-Feeder Substations 


substations have a 
w:thout tap- 
changing-tinder-load, a removable low- 
voltage circuit break:r and the nec- 
essary high-voltage switching as 
shown in F’gure 1 (a). Where only 
one subtransmission circuit is avail- 
able, the high-tension switching may 
be limited to a switch for breaking 
the transfo-mer magnetiz'ng current, 
this switc’a being int: rlocked with the 
low-tension breaker to prevent its op- 
eration under load. Protective links 
or fuses can be used on the high- 
voltage side to disconnect the trans- 
former in case of failure. The West- 
inghouse CSP power transformer is 
an example of a single-feeder stat on 
with protective links on the high ten 
sion side. 


Single-feeder 


The single-feeder station has it 
main application at the outer edges 
of areas served by larger centrally lo. 
cated substations. These small sta 
tions are added to improve voltage 
regulation and to relieve the larger 
substations of part of the'r load. As 
the single transform:r stations haye 
no .firm capacity, ties to the larger 
stations are usually depended upon 
for emergency service in case of 
substation circuit or substation out- 
age. These same ties are us d during 
maintenance on the low-voltage break 
er or tap changer. 

The single-foeder station can als 
be used in a prmary network syst:m 
where the primary feeders are tied 
through pole- or platform-mounted 
circuit breakers installed midway be. 
twe:n the single-feeder _ stations 
These breakers are nozmally closed; 
are automatically opened for primary 
faults on adjacent line sections; and 
are automatically reclosed on restora- 
tion of voltage on both sides of the 
breakcr. The normally-closed ties to 
adjacent stations assume the load in 
case of a substation outage caused by 
trouble in the station or on the sub- 
station circuit feeding the station. 


Figure 1—Unit-type substations of the single-feeder design can be installed 

economically in built-up areas; make it possible to bring the source closer 

to the load; and can be moved readily as load densities change. The ot 

rangement for connecting to a single subtransmission line is shown in (a); 

a subtransmission loop in (b); and a scheme where two subtransmission 
lines are available is indicated in (c). 
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That’s Security Friction Tape! 


Security’s high tensile strength comes in handy on the 
tougher jobs. This electrical and general purpose tape has 
no pin holes—does not ravel when unwound from the roll 
—tears straight. Highly di-electric, Security Friction Tape has 
a strong, rubbery adhesive that sticks and holds. In factory, 
office or home, Security can help you in dozens of ways. 


Play Safe-Use Security 


UNITED STATES RUBBER COMPANY - 
1230 Avenue of the Americas, New York 20, N. Y. << 
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Maintenance in the station is rather 
straightforward because the low-ten- 
sion brcaker can be opened without 
a service interruption. 

Single-feeder stations are also op- 
erated as straight radial station with 
no ties to larger substations. In these 
cases emergency service must be pro- 
vided by ties to similar stations in 
the area, or by employing a portable 
substation. Service continuity can 
be improved by serving the sta- 
tions f7om a subtransmission loop, 
see Figure 1 (b), or from two sub- 
transmission circuits, Figure 1 (c). 
A high-tension circuit breaker or air- 
break switch is required with th. loop 
feed, the station being normally con- 
nected to one side of the switch with 
provisions to transfer to the other 
side in case of a permanent fault on 
the “normal” side of the switch. 

When two subtransmission  cir- 
cuits are available, the substation is 
normally served from one circuit and 
is switched to the second circuit on- 
ly for permanent faults on the “nor- 
mal” circuit. Service continuity is 
improved by these methods because, 
with this auxil ary switching, subtrans- 
mission faults can rarely result in a 
prolonged substation outage. Con- 
siderable improvement is gained in 
those areas where the subtransmission 
circuits are long and badly exposed. 
A prolonged substation outage re- 
quires low-voltage ties or a portable 
substation if service is to be restored 
in a reasonable length of time. 

Maintenance of the equipment in 
a single-feeder station is best perform- 
ed by feeder ties to other stations or 
by using a portable substation. It is 
expected that the tap changer and 
breaker will require ma‘ntenance or 


inspection no oftener than once a 
year. The breaker can be maintained 
by interrupting service for the short 
time required to withdraw the re- 
movable breaker and insert a spare. 
Such short-time, infrequent interrup- 
tions should be acceptable in areas 
served from single-t:ansformer radial 
stations. Tap-changer insp<ction and 
maintenance may, however, take more 
time an¢. may require that secondary 
ties or a portable substation be avail- 
able. The choice between these 
methods depends on the number of 
stations in an area and the distance 
between adjacent stations. 


Two-Feeder Substations 


Two-feeder substations can _ be 
classified as one and two-transformer 
stations. The single-transformer sta- 
tions shown in Figure 2 have more 
or less the same field of application 
as the single-feeder station, and are 
used when the kva per feeder would 
be too large with a single primary 
feeder, or where the feeders are long. 
Keeping the kva per feeder at a nomi- 
nal value simplifies the short-circuit 
protection problem because the pro- 
tective relays can be set to a lower 
level. Splitting a long circuit into 
two feeders improves service continu- 
ity by keeping the number of custom- 
ers affected by a primary outage to 
a minimum. 

In a single-transformer station the 
problems incid nt to maintenance of 
service are the same as in a single- 
feeder station. Subtransmission cir- 
cuit outages result in service inter- 
rupt ens. but here again pro'onged 
outages can be min‘mized by a loop 
or two-circuit feed, and high-voltage 
switching. Maintenance of the trans- 


Figure 2—When loads are heavy or distances over which power is to be 
transmitted are excessive, two feeders are used with unit-type substations. 
(a), (b), and (c) are variations in the method of connecting the sub- 
stations to the subtransmission circuit similar to those shown in Figure 1. 
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former will usually require feeder tig; 
to other stations or a portable sy) 
station. 

Breakers can be maintained in the 
same manner, or by interrupting ser. 
ice for the short time required ty 
withdraw a breaker and insert a spire. 
The problem of providing ties for 
maintenance of feeder breakers 
simplified when two feeders out of 
the same tation are used. 

The need for a transformer break. 
er in a single-transformer, two-feeder 
radial station is open to question. It 
provides backup for the feeder break. 
ers, and allows d’sconnection of the 
transformer from the bus when the 
feeders are energized from a portable 
substation connected to one feeder, 
The latter condition could be m t by 
tying the portable to both outgoing 
feeders adjacent to the station and 
opening the two feeder breakers. 

Special provisions would be requir. 
ed for using a portabl. if the outgo 
ing circuits were in cable for some 
distance from the station. A trans- 
former breaker should be provided in 
network, system stations, in order to 
disconnect the transformer automati- 
cally from the bus in case of a sub 
transmi sion circuit outage. 


Three-Breaker Substation 


The three-breaker, two-feeder sta- 
tion shown in Figure 3(a) is, in ef 
fect, two single-feeder stations at the 
same location, with a tie breaker be 
tween feeders. As normally applied. 
the tie breaker is operated in the open 
position so the transformers are not 
operated in parallel. In the four 
breaker station in Figure 3(b), all 
breakers are normally operated in the 
closed position, with the transformers 
in parallel. Both stations are pre 
ferably served from two separate sub- 
transmission circuits in order to ob- 
tain the best service continuity. 

The same transformer capacity is 
usually required in both station: if 
the outgoing feeders carry. substan- 
tially the same load. Some diversity 
is obtained in the four-breaker station 
but this is not a real factor excepting 
when the feeder loading is badly un- 
balanced. The required transformer 
capacity is usually dictated by the 
total station load because one trans- 
former must be able to carry this load 
under emergency conditions. 

The ratio between installed trans- 
former capacity and peak station load 
depends on the usual factors such as 
load factor, ambient temperatures. 
etc. Air-blast equipment can be used 
to considerable advantage in these 
stations. With this supplementary 
capacity the A.S.A. standards rec 
ognize an emergency loading of 120 





BaKELiTE OutLet ac Switch Boxes 


Metallic Sheathed Cable, 
ON Covered Neutral Cable, 
Non-Metallic Waterproof 
Cable and Open Wiring. 
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Union Bakelite Boxes will withstand corrosive 
and moist atmospheres of strong acids and mild 
alkalies without deterioration. Are particularly 
desirable for use about barns and chicken houses 
where ammonia fumes are present. Also recom- 
mended for use with non-metallic waterproof 
cable for exposed work in breweries, ice plants, 
cold storage warehouses or similar wet and cor- 
rosive localities. (See ARTICLE—340, 1947 Nation- 
al Electric Code.) 

As Bakelite Boxes are themselves molded of 
an insulating material, the necessity of the often 
neglected ground wire is eliminated and an almost 


NO. 7050 ; , 
fool proof enclosure is provided. 

Union Boxes are of heavy reinforced con- 
struction. Knockouts are easily and quickly removed 
with a screw driver. No cutting edges remain to 


damage wire insulation. 


rtah your Jobber for information 
on the complete line of 
Union Gakelite Gores and Cavers 
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Union INsuLatiING Co., INc. 
PARKERSBURG, WEST VIRGINIA 


NO. 5050 
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Figure 3—Common connections for unit-type substations when two trans- 

formers supply two feeders are shown. When three low-voltage breakers 

are used, as in (a) the tie breaker is normally left open so that each 

transformer supplies its feeder independently. (b) is a method of sharing 

the load between the transformers that may be advantageous if the individual 
feeder loads differ considerably. 


per cent of the airjblast rating for a 
two-hour pcak following full load on 
the unit. For this condition, the self- 
cooled rating of the installed trans- 
former capacity would be between 
120 and 134 per cent of the two- 
hour peak station. load, depending 
on the size of the transformecs. Each 
unit would normally be loaded to 75 
to 83 per cent of its self-cooled rat- 
ing. Higher loadings, and conse- 
quently smaller transformers, are per- 
missible if “loading-by-copper-temp- 
erature” is used. In this case, ther- 
mal protection is provided that 
matches the thermal characteristics 
of the transformer. 

The three-breaker station, in Figure 
3(a), allows individual regulation of 
the feeders that may be an advantage 
in some applications. This station 
may also require lower interrupting- 
capacity breakers than the four-break- 
er station because the transformers 


Figure 4—Three or more feeders can be supplied from 
unit-type substations with one or two transformers as 
shown. (a), (b), and (c) are similar to Figure 1 in the 


are not paralleled. The latter station 
has the zdvantage of Icss disturbance 
following subtransmission faults be- 
cause the transformers are paralleled 
normally. To accomplish this, net- 
work relaying should be used on the 
transformer breakers, this relaying be- 
ing sensitive enough to operate when 
the transformer losses ate supplicd 
from the secondary side. 

With less sensitive reverse-power 
relaying, high-voltage, ground-fault 
protection is desirable if the trans- 
formcr is d. lta connected on the high- 
voltage side, which is the usual appli- 
cation. This is necessary because 
ground faults may open the breaker 
on the supply end of the subtrans 
mi sion circuit before the transform- 
er breaker opens, in which case the 
transformer-breaker current will be 
too low to operate conventional re- 
verse-power, or directional-overcurrent 
relays. 


The four-breaker station has a rej] 
advantage when an additional feeder 
is required. This station can also bh: 
tied readily into a primary network 
system. In summarizing the above 
remarks, the three-breaker _ station 
would be used where individual fced. 
er regulation is required and where 
the need for network operation or 
additional fecders is not contem 
plated. 


Three or More Feeder Stations 


Where three or more feeders are 
required, the un‘t substations are nor- 
mally designed as in Figure 4. The 
high-voltage switching is the same as 
in one- and two-f<cder stations. The 
problems incident to providing emer. 
gency scrvice in the single-transformer 
stations are generally the same as in 
the smaller stat’ons, excepting that 
more cxpense is incurred in providing 
low-voltage tie capacity in the large: 
radial stations. In network stations 
this tie capacity should be installed 
anyway, because a properly designed 
primary network system can be op- 
crated with one or more stations out 
of service. 

In general, the need for a trans 
former breaker in single-transform- 
cr, radial stations increases with the 
number of feeder breakers. First, 
the transformer breaker obviously 
furnishes backup for more fecder cir 
cuits. Second, the problem of carry- 
ing the station load during trouble or 
maintenance on the subtransmission 
c:rcuit, or the transformer, is greater 
with a large number of fecders if 3 
transfo-mer breaker is not used. 

If no means were provided for dis- 
connection of the transformer from 
the bus, it would be necessary to con 
nect all feeders to an emergenci 
source during prolong:d outages of 
the transformer or subtransmission 
circuit. With a transformer breaker 


See ee 


arrangement of subtransmission circuits. (d) is a flexible 
arrangement designed for high reliability which can be 
converted easily for primary network gperation. 
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Sure, selling a top-quality wiring job is a 
tough deal whencustomerscan’ttellanampere 
from an onm. But here’s a brand-new focal 
point for your sales story—silence and smooth 
action —features you can demonstrate! 
With its new 10-ampere, 125 volts, T-rating, 
this new mercury switch opens up new 
fields for silent switch applications, matches 
quiet operation to today’s heavy loads. It’s a 
long-life, specification-grade switch, made 
weil to do its job well — another G-E first — 


to help you sell more top-notch wiring jobs. 

And, when you’re talking high-quality wir- 
ing, remember the selling power of the 
General Electric name. It identifies a com- 
plete line of wiring devices which your 
customers know they can trust. Ask your 
General Electric merchandise distributor 
about the new mercury switch and the rest of 
this complete line. Section D1-224, General 
Electric Company, Bridgeport 2, Connecticut. 


GENERAL @ ELECTRIC 
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Figure 5—Addition of a transfer bus in unit-type sub- 
stations increases the flexibility of operation. Schemes (a) 
and (b) are comparable in cost but in (b) the advantages 


it would be possible to obtain power 
over a few feeders and supply the re 
ma‘ning circuits through the bus. It 
would also be practical to tie a port- 
able to one circuit and feed the bus, 
providing the feeder breaker and con- 
nections had sufficient capacity to 
carry the load on the other feeders. 
As the minimum standard breaker rat- 
ing is 600 amperes, loads of at least 
4000 kva could be handled in this 
manner. Sufficient copper should be 
installed between the breaker and the 
connection from the portable to the 
f eder circuit if this operation i con- 
templated. 

In primary network stations the 
transformer breaker is always installed, 
and relayed with network relays to 
disconnect the station for subtrans- 
mission faults. 


Two-Transformer Station 


The two-transformer station, Fig 
ure 4(d), prov des a high degree of 
service for areas not adjacent to other 
substations. Each  subtransmission 
circuit and transformer has sufficient 
capacity to carry the station load dur- 
ing emergency conditions. Service is 
not interrupted for transmission out- 
ages because network relays automati- 
cally open the transformer breaker on 
the faulted circuit. The only basic 
difference betw en this station and 
a primary network system is the feed- 
ers are fed only from one end. 

This station serves an important 
function in arcas not suitable for pri- 
marty network operation because of 
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non-uniform load dens ties or because 
of the geography of the area. In area 
where network operation is question- 
able but network reliability is desircd, 
this station can be installed and op- 
erated with radial feeders. 

At some future date, when a pri- 
mary network is more feasible, :t can 
be tied to oth:r network stations 
without more than minor changes. 
Breakers with adequate interrupting 
capacity should however be installed 
if such operation is contemplated. In 
this connection, 100,000 kva_break- 
ers are usually adequate in the lower- 
density network areas, with 150,000 
kva breakers required in the higher- 
load density areas. If breakers above 
150,000 kva are indicated, considera- 
tion should be given to a secondary 
network system because the load 
densities may be high enough to fa- 
vor this system. Secondary network 
systems have a cost advantage above 
3000 to 5000 kva per square mile, de- 
pending upon the line construction 
used. 

Stations with Transfer Facilities 

All of the stations discussed so far 
have had single secondary busses. 
Unit substations can also be obtained 
with transfer busses. However the 
extra cost of the transfer bus is not 
usually justified excepting in th: lar- 
ger bulk-power stations. Figure 5(a) 
illustrates the application of a trans- 
fer bus in a two-transformer station. 
The feeders are normally connected 








of breakers on both the main and the transfer busses are 
obtained by inserting one or two removable-type breakers 
into the empty positions in the transfer bus as required. 


to the main bus but can be energized 
from the transfer bus through a bus 
tie breaker. 

The station in Figure 5(b) is com 
parable in cost to the one in 5(a 
and has a numb r of important advan 
tages. It is made up of two, standard 
sngle-bus, meta!-clad units located 
back-to-back. However, circuit break 
ers are installed on one side only, w:th 
breaker compartments on the other 
side. ‘This station has almost all the 
advantages of a doubl -bus, double 
breaker scheme but at a much lower 
cost. All crcuits can be operated 
normally from either bus, and can be 
transferred to the other bus by using 
one or two removable-type, spare 
breakers. As a result it is possible t 
remove cither bus from <ervice fot 
maintenance or for station extensions 
It is also possible to split the feeders 
between busses and then regulat. the 
busses separately. 


Smaller Breaker Permits 
Bigger CSP Transformers 
DEVELOPMENT of a protective cil 
cuit breaker capable of handling 
maximum short circuits cf 8,500 am 
peres but small enough in size to nt 
into the limited space available in 
distribution transformers has made it 
possible to extend the range of self- 
protected distribution transformers to 
include 37¥%2 and 50 kya ratings. ‘The 
development also permits building 
3-phase self-protected 75 kva units. 
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More PROFITS for You 


SATISFACTION for Your Customers 
cuit 
MURRAY 
ATTIC FANS 


Every Murray Attic Fan installation means more 
profits for you. Murray Attic Fans are made in 
our own factories under efficient, controlled 
processes which enable us to produce a-Guality 
fan ot a lower price. Because Murray Attic Fans ~~ 
are priced right to meet thé demands of your 
customers, they gre“easy to sell. Bécause 
Murray AtticFans perform efficiently and“ 
quietly at ow running cost, “you can be sure 

of having satisfied customers. Fully guaranteed, 
Murray Attic Fans-are manufactured in four 
sizes to meet all needs. Order “Murray Attic 
Fans through your jobber.Or write us for 


complete a /- / 
a 


/ 
Y Deep, curved flange orifice cuts down air / 


resistance, eliminates s Moise. / 
Four, broad _ deep-pitched blades provide 
maximum suction and steady flow of ai 


WW Re lient base motor and ‘rubber-insulated/ 
Oilite sleeve bearing on fan shaft/eliminate 
vibration gud operating noise. 


Y Economical, quiet operation 
assures er ad satisfaction. 


/ / 
MURRAY SALES INCREASERS — Write fot these free “The Fan 
booklets and sales helps. Installation Manual: Com- shat dees Ne work 
plete step-by-step installation instructions. Consumer in @ Whisper” 
Mailing Pieces: Sure-fire, sales-building folders to _ 
enclose in your mailings. Newspaper Ads: Complete 
mats furnished, including various fan illustrations and 
suggestions for use in building your sales. 


THE MURRAY COMPANY 


ATLANTA, GEORGIA Established in 1900 DALLAS, TEXAS 
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Your Work: 
Can Wait? 








“| hope Higgins realizes that he 
isn't fooling anyone with that thing!” 

















f ang to hav 
He 20 owl | 
w . 
“ And no more putting ‘P.S. YOU LUCKY STIFFS!!’ at 
the ends of these dividend declarations, Miss Glamm!” 
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Partial view ACSR stranding operation 


IN BUSINESS 


TO SERVE 
THE SOUTH 


With the Finest in Electrical Conductor 
for Transmission and Distribution 


SOUTHERN ELECTRICAL CORPORATION 


MANUFACTURERS of COPPER & ALUMINUM WIRE & CABLE 
P.O. Box 989 Chattanooga, Tenn. 
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PREVIEW OF THE BIG 
IRONING NEWS OF 1948!! 


M18 WEW...17S EXCLUSIWE 


& 
...7s PROCTOR! 
] You're going to hear a lot about 
this sensational new PROCTOR 
idea. 
EHS RS ee 


It's a new way to iron, a new 
way to merchandise, a new way 
to sell! 

And it's been thoroughly 
tested with amazing sales results. 

Proctor's national advertising 
will feature it— month after 
month—ad after ad. 

Millions will read about it 
and will want to see and try the 
remarkable iron that makes it 
possible. 


with rhe PROCTOR 442-7 IRON! 


’ 


“get's an ideas. 


Don't forget the little 
things that help sell _— 
chandise- For instance: 


Always aeotey co 
Lift in Raise 
procior Never” 


mere wnat make? | PYONEER (NV EASIER (RONING 


calls atten- 
sed 


Position. 
it different 
tion to the 
exclusive Nev 


and : 
widely advert! 
er-Lift features 


PROCTOR ELECTRIC COMPANY 
PHILADELPHIA 40, PA. 





Toy Train Service 
Profitable Specialty 


(Continued from page 39) 


all popular toy trains, and has an x: 
rangement with manufacturers wher 
by each inventory is kept on a pe. 
petual basis. Most common work 
motor repairs, with transformers, co; 
trols, etc., close behind. In additio, 
to electrical parts. due to the fragij 
construction of some tov locomotive 
which are usually cast of pot met 
the Brandt store also maintains suf 
ficient parts to rebuild an engin 
from start to finish if necessan 

In the shop is a test bench whic 
quickly checks flow of  electricit 
through toy trains and accessories 
and an all-metal test table which ha 
oval loops of tracks in both 0 gaug 
and 00 gauge, on which all repair 
work is given a final “test run” befor 
delivery to the customer. This i 
usually two to three days, althoug! 
Brandt Electric requests from § to |f 
days during the rush season. Over 
year’s average, the store turns out § 
toy train repairs per day. Althoug! 
the actual volume is only 5 per cent 
of the repair work of this huge stor 
which repairs washing machines, 1 
frigerators, vacuum sweepers, lamps 
and all other types of electrical equip- 
ment, it is doubly important because 
of the additional number of valuable 
customers brought in, according t 
the management. 

Down on the first floor of the 
store, the toy train sales department, 
also operated on a year-round basis, 
has been responsible for building up 
much of the repair volume. In the 
left-rear corner is a pyramid display 
fixture which is composed of a series 
of 12 narrow extended shelves, slop- 
ing back from a tabletop to a point 
8 feet above the floor. On each nar- 
row strip of shelving is anywher 
from 2 to 4 full-length toy trains, 
which allow customers plenty of op 
portunity to examine them without 
damage-engendering handling. This 
big display, comprising from 20 to 30 
trains at a time, lures a lot of traffic 
in from the street. All Brandt sales 
people point out that the store carries 
the toy train repair service, and while 
this may not result in immediate 
business, the chances are that when 
any St. Louis owner of toy electnc 
trains needs repair service, he auto 
matically thinks of Brandt Flectrc 
Company. 

Training all of the 12 regular me 
chanics of the store to work on io) 
trains has been a long, laborious pro- 
cess, according to Ervin Brandt. Now, 
however, every man is able to do the 
job. 
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SHORT FACTS ABOUT LONG-LIVED CABLE, 


| OKOLITE-OKOPRENE 


tore 
mps 
juip- 


punensionat DATA 


Tk - gyornert 


Qhol ye cABLbS 


SSS} 0 wins 
— ae ~ 


\ 


insulated wires and cables 
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Why Dealers Are Prou 


Here behind the scenes in Hunter's modern pj 
dedicated exclusively to the manufacture of { 
is revealed the reason why Hunter products; 
famous for their quality and durability. The 
most in engineering skill and materials has be 


ENGINEERING—DESIGN © —\ 


Hunter maintains a staff of skilled engineers and drafts- 
men with experience of many years in fan engineering. 
These experts are constantly at work creating new prod- i 
ucts, improving design and searching for new and better 
materials. The fruits of their labor is reflected in the pains- 
taking refinement in every detail of all Hunter 
products. 

















































MACHINE SHOP @ IEA 


Up to date turret lathes, multiple drilling machines, 
punch presses, centerless grinders and automatic i 
balancing and testing devices all contribute to 1] | 
modern tooling. techniques that make for a “mass i 
precision,” the secret of So much more per dollar 
value of all HUNTER equipment. 


BLADE BALANCING ®———._ |, 


Every precaution is taken in fabricating the blade ai } 
to assure uniformly smooth operation. The fan ii] | 
blades, die-formed to exact contour, are selected for 
even weight and carefuily matched in pairs. Rivets 
that fit snugly into holes in the blades are driven 
home by hydraulic pressure, fastening the blades ] 
permanently to the heavy die-formed spider. | | 









AN BLADE ASSEMBLY ~~ a 


Here, the air wrench whirls the stud bolts into the 
sturdy cast iron hub, fastening the die-formed spider 
securely on the accurately machined face of the 
hub. A shoulder, turned on the face of this hub, 
is pressed into a hole in the exact center of the 
spider, thus assuring perfect concentricity. The 
blade assembly is now ready for the balancing 


Choice Throughout The Nation For 
62nd Season No wonder Hunter 


products are first 
in appearance, quality, and performance. 
There are many other interesting phases ol 
production not shown here. At every tum, 





























CERTIFIED 
RATING 


The Certified Rating In- 
signia. used only by 
members of the Propellar 
Fan Manufacturers As- 
sociation offer both dealer 
and consumer the de- 
pendable assurance that 
all Hunter fans have been 
rated according to the 
Standard Test Code. 






















0 sell 


@9 HUNTER FAN ANIME 


General Oifice 400 S. Front SMEMP: 
















ujo Sell HUNTER Fans 


M pilmloyed to build into these fans the highest 





























Of fallmmlity to give lifetime service. Hunter is proud 
ucts mB (fer a line of equipment possessing all the de- 
The fmble characteristics made available by 61 years 





as baliexperience. 


—" ® BEARING ASSEMBLY 


One of the most important assembly steps is pressing 

the sound tested ball bearings, snap rings and neo- 

prene seals into place to form an integral, grease 
packed, dust proof mechanism. Close limit guaging of 

parts assure a snug fit in the heavy seamless 

i= steel tube that holds shaft and bearings in per- 

manent alignment. 








7® MOUNTING ARM ASSEMBLY 


a | The rugged, sleek lined steel mounting arms 
a | gain their strength through their extra breadth, 

at the same time retaining sufficient flexibility to 
{ absorb motor hum and largely dispel mechanical 
noise along their separate lengths. Here they 
are bolted rigidly to Hunter’s famous one-piece 
streamlined orifice. 


(7 —® FINAL ASSEMBLY 


Here the finishing touches are being added. Every 
part is being gone over to see that every bolt is 
tight while skilled hands are attaching name 
plates, belt pulleys and fan blade assemblies 


| ia FINAL INSPECTION 





Under actual running conditions, the unit is 
tested for speed, smoothness and quiet opera- 
tion. The serial number, speed, watt input, am- 
pere and voltage readings are recorded during 
each test. 
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ensive specialization, skilled 
orkmanship, and finer materials 
0 into the making of a really fine 
oduct. You, too, will be proud 
O sell Hunter. 
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The famous Hunter name 
plate bearing the Under- 
writer's Label is your pro- 
tection against unreliable 
performance and other 
— hazards. Air de- 
ivery. fan speed, horse 
power and serial number 
are shown on a perma- 
nent metal plate. 













AN ORIGINAL CHROMALOX. 


FEATURE — 





means FASTER, BETTER 
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AAA \A 


# 
with Chromalor 


CUT-AWAY VIEW 





on 


new 


ranges 
and 
ne for 
replacement 


EDWIN L. WIEGAND COMPANY ° 
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YADA booking 
Triangular kange Units 


FLATTER, WIDER TOP-—-for maximum flat 


cooking surface, efficiency and speed. 


TRIANGULAR CROSS-SECTION—for 
greatest structural stability, ever-level top 
surface. Units can never twist or warp. 


SHEATHED IN INCONEL—the rust-proof, 
acid-proof, corrosion-proof metal that's 
practically indestructible. 


FASTER COOKING—wmore contact surface 
—and aluminumized steel reflector for 
maximum radiant heat provide new high 
speeds in cooking. 


CATALOG RU-147 shows you 
how to quickly and profitably 
service all makes of electric ran- 
ges regardless of age. Send for 
your copy today. 


7600 THOMAS BLVD. + PITTSBURGH, PA, 





C. B. ROGERS, 100 Peachtree St., N. E., 





Jackson, Miss. 


Atlanta, Ga.; L. R. WARD CO., 2711 Commerce S&t., 
Dallas 1, Texas; 932 M & M Bldg., Houston 2, Texas; 1239 Frankfort St., Tulsa 5, Okla. ; 
W. R. PHILLIPS, P. O. Box 2561, Raleigh, N. C.; CHILTON & CHILTON, 4126 N. State St., 





Demonstrations Sell 
Seven Out of Ten 
(Continued from page 41) 


came away he had sold a 16% foot 
home freezer and had the check 
in his pocket. He discovered that 
stores doing a large volume jn 
ice cream, usually needed a_ place 
either to store several containers at 
night or a storage place to keep 
large quantity to last them ove: 
hot week-ends. 

Mr. Hershey wondered just 
needed large pedestal fans and 
didn’t, and a few evening calls 
posed of his entire stock—sales 
wouldn’t have been made becans 
the customer would not likely have 
come to the store looking for big 
fans. Most of the buyers didn’ 
know they were available and_ had 
made up their mind to “sweat it out” 
rather than spend too much tim 
shopping all the stores. A point t 
remember—when people are busy. 

Throughout the sales details in the 
B-H store is the underlying princ‘pl 
of personal service to each customer 
Converting a gencral service to a per 
sonal service makes sales, Mr. Her 
shey believes. 

“We loan electric irons, radios, and 
other equipment when customers 
have their own equipment in our shop 
for repair,” Mr. Hershey said. “Mor 
than that, when a customer has 
broken down radio or an iron and is 
debating whether to have it repaired 
or to buy a new one, we gladly fur 
ish them a loaner while they are mak- 
ing up their minds. These things 
bring the problem much closer to the 
customer than the routine sales floor: 
conversation.” 

Another thirg that B-H docs is to 
change the store around completel 
four times each vear. All old displavs 
are dismantled and the changes made 
are such as to make a complete trans 
formation. 

B-H gives a complete home den 
onstration on anv item—leaving it in 
the home for.at least 24 hours. The: 
have a specialist on ironers and wash 
ers who gives home demonstrations 
on how to use the equipment. 

Newspaper and radio advertising 
keeps the name before the public and 
the B-H system stresses the national- 
ly advertised brands of merchandise. 
a clean and fresh store, a fair deal, 
and a full line. 

Take wash‘ne machines for in 
stance, thev push the automatic but 
they have other washers which thev 
are glad to sell and demonstrate— 
this makes their washing machine 
offering available to the customer !0 


“steps from $100 to $500. 
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_ CABLE INSTALLATIONS 


CLARK Screw Jack Clamps are used 

for making dead ending connections 

and taking off taps in main and feeder 
power cables. The cable splicer consists of two single barrel clamps, 
with a pointed capscrew in each, joined together by a threaded cen- 
ter barrel. The clamps are threaded in opposite directions to permit the 
joint to be made without twisting the cable. After the cable strands have 
been wedged into the grooves inside the barrels, a strong and durable joint 
is made by simply screwing on the connecting, or center barrel. If it is de- 
sired to re-open the joint, a few minutes is sufficient to do the job. No time 
required to heat up and melt solder—simply unscrew the parts. 


The body, or barrel, of the CLARK screw jack clamp is high tensile strength 
bronze. Grooves inside the barrel lock the cable in a powerful grip when the 
pointed end of the anchor bolt is forced between the strands. 





These screw jack clamps are available in either single or double barrel 
construction for the cable sizes listed. 


Single barrel clamps are furnished with three kinds 
of bolis according to purchaser's specifications. 
Clamps for plain dead-ending are furnished 
with an eyebolt; clamps for use with strain in- 
sulators may be furnished with either a double 
ended straight stud, or a clevis bolt. Stand- 


CABLE SIZE 
in Circular Mills 


Minimum Maximum 
4/0 350,000 | 


One B arrel | 
350,000 350,000 | 


Other B arrel 
400,000 550,000 


400,000 550,000 


One B larrel 
400,000 | 550,000 | 
Other B jarrel 

1,500,000 {| 1,500, 000 | 


600,000 750, 000 | 


One B Lerel 7 
600,000 | 750,000 | 
Other Biarrel | 

1,500,000 | 1,500,000 | 


{? 000,000 | 1,250, 000 | 


Rope Lak d Cable | 
| 1,000, 000 | 1,250,000 } 


1.500, 000 | 1,500, 000 | 
[2.000 00,000 “[2.000, 000 | 


% 


é 
RYTHING UNDER CONTROL 


ard double barrel clamps are furnished -in 
two styles: Barrels parallel and barrels at 
right angles. In either style, one barrel 
contains an eyebolt, and the other bar- 
rel contains a pointed hex head cap 
screw ...A clevis bolt or a double 
ended straight stud may be substi- 

tuted in place of the eyebollt. 


In the 1,000,000 to 1,250,000 circu- 
lar mill sizes, cable known as 
“Rope Laid” is often used. This 
cable is slightly larger in nor- 
mal diameter than the circu- 

lar mill size indicates so 
special screw jack clamps 

are made to accommo- 

date the cable. 


Available throug 


tHe CLARK CONTROLLER co. 


1146 EAST 152nd STREET, CLEVELAND 10, OHIO 
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bn _________ ______— _____) 
Catalogs, Bulletins and Technical Data 
Available to Readers of Electrical South 


= TT 








153—Ventilators and Blowers. Performance data, dimensions, 
and specifications are all included in the well-illustrated bulle- 
tins, now available from the Schwitzer-Cummins Company, 
1125 Massachusetts Ave., Indianapolis 7, Ind. 


154—Welding Exhausters. Bulletin No. 736 describes the 
Octopus, Jr., a portable exhaust unit, and the Octopus, a heavy 
duty unit, for applications requiring exhausting and blowing 
volume. Available from the Chelsea Fan & Blower Co., 
Irvington, N. J. 


156—Electrical Apparatus. This 48-page illustrated catalog 
shows electrical solderless terminal lugs, solderless service con- 
nectors, fuse clips, and many other electrical items. Published 
by Ilsco Copper Tube & Products, Inc., Cincinnati, Ohio. 


163—Mcetal Duct Housing. The first revision in five years of 
Catalog No. 4+5, describing and illustrating ‘4-by-4 Wirewa”’ 
has been completed by National Electric Products Corp., Cham- 
ber of Commerce Bldg., Pittsburgh 19, Pa. ‘This re-issue gives 
electrical contractors, jobbers, engineers, and purchasing agents 
complete information on metal duct for housing and protecting 
electric wires and cables. 


164—Bustribution Duct. This 23-page bulletin, No. 462, just 
issued by Bulldog Electric Products Co., Box 177, Detroit 32, 
Mich., describes in detail the Bulldog Feeder and Plug-In-Bustri- 
bution Duct for bus duct electrical distribution. The bulletin 
is profusely illustrated. The many drawings included show 
details of the duct, the various fittings, and the hangers, as well 
as diagrams of complete systems both of the centralized and 


decentralized system. 


165—Lighting Research. The Benjamin Electric Mfg. Co., 
Des Plaines, Ill., has just published a new booklet covering the 
activities of the new Benjamin Laboratory. This booklet will 
be of special interest to all who are interested in the “behind- 
the-scenes” portrayal of the research and testing which are es- 
sential to high quality and performance in lighting equipment. 


166—Industrial Heat Lamps. The General Electric Com- 
pany, Nela Park, Cleveland, Ohio, has announced the publica 
tion of a new industrial lamp folder. This folder, Y-689, con 
tains six pages of photographs and technical data on the indus- 
trial heat lamps manufactured by the company. 


174—Aluminum Building Wire. Technical data on insulated 
aluminum building wire are now available in a bulletin desig- 
nated as HI-407 and available from Hazard Insulated Wire 
Works, Division of the Okonite Company, Wilkes-Barre, Pa. 
= insert gives comparative data on copper and aluminum con- 
uctors. 


177—Balanced Lag Renewable Fuses. Informative folders are 
available from Pierce Renewable Fuses, Inc., 51 Pacific Ave., 
Buffalo 7, N. Y., describing the company’s line of baianced lag 
emg 8 fuses. Pierce fuses are listed by Underwriters’ Labora- 
tories, Inc. 





ELECTRICAL SOUTH, 
1016 Grant Building, 
Atlanta 3, Ga. 


February, 1948 


Gentlemen: 


Please send me bulletins indicated below. 


No. No 
(Print Plainly) 


Gal die vehn oe) atts ieee ee vib ace bls 
Company 


Address 























178—Mobilite Fixtures. A 15-page booklet, entitled “Eng, 
neered Lighting” has been announced by Mobilite, Inc., Jersey 
City, N. J. ‘The booklet describes and illustrates the varioy 
fluorescent fixtures manufactured by the company. 


180—Ceiling Ventilator. Installation and design of the Blo. 
Fan is fully described in a 4-page folder recently made available 
by the manufacturer, Pryne & Co., Inc., 140 N. Towne, Po 
oe. Calif. The many diagrams illustrate the principle of the 
o-Fan. 


181—Planned Home Laundry. As an aid to architects ang 
builders in fulfilling a growing demand for planned home lau 
dries, Bendix Home Appliances, Inc., South Bend 24, Ind., ha; 
published an “Architects Handbook.” Profusely illustrated, the 
40-page, board-covered book presents eleven plans for step-say 
ing home laundries. The laundry rooms are lithographed j; 
four colors and opposite each is a blue print of the floor plan 


183—Line Maintenance Tips. “Chance Tips on Line Con 
struction and Maintenance” is the title of an instructive bull 
tin published from time to time by A. B. Chance Co., 210 N 
Allen St., Centralia, Mo., manufacturers of line construction 
and maintenance equipment. Chance ‘Tips contains items o/ 
current interest as well as new products of the manufacturer, 


184—Electrical Equipment Catalog. The Pyle-National Com 
pany, Chicago, Ill., announces a complete catalog describing al 
of their products, including the Pylets conduit fittings. The 
catalog contains information on a wide range of plugs and re 
ceptacles, dust-tight and explosion-proof fittings, fixture han 
gers, etc. 


185—Flexible Cords and Cord Sets. Lowell Insulated Wir 
Company, Lowell, Mass., has available an illustrated folder de. 
scribing their various types of cords and cord sets. Sizes, colors, 
and other pertinent information is given. 


186—Hot Water Heater. Informative and well-illustrated dat: 
are available from M. M. Hedges Manufacturing Co., Inc. 
Chattanooga, Tenn., on their line of Mertland Automatic water 
heaters. 


187—Electric Fans. A 25-page, profusely illustrated booklet 
describes in complete detail this company’s line of 1947 fans 
Booklet available from Emerson Electric Manufacturing Co., St. 
Louis 21, Mo. 


190—Fluorescent Strip-Lite. Bulletin No. 147, available from 
Gibson Manufacturing Company, 1919 Piedmont Circle, At 
lanta, Georgia, describes and illustrates the Strip-Lite fluorescent 
fixture. The booklet also gives diagrams showing installation 
in display cases, general store lighting, industrial. lighting, and 
special home lighting. 


191—Hole Cutter. A new folder featuring the “Jiffy” adjus 
table hole cutter for cutting holes in steel boxes, plates, tanks, 
etc., has been issued by Clyde W. Lint, 1144 West Washing 
ton Blvd., Chicago 7, Ill. 


194—Hi-Strength Connectors. Jasper Blackburn Products 
Corp., St. Louis 6, Mo., announce an attractive folder which 
takes the reader on a “behind the scenes” tour of their plant 
to see how the Blackburn Hi-Strength Connectors are made 


196—Fluorescent Luminaire. Bulletin No. 1055 describes the 
V-Shaped Fluorescent Luminaire, which is so compactly de 
signed that it appears to be semi-recessed. Bulletin No. 1054 
describes the Electro “Louver-Lite.” Both bulletins are avail 
able from the manufacturer, Electro Manufacturing Company, 
Chicago, III. 


197—Attic Fans. “The A-B-C of Building Breezes” is the 
title of highly informative and well-illustrated 47-page manual 
issued by Bar-Brook Mfg. Co., Inc., Shreveport, La. The 
“Breeze-builder” attic fan is described in complete detail along 
with installation and performance data. 


198—Re-Order Guide. A compact catalog depicting its com 
= line of lighting fixtures is now available from Lightolier, 
nc., Jersey City 5, N. J. Descriptions and photographs of 105 


lighting fixtures are to be found in this valuable booklet. 


199—Industrial Fixtures. Informative data may be obtained 
from the Workolite Company, 522 Cortlandt Street, Belleville 
9, N. J., on their line of industrial fluorescent fixtures. 


200—Aluminum Building Wire. An attractive, 32-page book: 
let on aluminum building wire has been announced by U. S. 
Rubber Company, Wire & Cable Dept., 1230 Avenue of the 
Americas, New York 20, N. Y. Such data as conductivity, cor 
rosion resistance, soldering, voltage drop, etc. are given. 
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| 201—Adhesive Labels. Free samples and useful literature tell 
the story of self-adhesive Quick-Labels for marking wires, leads, 
s, conduits, etc. ‘I'he labels are manutactured by W. 


cicy Company, 815 N. Third St., Dept. L., Milwaukee 3, Wis. 


© 202—Lugs and Connectors. A profusely illustrated, 16-page 
' booklet is available from Kreuger & Hudepohl, 5 Kast Third St., 
) Cincinnati 2, Ohio, describing their line of solderless terminal 
© jugs and connectors. 
203—Lithonia Fluorescent Fixtures. A well-illustrated book- 
S Jet describing in detail the manufacturer’s line of fluorescent 
‘fixtures for the home, office, store, and industry is available 
P from Lithonia Lighting Products Company, Inc., Lithonia, 


Georgia. 

/ 205—Cable Connectors. Bulletin 16, describing and illus 
trating four distinctive types of service entrance cable connec- 

tors, each having its own advantages for a particular application, 

is available from The M. & W. Electric Manufacturing Com- 

| pany, East Palestine, Ohio, Many other electrical fittings are 
also listed in this 19-page bulletin. 


206—Electric Feedrail. A compilation of recent developments 
in the application of the Electric Feedrail distribution system 
as applied to portable lights and tools, moving test lines, cranes, 
and hoists and other industrial applications is offered in the new 
28-page Catalog No. 20 now available from Feedrail Corpora- 
| tion, 125 Barclay St., New York 7, N. Y. 


207—Water Heater Sales Manual. “Sizing the Job in Elec- 
S tric Water Heater Sales” is the title of a manual issued by D. 
W. Whitehead Mfg. Co., 609 W. Ingham Ave., ‘I'renton, N. 
J. The manual also gives specifications of the various DWW 
electric water heater models. 


208—Air Conditioning. The Air Conditioning Products Com- 
pany, 2340 W. Lafayette, Detroit 16, Mich., has just issued a 
new catalog, 42-B, containing complete information about its 
“Sir-Flo” line of automatic shutters, automatic ceiling shut- 
ters, automatic back draft dampers, manually operated shut- 
ters and motor operated shutters. 


209—Chemclad Insulated Wire. Regularly mailed “Stock 
List and Shipping Expectations” for Chemclad Thermoplastic 
Insulated Wire, types T and TW, is a free service now from 
Carolina Industrial Plastics Corporation, Mount Airy, N. C. 


210—Industrial Fans. An informative catalog, illustrating and 
describing the complete line of Berns Air King fans and parts, 
is available from Berns Mfg. Corp., 2278 Elston Ave., Chica- 
go, Ill. 

212—Seco Fans. New bulletins by Seco-Lite Manufacturing 
Co, 4916 Easton. St. Louis 13, Mo., are now available, 
illustrating Seco Belt-Driven cooling fans and window fans. Bul 
letins contain data on installations in homes, apartments, com 
mercial and industrial applications. 


213—Keystone Lighting Fixtures. The new line of fluores- 
cent and incandescent lighting fixtures for commercial, indus- 
‘tial, and residential use is cleatly described and illustrated in a 
.italog just announced by Keystone Electric Mfg. Co., Dept. 
C, 2228 E. Tioga St., Philadelphia 34, Pa. 

214—Cold Cathode’ Fixtures. Complete factual data concern- 
ing installation and performance of standard cold cathode fluor- 
escent lighting fixtures and lamps are available from Federal 
— Company, Inc., 8700 South State Street, Chicago 19, 


215—Flectrical Accessories. A 16-page booklet, describing 
and illustrating many types of electrical fittings such as steel 
floor boxes, spotlight units, “L” shape boxes, etc., may be ob- 
tained from B and C Metal Stamping Company, 95 Piedmont 
Ave. S. E., Atlanta, Ga. 


216—Lighting Fixtures. Catalog No. 47, just released by 

Moe-Bridges Corporation, Sheboygan, Wisconsin, contains all 
information on previously announced items—Light-in-Line, 
Unite-a-Lite, open commercial types, kitchen units, pin-ups, 
commercial strip, Circline and Sterilite germicidal disinfector. 


217—Wire Connectors. Hi-Scale Products Corp., 217 Cen- 
tre Street, New York 13, N. Y., announces data on their com- 
ay line of bakelite wire connectors, including specifications 
and price. 


218—Busduct Calculator. A slide rule type calculator for cal- 
culating busduct voltage drops is available to electrical engineers, 
achitects, and electrical contractors from Frank Adam Electric 
Co., P. O. Box 357, St. Lonis, Mo. Load in amperes and 
length in feet are set on the calculator to read voltage drop. 


219-Chromalox Heating Units. An attractive loose-leaf bin- 
f containing Chromalox heating unit bulletins, samples of 
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direct mail folders, and other sales aids is now available from 
Edwin L. Wiegand Co., 7500 Thomas Blvd., Pittsburgh 8, 
Pa. The bulletins cover the triangular electric range units, 
the Super-Speed range units, range replacement units, and a 
wide range of heating units for industrial and special applica- 
tions. 

220—Aluminum Switch Boxes. Information on this line of 
aluminum switch boxes is available from Arrow Manufactur- 
ing Company, P. O. Box 1516, New Orleans, La. The boxes 
are available for BX, Romex, and conduit. The manufacturer 
offers immediate delivery. Samples will be furnished on re- 
quest. 


221—Electric Motors. Full information on Hoover fractional 
horsepower electric motors is contained in a four-page folder 
which is available from ‘he Hoover Company, Electric Motor 
Div., North Canton, Ohio. This illustrated, two-color pamphlet 
explains special features and advantages of the Lloover motor 
and contains a list of 24 ways to use it. 


222—Germicidal Lamps. A six-page booklet describing the 
varied applications of germicidal lamps in farm buildings has 
been released by the Lamp Department, General Electric Com- 
pany, Nela Park, Cleveland 2, Ohio. 


223—Fuse Booklets. “Excessive Heating of Fuses in Enclosed 
Switches, Panelboards and Cabinets” is the title of a booklet 
issued by Frank Adam Electric Company, P, O. Box 357, St. 
Louis, Mo. Included in this booklet is a very comprehensive 
study of the causes of excessive heating of fuses and test tables 
showing temperature rise in fuses at various percentages of load. 


224—Gedney Fittings. Gedney Electric Company, RKO 
Building, Radio City, New York 2, N. Y., has just issued Bul- 
letin 48, a 62-page, profusely illustrated catalog covering their 
complete line of electrical fittings. 


__225—Conductor Fittings and Devices. A complete catalog, 
illustrated, and listing prices, has been issued by Penn-Union 
Electric Corporation, Erie, Pa. 


226—Pemco Electrical Products. The New General Catalog 
No. 90 containing approximately 200 pages is available from 
Philadelphia Electrical & Mfg. Co., 1200-36 N. 31st Street, 
Philadelphia 21, Pa. The catalog is illustrated and contains 
information on the company’s complete line of street and high 
way lighting equipment, flood lighting and fluorescent lighting. 
and service station lighting. 


227—Ventilating Fans. The Murray Company, 3200 Canton 
St., Dallas, Texas, has available informative data sheets describ- 
ing their line of ventilating fans, which range from 36 inches 
to 48 inches in size. 


228—Wiley Fluorescent Fixtures. A catalog containing full 
information, engineering data and light output charts for the 
complete line of commercial and industrial fluorescent lighting 
fixtures and spots is available from The R. & W. Wiley Co.., 
Buffalo, N. Y. 


229—Signaling Devices. Door bells and buzzers, heavy duty 
bells, bell and chime transformers, push buttons, signaling bells, 
and other signaling devices are described and illustrated in a 
bulletin just released by The Liberty Bell Manufacturing Com 
pany, Minerva, Ohio. Distributor and dealer discount sheets 
are also included. 


230—Electrical Wiring Devices. A 36-page, fully-illustrated 
catalog has been issued by Kulka Electric Mfg. Co., Inc., 30 
Scuth Street, Mount Vernon, N. Y., which describes their line 
of wiring devices. Listed in the catalog are fluorescent lamp 
holders, ballasts, and _ starters; incandescent receptacles and 
sockets; maritime sockets and switches; swivel units; terminal 
strips, and other specialties. 


231—Heater Cords. Catalog Sheet No. 70 is available from 
Cornish Wire Company, Inc., 15 Park Row, New York 7, N. 
Y., giving specifications and pertinent information on_ their 
line of heater cords for use with electric irons, toasters, heat- 
ers, roasters, and other equipment. 


232—Lakewood Fans. Ventilating fans, spray booth fans, win- 
dow ventilators, shutters, and replacement parts for all units 
are described in a catalog available from Lakewood Engineer- 
ing & Manufacturing Co., 1756 W. Lake St., Chicago 12, III. 

233—Slater Wiring Devices. A detailed catalog, giving all 
necessary. information for specification and purchase of their 
full line of wiring devices, is announced by Slater Flectric and 
Manufacturing Co., 56th Street and 37th Ave., Woodside, N. Y. 


234—Residential Fixtures. Catalog 47, issued by Beacon Light. 


ing Products Corp., Chicago, IIl., describes and illustrates the 
manufacturer’s complete line of lighting fixtures for the home. 
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235—Keystone Fixtures. Catalog No. 45, describing and illy 
strating commercial and industrial fluorescent fixtures, wall 
brackets, and exterior lighting fixtures is available from Key 
stone Electric Manufacturing Company, 2228-36 East ‘Tog, 
Street, Philadelphia 34, Pa. 














236—Bar-Brook Attic Fans. ‘I'wo new folders have been an 
nounced by Bar-Brook Mfg. Co., Inc., Shreveport, La. Form 
No. 226, entitled “Eighty Box Cars Full of Breezes Ever 
| Hour,” describes the W-30 Window Fan in complete detail 
| Form No. 225 illustrates the Breezebuilder Attic Fan, with 
| performance and installation data. 


237—Wires and Cables. The latest catalog from John \ 


o a 3 
Roebling’s Sons’ Company, ‘Trenton 2, N. J., contains descri 


SET ee ee | tive material on magnet wire, building wire, metallic and non 

metallic covered power and parkway cable, varnished cable, and 
other miscellaneous items. Also contained in the catalog are 
tables giving sizes, dimensions and weights of the different 
types of wire and cable. 


} 

239—Window Fans. Meier Electric & Machine Co., Ince, 
| 3525 E. Washington St., Indianapolis 7, Ind., have available the 
| following catalog sheets: Form 2207, which describes and illu 
strates each of their five Nu-air Windofans; Form 2208, de 
scribing and illustrating three three-blade and one four-blade 
Nu-air Quiet Propellers; and Form 2209, which illustrates the 
Nu-air Windofan No. RW 240 or RW 200. 
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240—Wall Charts. Harco Equipment Company, 2473 Sher 
man Avenue, Washington, D. C., announces that a limited num 
| ber of their wall charts is still available. ‘These wall charts illu 
strate in-stock equipment such as switches, short circuiters, 
brush holders, mounting rubbers for electric motors, pumps, 
condensing units, etc. One of these charts features 255 illu 
strations of electric motor bearings. 









241—Explosion-proof Products. A new 108-page catalog, Ni 
H-4711, illustrates and describes the manufacturer’s line of e 
plosion-proof products. Contained in the catalog are schematic 
illustrations of typical applicational layouts for hazardous loca 
| tions, in accordance with the National Electrical Codes, wiring 
i | diagrams, dimensions, weights, list prices, and all pertinent tech 
jy @ nical data for products listed. Catalog available from Russell 
See & Stoll Co., Inc., 125 Barclay St., New York 7, N. Y 
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242—Simplex Wires and Cables. A 16-page General Catalog 
. has been made available by the Simplex Wire & Cable Co., 7 
You can tap the “100% Fan Market” . . . the only Sidney St., Cambridge 39, Mass. The catalog contains little 
area in the country where year-round relief from heat or no technical information but has been designed to give an 
over-all bird’s-eye view of the company and its products. 






is a necessity . . . and capitalize upon the growing 


Gemand for this type of ton. Gvery home in Bie ea ee 243—Installing Fans. An illustrated booklet, showing vari 
Southern market actually needs a LAU Fan. Offices, ous sixes and models of attic and panel fans for every home or 
stores, restaurants and factories offer tremendous building, has been made available from American Machine & 
: Metals, Fan-Pac Division, East Moline, Ill. Process of installa 
tion is described in detail. 












sales potentials. 

LAU ‘“‘Niteair’’ Fans offer greater opportunities for i 
volume sales end steady profits than any other com- 224—Jackson Fans. Literature and catalog sheets describing 
parable item. the complete line of products of Jackson Ventilating Compan) 

Here’s a chance to do a real selling job and reap 1505 W. Fairview Ave., Montgomery, Ala., are available. 








th fits! Y i les b tually d - " ee . ees 
ee ee nee ee oe ee 245—Service Fittings. Catalog No. 553, a four-page, illu 






strating the benefits of “*Niteair” cooling to prospects. strated review of the No. 800 Floor Box and the Nos. 803 and 
It's simple . . . it’s easy to solicit “‘live"’ demonstrations 804 Service Fittings for light, power, telephone, signal and bell ¢ 
system floor convenience outlets, has been published by Nation- 






and let the fan sell itself. j 
You can have every confidence in LAU Fans. Quiet 





al Electric Products Corp., Chamber of Commerce Bldg., 
Pittsburgh, Pa. 






Me + +. economical, by comparison they are the finest- 
built, lowest-priced fans on the market. There is a ea 246—Industrial Fluorescent Fixtures. Day-Brite Lighting, Inc., RACO 
size to meet every need. ‘| 5411 Bulwer Ave., St. Louis 7, Mo., has issued Bulletin 30-A UNDER 





ee | which contains complete specifications for each type “Day-Line 
a "| industrial fluorescent fixture: single units and continuous sys 
— tem for two 40-, three 40-, and two 100-watt lamps; detailed 

data on installation, accessories and servicing; list prices and 


Dept. E for speci- C5. S/o “ee th - . . . “ae 
ates... @ ———y 4~-LAU : charts for figuring footcandle intensities. 


' + ¢ontact your 
_ jobber, Do 
it now! 


















247—Switch and Receptacle Plates. A catalogue page describ 
ing a new line of switch and receptacle plates of pure aluminum 
that can be painted over with wall paint has been issued by 
| D & M Mfg. Co., Decatur, Ga. These plates are breakproof, 
| rust-proof, and conform to rough walls. 


—__ BLOWER~COMPANY 
DAY TON~7,_OHIO 



























ALL 





PERM Melba as oi 











ELECT 





ELECTRICAL SOUTH for FEBRUARY, 1948 





an 
om 
very 
tail 
with 


the 


lu 
nd 
ell 
mn- 
ig. 








RACO MCBN3 BOX 


A real time saver in a STEEL bracket 
switch box. Long nailing prongs gauge 
in bracket and hold box in correct 
position until nails are driven. “NM” 
clamp affords complete protection to, the 
cable and provides entrance to box from 
ends and back— or both. Bracket is 
projection welded—knockouts are “Pri- 
Out” equipped. 


RACO PRODUCTS ARE LISTED BY 
UNDERWRITERS LABORATORIES, INC. 


ALL-STEEL PRODUCTS 


RACO Switch and Outlet Boxes 


Electrical contractors ... wholesalers and salesmen... builders and 
architects—they ALL prefet the RACO line of switch and outlet 
boxes. This nationwide preference has been built throughout many 
years on the solid foundation of QUALITY, DEPENDABILITY, 
and COMPLETE breadth of line. There’s a sturdy RACO box in 
black enamel or galvanized finish for every need. Send for Raco 
catalog. 


* * * 


A-S-E STEEL PRODUCTS FOR MANY USES 
STEEL OFFICE FURNITURE - WARDROBE, STORAGE, AND COMBINATION 
CABINETS - CLOTHING LOCKERS - INDUSTRIAL EQUIPMENT FOR FASTER 
MATERIALS HANDLING - FROZ-N-FOOD LOCKERS - ELECTRICAL OUTLET 
AND SWITCH BOXES. 


ALL-STEEL EQUIPMENT INC., 800 Kensington Avenue, Aurora, Illinois 


‘A Complete Line of Switch and Outlet Boxes] 
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EQUIPMENT 


ALL-STEEL 
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SELL THE TIME-PROVED 


TABLE TOP 
AUTOMATIC ELECTRIC WATER HEATER 


Tops for Convenience! 
Tops in Dependability! 
Tops in Hot Water! 

Tops in Sales for you! 


tops in Table Tops 


Yes, top sales profits too, from this space saving 
| water heater that always has oceans of hot 
backed by 33 years r Senco rescarels ! water ready for instant use. 

The Sepco table top model is standard 24" 
x 25”’ x 36” with a 4” back splash. 30 gallon 
capacity. Sales are easy to make when one cus. 
tomer tells another about dependable Sepco 
performance and the convenience of this new 

Sepco table top model. 


Plus these features for more sales: 


Exclusive Immersion Thermostat 

Radiant Heating Unit 

Copper and Brass Heat Trap 

Three-inch Fiberglas Insulation 

Exclusive Copper Helical Diffuser 

3001b. Hydrotest Welded Steel Galvanized Tank 





seliieetinemeemeeemeemesaimane a 





Yr —T 
Sepco Round Model 

30-50-66-80 gallon capacity with the exclusive 

Sepco Hot-Center that radiates heat from 4 

vertical position in the center of the tank 
Equipped with the exclusive Sepco Immer- 

sion Thermostat with snap action response to 

inside temperature change. 





NEW 30 gallon Sepco Table Top Model! 


hitomatic Electric heater Company 


(a N 
/ s\ 
Pioneer in dependable water heating since 19165 \ Se } 


~ A 
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MOTOR REPAIR 
AND REBUILDING MATERIALS 


cer it FROM GUE 


WHATEVER YOU NEED - 
YOU'LL FIND IT HERE! 


Everything from wire 
to dynamometers — 
hundreds of items you 
use every day —all 
clearly listed for fast 
and easy ordering. 
Send For Your |Wi BLUE 
CATALOG Today. 


WHEN YOU WANT IT 


QUICK—CALL IWI! 


Most orders are 
shipped the day they 
are received. Get 
everything you need 
from IWI fast, on one 
shipment. For service, 
it’s WH! 


INSULATION AND WIRES 
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ESSEX MAGHET WIRE 
... Meets Every Performance “Jest! 


ESSEX MAGNET WIRE gives you just what you want, just what 
you need for every quality rewind job — maximum wind-ability 
because it’s soft, tough and flexible — it resists acids, chemicals and 
abrasion — it stands up under baking at high temperatures — its 
quality insulation is always uniform and evenly applied — it takes 
the abuse of high speed winding — and it’s more economical because 
ESSEX MAGNET WIRE means better, faster jobs with less waste. 


ESSEX MAGNET WIRE is made of pure electrolytic copper — 
tested for temper, conductivity, gauge and stretch — and is guaran- 
teed to give complete satisfaction under every condition. Ask For 


Samples And Prices. 


MACALLEN MICA 
... t Ras What Tt Takes! 


7 MACALLEN MICA is first choice in shops that guarantee quality 


jobs. MACALLEN MICA has the highest dielectric strength of all 
insulating materials — is extremely flexible for easy working — is 
unaffected by heat and temperature changes. It is fireproof and non- 
inflammable, has great mechanical strength, resists moisture, oil, acids, 
alkalies and solvents, and is always accurate in size. MACALLEN 
MICA is the best you can buy to give your customers the best—and 
is furnished in sheets of all thicknesses and sizes for mounting, cold 
forming segments, or in any other form required for your needs. 
Write For Prices And Samples. 


W-VWIEIDJ) FIBER ARMATURE WEDGES 


... With Vhe Perject Shape! 


They have the perfect shape for the best possible protection against 
electrical and mechanical failures. They’re formed to fit the motor 
slot perfectly — hold windings firmly in place — won’t turn over in 
the slot—slip over both sides of the slot cell insulation—and permit 
windings to be placed closer to the top of the slot. U-WEDJ is made 
of the finest Fishpaper—is easy to handle and use—comes in stand- 
ard 48-inch lengths or 250-foot bundles—and does a swell all-around 
job under the toughest service conditions. Send For Mounted Easy- 
To-Use Sample Set. 


INCORPORATED 


Offices and Warehouses in: 
Offices and Warehouses in: ST. LOUIS 3, MO. « ATLANTA, GA. « HOUSTON 3, TEXAS 
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Success of Exposition 
Assures Third Meeting 


THE DECISION to hold the 3rd In- 
ternational Lighting Exposition and 
Conference in the spring of 1949, at 
the Stevens Hotel, in Chicago, has 
been announced by the Exposition 
Operating Committee. 

The 2nd International Lighting 
Exposition attracted over 8,500 peo- 
ple interested in lighting from prac- 
tically every state in the Union, ac- 
cording to EX. C. Huerkamp, chair- 
man of the Exposition, which was 
sponsored by the Industrial and 
Commercial Lighting Equipment Sec- 
tion of the National Electrical Manu- 
facturers Association. 

“The success of the 2nd Interna- 
tional Lighting Exposition assures 
the holding of a third exposition in 
1949,” states Mr. Huerkamp. “The 


action of the Operating Committee 
is simply in response to the evident 
demand for such an Exposition and 
Conference on the part of lighting 
specialists of light and power compan- 
ies, electrical contractors, electrical 
wholesalers, architects and consulting 
engineers. A tremendous attendance, 
the success of the All-Industry Dinner, 
which was attended by more than 
1,100, and sponsored by the Chicago 
Section of the Illuminating Engineer- 
ing Society, and the reports of the 96 
exhibitors, who were unanimous in 
their praise of the event, all are in- 
dicative of the important role the ex- 
position plays in the advancement of 
our industry. A large number of 
sales meetings and group conferences 
held by the various exhibitors during 
the exposition indicates that the ex- 
position is serving as a vehicle for the 
launching of sales projects. 





EUREKA’S DISPOS-O-MATIC HAS FIRST SHOWING—Architects and 
builders, together with dealers and distributors, attended the first postwar 
showing of its kind in Nashville, Tenn., recently, to see the Dispos-O-Matic, 
the new waste disposer manufactured by Eureka Williams Corporation. 
Sponsored by the Braid Electric Company, 109 11th Ave., S., Nashville, the 


meeting was well attended. 


In the photo, from left to right, are: 


Sam 


Peppers, Southern regional manager, Eureka Williams Corporation; Ben 

Gambill, president, Braid Electric Co.; Edward Crane, district representative, 

Eureka Williams Corp.; and Roy Waldrop, service manager; Henry Hunter, 

district wholesale salesman; Jimmy Sisk, district wholesale salesman; Arthur 

Boyd, merchandise sales manager; and OQ. M. Johnson, city salesman; all 
of Braid Electric Company. 
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Propeller Fan Group 
Begins New Program 


A COMPREHENSIVE PROGRAM of ad- 
vertising is being put into effect by 
the Propeller Fan Manufacturer’ 
Association to give wider distribution 
of information to the trade concem- 
ing the benefits of purchasing “Certi- 
fied Rating” propeller fans. 


The Certified Rating Label, the 
Association states, is an identification 
to the buying public that fans sold 
thereunder have been tested and 
rated in accordance with the Stand 
ard Test Code for Centrifugal and 
Axial Fans. 

This Code is the recognized meth- 
od of testing fans approved by the 
American Society of Heating and 
Ventilating Engineers. 

Sixteen manufacturers of propeller 
fans—members of the Propeller Fan 
Manufacturers’ Association—arte c0 
operating in the current advertising 
program. 


New NECA Chapter 


Formed in Georgia 


A NEW CHAPTER of the National 
Electrical Contractors Association has 
been formed in the Southern Georgia 
district. 

Officers of the new chapter are De 
ronda Levy, Levy-Morton Co. 
Columbus, Ga., president; B. P. Wa 
ters, White Electrical Constructio 
Co., Columbus, vice-president; and 
M. E. Stuart, Stuart Electric Co. 
Columbus, treasurer. A. D. Stuart 
was designated as Chapter manager. 

Georgia counties included in the 
chapter’s territory are: Heard, Peach 
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GOLD SEAL 


SECOND INTERNATIONAL 
LIGHTING EXPOSITION 





Four Gold Seal winners (out of twelve) and many Merit 


Award winners used Pittsburgh Permaflector Equipment 


in the installations which won them recognition in the Gold Seal Merit Award to: 
: J, L. Phillips 
Planned Lighting Competition held in conjunction with Consulting Engineer 
. Entry: Family Reserve Insuronce Bidg. 


Architect: Worren, Knight & Davis 


the Second International Lighting Exposition 


Here is conclusive evidence that practically and crea- 
tively Pittsburgh Permaflector Fluorescent and Incan- 
descent Lighting Equipment is superior in performance 


and, design. 


Write today for complete details on how you too can 
achieve custom-designed illuminating results with this 


standard equipment. 


“Minsburgh™ 









Permafiector 





Gold Seal Merit Award to: 
Lucian Kight & John Martin 
Duquesne Light Co. 

Entry: Royer’s Dept. Store 
Architect; Brandon Smith 





, 
Pirtspurch Rertector Company 


OLIVER BUILDING - PITTSBURGH 22, PENNSYLVANIA 


PITTSBURGH PERMAFLECTORS ARE DISTRIBUTED BY 
BETTER ELECTRICAL WHOLESALERS EVERYWHERE 


Gold Seci Merit Award to: 
C. B. Morsh 
Marsh Electric Co, 


Lighting Engineers in Al! Principal Cities 


Entry: Klein's Dept. Store 








Macon, Coweta, Troup, Meriwether, 
Harris, Talbot, Taylor, Crawford, Ma- 
rion, Muscogee, Stewart, Webster, 
Schley, Sumter, Irwin, Ben Hill, 
Worth, Chattahoochee, Dooly, Wil- 
cox, Crisp, Lee, Terrell, Randolph, 
Clay, Quitman, Calhoun, Dougherty, 
Baker, Early, Miller, Mitchell, Col- 
quitt, Cook, Merrion, Turner, Ran- 
dolph, Chambers, Russell and Bar- 
bour. 


Big Promotion Program 
Planned by Universal 

SPEARHEADED by one of the most 
complete displays of electrical appli- 
ances and housewares in the electrical 
industry, Landers, Frary & Clark 
started the ball rolling with one of its 
greatest campaigns to promote Uni- 
versal ranges, water heaters, vacuum 
cleaners, small appliances, and house- 
wares. 

Backed by over a million dollars in 
national, trade, and newspaper adver- 
tising, and an additional half-million 
in point of sale promotion materials 
and participation in top radio shows, 
Universal, in 1948, will feature its 
products around the theme, “first in 
features, first in quality, and first in 
performance.” 

W. J. Cashman, director of pro- 
motion, publicity and advertising, in 


outlining the company’s advertising 
and promotion plans for 1948, stated 


that dramatic four-color advertise- 
ments would appear regularly in lead- 
ing national magazines, featuring 
Universal products in dynamic cam- 
paigns designed to bring dealers and 
consumers closer together than ever 
before. 

The Universal promotion program, 


BIG YEAR AHEAD—That’s the opinion of executives and 
sales representatives of the James R. Kearney Corporation 
who attended the 21st annual sales conference of the com- 
During the five-day meeting, sales 
plans for 1948 were outlined and new engineering develop- 
ments were discussed. Seated in front, and reading from 


pany in St. Louis. 
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which is planned for top effectiveness 
through to the point of sale, is de- 
signed to bring the power of national 
advertising to the doorstep of every 
local Universal dealer. 


New Refrigerator Line 
Includes Three Models . 


Latest appiT1ons to International 
Harvester’s new refrigeration line are 
three eight-cubic-foot household re- 
frigerators now in quantity produc- 
tion at the company’s Evansville, 
Ind., works, it was announced at Har- 
vester’s general office in Chicago. 

The new models will be competi- 
tively priced, and will be in the hands 
of dealers shortly. They will be dis- 
tributed through International Har- 
vester’s company-owned coast - to 
coast branches, and through whole- 
sale distributors in Chicago, New 
York, Boston, and Detroit and other 
large metropolitan areas. ‘They are 
the first household refrigerators to 
come off the Harvester assembly 
lines. 

Already in production are two 
models of home freezers, 4.2-cubic- 
foot and 11.1-cubic-foot, which Har- 
vester has been making for nearly a 
year. Other models of freezers and 
household refnigerators are in prepara- 
tion. 

All three models have eight impor- 
tant basic features that assure effi- 
ciency, convenience and dependabil- 
ity. These are the “Easy-Do” temp- 
erature control; ““Tight-Wad” herme- 
tically sealed unit for low cost opera- 
tion, with five-year warranty; automa- 
tic interior light; permanent insula- 
tion of spun glass fibers; all steel, life- 


left to right, are: 
president; James R. Kearney, Jr., president; James R. 
Kearney, chairman of the board and treasurer; F. W. 
Kearney, vice-president and secretary; Elon J. DeRight, 
vice-president; and George Elliott, general manager of 
James R. Kearney of Canada, Ltd. 








This de luxe model in the new re. 
frigerator line of International 
Harvester has a storage space of 
16.3 square feet of shelf area. | 
includes 26 special features. 


time construction; white, genuine 
Dulux enamel exteriors; porcelain in- 
terior with rounded corners; and a 
built-in leveller that permits the re 
frigerator to stand squarely on uneven 
floor surfaces. 

The standard model has the basic 
eight, plus four special features 
These are an unusually roomy frozen 
food “Stowaway” holding 35 pounds 
of frozen food and four ice trays; 
three extra-roomy shelves for dairy 
products, fruits, canned goods, left- 
overs; positive, gentle-action, self-clos- 
ing “Magnalatch”; and “TattleTale” 
defrost indicator. 

The de luxe model has the basic 
eight, plus the four special features of 


Walter A. Heinrich, executive vice 
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the standard model and eight addi- 
tional de luxe features. They are: 
Crisper that holds nearly 13 quarts of 
fresh vegetables and fruits; exclusive 
“Foldaway” shelf for butter and left- 
overs; handy removable shelf in the 
Frozen Food “Stowaway,” for extra 
storage space; “Pantry-Bin” for un- 
refrigerated storage that holds more 
than 114 bushels; “Frigidrawer” that 
provides temperature and humidity 
for storage of 134% pounds of meat; 
improved ice trays with tilt-out cube 
dividers and lever to break out cubes, 
whether 2 cubes or a trayful; roomy, 
easy-to-clean removable steel shelves; 
and soil resistant black base, recessed 
for standing room. 

The third new model, a super de 
luxe, has the twenty combined fea- 
tures of the other two models, plus six 
extra features and storage space of 
16.3 square feet of shelf area. The 
extra features are: two crispers that 
hold three pecks of fruits and vege- 
tables; two exclusive “Foldaway” shel- 
ves for butter and leftovers; a special 
shelf, adjustable to accommodate 
foods or containers of different 
height; “Tele-Temp” thermometer; 
easy-to-keep-clean stainless steel shel- 
ves; and a chromium plated handle 
on the “Pantry-Bin” that’s a stream- 
lined extension of the door handle. 


Norge Introduces 
New Refrigerators 


Tue Norce Division of Borg-War- 
net Corp. presented to the trade a 
new and advanced line of household 
refrigerators which, among other im- 
provements, feature greater interior 
space without added floor space, ac- 
cording to M. G. O'Hara, vice-pres- 
ident and director of sales. 

Unveiling of the products was 
made at the opening of the Midwin- 
ter Furniture Market at the American 
Furniture Mart, in Chicago. 

Other new features of the line in- 
clude installation of the automatic 
defrosting mechanism in the refrigera- 
tor door at eye level, flashing new in- 
terior styling, and the addition of a 
new small-family or apartment-size 
six-cubic-foot model. 

Four of the refrigerators are of the 
eight-cubie-foot size and these, ac- 
cording to Mr. O’Harra, provide 33- 
1/3 per cent more refrigerated food 
storage space than the prewar six- 
cubic-foot model, in the same floor 
space. In addition, they provide bet- 
ter and greater bottle storage capa- 
city and more frozen food storage 
space. With one exception, all refrig- 
erators in the line have the freezer 
compartments mounted at and ex- 














to Boost Your Sales and Profits 


Cut-away view of Silent 
Breeze *‘H.M."’ Fan Pack- 
age (installed). Now in- 
cluded in Gold Seal Line. 


Fan and Motor 


Lubricated for Life! 


It’s here—lifetime lubrication—the new development that puts 
Silent Breeze Ventilating Fans another big step ahead of competition. 
This is such an important development that we’re making it the 
distinguishing feature of a complete new line—the Silent Breeze 
Gold Seal Line—including all types of ventilating units for home, 
commercial and industrial 
use. 


Bearings of both fans and Only Silent Breeze 
driving motors are self-lubri- 


cating. That is, they are pre- GOLD SEAL 


lubricated at the factory and 
then sealed for life. pod fur- offers all these 
ther lubrication is ever re- sales clinchers: 
quired! 

Capitalize on this exclusive 
new sales feature of Silent 5-Year Guarantee 
Breeze ventilating units. Make 
full use of the Silent Breeze 
Deferred Payment Plan that Complete, Easy-to-Install 
enables your customers to or- Fan Package 
der today and delay first down * 
payment till May. 


For complete details on the A few choice dealer - distributor 
territories still available. 


Act Today! 








Never Needs Oiling 


Deferred Payment Plan 


advantages of selling Silent 
Breeze Ventilation, write or 
wire this office today. 











HOLCOMB & HOKE MANUFACTURING COMPANY, INC. 
1545 Van Buren Street © Indianapolis 7, Indiana 
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tending down one side of the in- 
terior. 

There is a total of seven models in 
the linc. Two of these are of ten-cu- 
bic-foot capacity and of these, one 
has the freezer compartment extend- 
ing across the top of the interior. The 
other ten-foot model which has a 
side-mounted freezer will hold up to 
40 pounds of frozen food. 

The interior space was achieved 
through a new assembly of the con- 
denser-compressor unit, and _ subse- 
quent elimination of the flue in the 
rear. 


Day-Brite Opens 
In Mississippi 


SIXTEEN MEMBERS Of the St. Louis 
organization of Day-Brite Lighting, 
Inc., attended the formal opening of 
the new Day-Brite plant in Tupelo, 
Miss., recently. 

This new plant contains approxi- 
mately 51,000 square feet of floor 
space and is engineered specifically 


was the principal speaker at the cere- 
monies, and George McLean, pub- 
lisher of the Tupelo Daily Journal, 
acted as toastmaster. 

The new plant will be managed by 
O. C. Klingsick. 


Oklahoma Utility Group 
Elects New Officers 


THE ANNUAL CONVENTION of the 
Oklahoma Utilities Association, made 
up of electric and gas utilities in 
Oklahoma, has been set for March 
11-12, 1948, at the Biltmore Hotel, 
in Oklahoma City. 

New officers were elected at a re- 
cent board of directors meeting of 
this association. They are: L. A. Far- 
mer, president, Ponca City; Malcolm 
Morrisson, first vice-president, Okla- 
homa City; D. W. Reeves, second 
vice-president, Tulsa; H. H. Ferrin, 
treasurer, Oklahoma City; and Miss 
Kate A. Niblack, secretary. 

Directors of this association are: 
E. C. Joullian, Oklahoma City; R. 
K. Lane, Tulsa; A. F. Potter, Bartles- 


ville; J. Y. Wheeler, Ardmore; W. L, 
Woodward, Alva; D. S. Kennedy, 
Oklahoma City; S. I. McElho«s, 
Chickasha; D. W. Reeves, W. R. 
Thomas, Ada; Malcolm Morrisson, 
and L. A. Farmer. 


These Southerners 


Can Really Sell 


TOPFLIGHT SALESMEN, whose abili- 
ties loomed up in the Bendix million 
dollar sales contest, were two south- 
erners who really outdid themselves. 

T. E. Adams, owner of Adams 
Appliance & Hardware, at Channing, 
Tex., a community of 450 popula- 
tion, sold 25 Bendix automatic wash 
ers, or five times his quota. And 
there are only 76 electric meters in 
the town! His award was an all-ex. 
penses-paid trip to Florida. 

In Louisville, Kentucky, George H 
Roach, salesman for the Anderson 
Plumbing Co., sold 81 washers dur- 
ing the contest. Putting on the 
steam in the final month, he obtained 
orders for 66 Bendix washers—at the 
rate almost three per working day’! 
He enjoyed a January trip to New 
Orleans. 


Below is shown part of the press de- 
partment in the new Day-Brite Tupelo 
plant which was opened recently. This 
well lighted department is geared for 
straight line production of standard 
lighting fixtures. In the foreground 
is the 250-ton press which will stamp 
complete reflectors and large one- 
piece fixture parts. Among those who 
participated in the opening ceremonies 
are, on the left, from left to right, 
Mayor J. P. Nanney, of Tupelo, D. J. 
Biller, president, Day-Brite Lighting, 
Inc., and W. E. Barksdale, director, 
Mississippi Agricultural and Industrial 
Board. 





for the straight line production of 
standard lighting fixtures, which the 
organization manufactures. It is said A sim 
that this is one of the most complete Me 
and modern plants in the lighting in- = confide 
dustry. vb 
The most modern equipment avail- 
able has ‘been installed. A 250-ton 
press will stamp complete reflectors 
and large one-piece fixture _ parts. 
Other equipment includes smaller 
presses and a complete continuous- 
flow washing and baking oven. 
D. J. Biller, president of Day-Brite, + ae , =. 
received the plant officially from J. 3 A 
P. Nanney, mayor of Tupelo. W. E. ; a 
Barksdale, director of the Mississippi Pot WC 
Agricultural and Industrial Board, NS eb a — 
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STRIP LIGHTING MADE EASY 
and Economical 
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Continuous strip lighting can now 
be easily installed without — a ils romey coal 
manufacturing requirements. 


sure fire industrial feature hich 
steps up production in plants and 
uses a minimum amount of cur- 
rent. Sales talks cannot explain 
what one sample can prove. Ask 
your wholesaler or 

write us today and 

you ll be proud of 

your Work-O-Lite 

installations. 














A handsomely finished, well 
made commercial fixture 
that requires no speciai wir- 
ing to install. An assurance 
of lasting satisfaction to 
your customer. 


A simple design that is beautiful in appear- 
F ance and extremely efficient in operation — 
a fixture you can specify with utmost 
confidence. All Work-O-Lite fixtures carry 


ig SEE Sha Welte@reantn 


ASK YOUR LOCAL 
WHOLESALER TODAY MFGS. OF COMMERCIAL, INDUSTRIAL, RESIDENTIAL INSTALLATIONS 


A. (AMO) M. ORLICK, Southern Rep., P. O. BOX 1033, SANFORD, N. C. 
WORK-O-LITE CO. — 522 CORTLANDT ST., BELLEVILLE 9, N. J. 
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NATIONALLY 
ADVERTISED 


plus all these 
SALES HELPS! 


FAN-PAC 


“PACKAGED VENTILATION’ 


ATTIC FANS — Packaged in sound- 
proofed housings ready for installa- 
tion. 24”, 30”, 36”, 42”, 48” sizes. 
“V" belt motor driven. 


PANEL FANS (not illustrated) — 
Direct or “V” belt motor driven. 16”, 
mw wa, 2, ew we, 2, @. 


AL 
nareearisiNs 


PROFIT WITH FAN-PAC LINE 
Send in the coupon below today to 
take advantage of this quality line, 
effective national advertising and sales 


helps. 
SUSEEER MAIL TODAY SESEE8 


American Machine and Metals, Inc., 

De Botuezat FaNs Division, Dept. S, 
East Moline, Illinois 

Without obligation, please rush latest FAN- 
PAC prices, discounts and catalog. 


Firm Name 





Atlanta Firm Appointed 
As Union Distributor 


ANNOUNCEMENT has been made of 
the appointment of L. Morris Lan- 
ders Company, Atlanta, Ga., as dis- 
tributor for Union Insulating Co., 
Inc., Parkersburg, W. Va. 

Among the products manufactured 
by Union Company are weather- 
proof sockets and attachment plugs, 
decorative sockets and streamers, fu- 
stats and adapters, bakelite outlet 
boxes and covers, and bakelite and 
porcelain bushings. 


Electrical Association 
Elects S. L. Drumm 


Orricers to serve in 1948 were 
elected at a recent meeting of the 
Electrical Association of New Or- 
leans. Streuby L. Drumm, general 
sales manager, New Orleans Public 
Service, Inc., was unanimously elected 
to serve as president. He succeeds 
Wayne B. Wands, of Wands, Inc., 
an electrical appliance firm. 

Other officers elected for 1948 are: 
C. C. Walther, executive vice-pres- 
ident; R. A. Mackenroth, vice-pres- 
ident, wholesalers; utilities, manufac- 
turers; W. E. Hobson, vice-president, 
refrigeration; W. C. Ellis, vice-pres- 
ident, electrical contractors; FE. W. 
Schneider, vice-president. air condi- 


tioning and ventilation; Walter Leo, 
hard, vice-president, radio; W. f 
Clement, director of publicity; J, 
Guidroz, secretary; and I. W. Tutt 
treasurer. 

The executive committee is con 
posed of A. B. Lindauer, James \ 
Roos, E. N. Avegno, C. E. Ree 
Hutson Colcock, Paul Hogan, Chy 
les E. Corrigan, Jr., C. W.-Nug 
baum, and Wayne B. Wands, ex-off, 
cio. 


Westinghouse Announces 
Nine Heater Models 


NINE NEW ELECTRIC home hey 
ers for national distribution have bee 
announced by the Westinghouse 
Electric Corporation. Eight of them 
are 240-volt units, the other a 12). 
volt model. All are in production j 
the Westinghouse plant at Emen. 
ville, Calif. With one 120-vol 
1250-watt portable heater that ha 
been in production for the past vea 
the new units bring the company’ 
full line of electric heaters to a tot 
of ten, all of which are listed by Un 
derwriters’ Laboratories, Inc. 

Production facilities and _ staff a 
Emeryville will be enlarged as rapidh 
as requirements and conditions per 
mit, according to S. L. Forsyth, sales 
manager for the Home Heating De- 
partment. Plans have been com 


= 
a. 
9 - 


MOE-BRIDGES HOLDS SALES MEETING—Factory representatives of the 
Moe-Bridges Corporation, Sheboygan, Wis., manufacturers of lighting equiP- 
ment and electrical appliances, met recently to set the scene for the inaugt- 
ration of a national advertising and promotional campaign on the company* 


Unite-A-Lite fluorescent pin-ups. 


Shown is one of the sales groups with 4 


point of sale display and demonstrating panel now being offered dealers. 


From left to right are: 


H. A. Kahn, H. George Shefler, Phoenix, Arizona: 


T. M. Gage, Theo. M. Gage Co., Cleveland, Ohio; D. L. Calmes, Dallas |- 
Calmes, Houston, Texas; M. J. Cleary, M. J. Cleary Co., St. Louis; J. 6. 
Rainey, sales manager, Moe-Bridges Corp.; M. M. Rivera, M. Morin Rivera, 
New Orleans; V. H. Branham, Branham and Lumpkin, Atlanta and Char- 
Jotte; and C. E. Moffet, E, R. Palmtag Co., San Francisco and Los Angeles. 
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pleted for nation-wide distribution of 
all units comprising the line, with 
the Pacific Coast and southeastern 
states expected to be major market: 
for the new heaters. ; 
The company’s decision to manu- 
facture the unit type of heater was 
made only after a thorough study of 
all types of electric home heatin 
Such heaters may be used for auxilt 
ary heating wherever suitable current 
is available or for complete heating in 
areas where winters are mild. Eee. 
tric heat is entirely free of dirt on 
duces no smoke, fumes or ashes, fies 
not remove oxygen from the air and 
is subject to simple, convenient con- 
trol, Mr. Forsyth reported. : 


Fan Manufacturer Elects 
Donley General Manager 


_ELECTION of Harold B. Donley as 
vice-president and general manager 
and a member of the Board of Hun- 
tr Fan & Ventilating Company 
Memphis, Tennessee, has “ag an- 
nounced by R. H. Peoples, president. 


‘3 eek oasectts - 


Ivory Bakelite—660W-250V. Fo 

round boxes. Extra V9" oversize desi 

tion. Rigid terminals, large binding h f 
No. 10 aluminum wire. Light weight; n shipping and handling. 
Not subject to mechanical stresses found in porcelain. Minimum broskags. 
Washer head screws furnished for quick mounting. Listed and Approved by 
Underwriters’ Laboratories, Inc. 


Harold B. Donley the i 
e immense proportions | i 
ong predicted and vit 
ally needed 


illions of ceiling fixtures will be required now and for th 
e 


‘ ey as fo wenty fi : 
was T VC ense market. 


a = the Westinghouse Electric 
poration. For eighteen y 
years he Slater’s one-piece i i 
ivory bakelite key] 
yless lamp holder is an 
other 


held, progressively, manageri i 
tions in the sales, aap ge ae petee- epee asione. gsc3ts ) 
tment of ys owas goes foresight in design oe ie sini os 
Mansfield, Ohio location. Later he i : 
ben oe lr mesg wa be Electrical contractors will find in i i 

ig evn Electric Supply Co a a ss a r Lifes pee = 
‘ 1 tate 8 ply Co. ying this Slater Lifetime product. 
“a ap io Division when Westing- 
- nb pe the home radio field. 
ane 4 organization and establish- 
pera the division’s manufacturing 

gincering, and sales activities at A 


ge sal Pa. 

Junter F. . MI 

alc woe & Ventilating Com- ELECTRIC & FG. co. } yun 

the fa entering its 62nd year in wooosiDeE, new YORK LY wi . Bi 
n manufacturing business. 
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Air Equipment Co. 
announces it’s line 
of heavy duty 


NS 


Fifty-four years of experience and 
progressive engineering go into the 
manufacture of the new heavy duty 
industrial and household FRIGID- 
AIR-FANS. 
) These large, carefully engineered 
*» units are built for long, hard serv- 
ice, with a minimum of operating 
2 and maintenance cost. 


_ Belt Driven FRIGID - AIR - FANS 
range in size from 30” to 48” and 
are equipped with heavy duty 110 
or 220 Volt 60 cycle single phase 
AC motors. FRIGID - AIR - FANS 
frames are sturdily constructed with 
12 gauge hot rolled steel panels— 
complete electrical welding assures 
greater strength and less vibration. 
Reports from customers and deal- 
ers everywhere are uniformly free 
of trouble. 

> Direct Connected Industrial 

_ FRIGID-AIR-FANS range in size 
|, from 12” to 30” and are equipped 
* with heavy duty 110 or 220 Volt 
60 cycle AC motors. These units 
also boast the FRIGID-AIR-FAN 
completely welded frame. 
_,, Air Equipment Co. now offers new 
>» and protected franchises — attrac- 
tive discounts and immediate de- 
_ >» livery to Manufacturers’ Agents 
and Distributors interested in han- 

, dling this complete line of ven- 

tilating fans. 


Mailed the attached 
coupon today 


Texas Chapter NECA 
Owns Headquarters 


Tue Nortueast Texas Chapter of 


_ the National Electrical Contractors 


Association is believed to be the first 
NECA chapter to own its headquar- 
ters building. 

Located about a mile northwest of 
Dallas’ business section on McKinney 
Avenue, the offices are but five min- 
utes from downtown by automobile, 
and only slightly longer by one of the 
five public transportation lines which 
pass the door. 

When the property was purchased 
about a year ago, the building, 
though less than two years old, re- 
quired considerable altering and im- 
proving to make it fit the require- 
ments of efficient and attractive of- 
fice space. Acoustical ceiling tile, as- 


bestos tile flooring, smart fluorescent 


fixtures, and a 20-foot spread of deep, 


built-in cabinets for office equipment 


and records are features of this up- 
to-date chapter headquarters. The in- 
terior is decorated in a pale tone of 
green which reflects natural light but 
avoids glare. 

Occupying the two front offices arc 
the manager, Lawrence Martin, and 
the chapter office secretary, Miss 
Billie Heiman. The larger rear office 
serves as an excellent membership 
room for monthly meetings and also 
as an office for the assistant man- 
ager, M. F. Baldwin. Back of the 
building a graveled parking lot, near- 
ly 4,000 square feet in extent, is more 
than adequate to meet requirements 
even when members are attending 
chapter meetings. 

Considering important angles such 


as efficiency of operation, assured 
continuity of occupancy, economical 
cost, and pride in its headquarters, 
the Northeast Texas Chapter is con- 
vinced that its property purchase was 
a farsighted investment. 








DATES AHEAD 


National 


Fourth Annual Adequate Wiring Conference, 
Stevens Hotel, Chicago, Ill., February 26, 1948. 
(In eonjunction with Annual Convention and 
Exposition, National Association of Home 
Builders, Feb. 22-26, 1948) 


Winter Convention, National Electrical Manu. 
facturers Association, Edgewater Beach Hotel, 
Chicago, Ill., March 14-18, 1948. 


Annual Convention and Radio Engineering 
Show, Institute of Radio Engineers, Hotel Com. 
modore and Grand Central Palace, New York, 
N. Y., March 22-25, 1948 


Fourteenth Annual Sales Conference, Edison 
Electric Institute, Edgewater Beach Hotel, 
Chicago, Ill., April 6-8, 1948. 


Annual Convention, National Electrical 
Wholesalers Association, Statler Hotel, Buffalo, 
N. Y., May 3-7, 1948. 


Summer General Meeting, American Institute 
of Electrical Engineers, Mexico, Federal Dis- 
trict, Mexico, June 21-25, 1948. 


Annual Convention, [Illuminating Engineer. 
ing Society, Hotel Statler, Boston, Mass., Sep- 
tember 20-24, 1948. 


7th Annual meeting of National Electrical 
Contractors Association, Roney Plaza _ Hotel, 
Miami, Fla., Nov. 30 to Dec. 3, 1948. 


Southern 


District No. 5 Convention, National Electrical 
Contractors’ Association, Dallas, Texas, March 
29-30, 1948. 


Annual Conference, Southeastern Electrical 
Exchange, Boca Raton Club, Boca Raton, Fla. 
April 8-10 1948. 


Spring Conference of the Engineering and 
Operation Section, Southeastern Electrical Ex- 
change, Tampa Terrace Hotel, Tampa, Fia.. 
May 6-7, 1948. John W. Talley, executive sec- 
retary, 303 Haas-Howell Building, Atlanta 3, 
Georgia. 
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~ AIR EQUIPMENT CO. a = pan 
1713 W. Carroll Ave., Chicago, Ill. eee exe catl ae P for its 
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Name 
Address. 
City 


AIR EQUIPMENT CO. 


1713 W. Carroll Ave., Chicago, Ill 
Warehouse—630 S. Miller St 











A building of its own for offices and meeting rooms is one of the accomplish- 
ments of the Northeast Texas Chapter of the National Electrical Contractors’ 
Association. Parking space in the rear adds to its convenience. 


ELECTRICAL SOUTH for FEBRUARY, 1948 








ired 
‘ical 
ters, 
-On- 
was 


nee, 
948. 
and 
ome 


anu- 
otel, 


ring 
om- 


ork, 


ison 
otel, 


‘ical 
‘alo, 


tute 
Dis- 


eer- 
Sep: 


ical 
tel, 


rigidaire Exhibits 

ew Refrigerators 

| FEATURING new space-saving and 
od storage improvements, the new 
948 “Bigger but Smaller” line of 
‘igidaire electric refrigerators was 
Bown at the opening of the annual 
:miture show in Chicago recently. 
Called the MJ line, the new four 
model series, in development since 
hefore the war, derives the term “Big- 
et but Smaller” from an increase of 


ipproximately two cubic feet of stor- 


bee space within almost the same ex- 
Heriot dimensions as previous lines. 


Thus, a six-cubic-foot model oc- 


Irupies about the same space as the 
Hrevious four-cubic-foot model; the 
keven-cubic-foot model, the space of 


» five; and so on. 
This increased space is accomplish- 


ed by rearranging the compressor and 


its companion condenser and evap- 
prator. Space formerly allotted to the 
mechanism has ‘been transformed in- 
9 an enlarged food compartment. 
Suggested retail prices are $194.75 
for the six-foot model, $229.75 for 
the seven-foot model, $269.75 for the 
nine-foot model, and $299.75 for the 
leven-foot model. Quantity deliver- 
ies are already under way. 

The new models not only retain 
basic Frigidaire features but several 
ditional new ones for safe, com- 
lete food storage have been added. 


hattanooga Chapter 
Elects New Officers 


Succrepinc L. A. Ragon as pres- 
ident of the Chattanooga Chapter, 
NECA, is W. A. Jewell, formerly 
vice-prestlent of this organization. L. 
E, Lawson was elected vice-president, 
succeeding Mr. Jewell. Philip H. 
Sweet was re-elected to serve as treas- 
urer. 

New board members elected are 
lerbert Haile and John Terrell. 
George M. Worth is the chapter’s 
pemanent secretary and manager. 


Meier Appoints 
New Distributor 


APPOINTMENT of a new distributor 
‘or its products in Georgia, Alabama, 
and Florida, has been announced by 
The Meier Electric & Machine Co., 
Inc., of Indianapolis, Ind., makers of 
Nuair Windofans, Filt-R-Fans and 
propeller blades. 

The new distributor is Alex. Cor- 
bett & Associates, who maintain 
headquarters at 2727—49th Street 
St. Petersburg, Fla. 
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BRIEGEL 


ALL-STEEL 
INDENTER-TYPE 


Select the best, insist on 
Briegel All Steel Fittings, the 
only approved Indenter type 
connectors and couplings for 
thin wall conduit tubing. You 
will not only find that Briegel 
Indenter Fittings are easier 
and faster to use, but also 
make neater, stronger con- 
nections. Two Easy Squeezes 
and they’re set. Start using 
Briegel Fittings today. Have 
more satisfied customers— 
more profits from each job! 


DISTRIBUTED BY 
The M. B. Austin Co., Northbrook, Ill. 
Clayton Mark & Co., Evanston, mm, 
Clifton Conduit Co., Jersey City, N. J. 
Gen. Electric Co., Bridgeport, Conn. 
The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn. 
National Enameling & Mfg. Co. 
Pittsburgh, Pa. 


j All B-M Fittings Carry the 
Underwriters Seal ef Approval 


Cross Section Show- 
ing Indentations. 


BRIEGEL 
METHOD 
TOOL CO. 


GALVA, ILLINOIS 





Explosion-Proof 
and Dust-Tight 


_* 


VA Sealing 
Pylet 


ERSA 
2-gang Switch 


Hazardous Location Wiring Is 
Handled EASILY and SAFELY 


with this line of explosion- 
proof and dust-tight Pylets. 
Substantial construction 
with heavy cast metal gal- 
vanized bodies, overlapping 
screw covers, and union type 
conduit hubs provides the 
protection required for this 
class of wiring. Junction 
Pylets are available in a full 
range of types and sizes, with 
up to 8 conduit hubs. Type 
VA Sealing Pylets have re- 
movable covers which can be 
mounted in any one of four 
positions for pouring sealing 
cement. Consult your Pylet 
catalog 1100 for complete 
listings of all types. 





THE 
PYLE-NATIONAL 
COMPANY 
1354 N. Kostner Avenue, Chicago 51, Illinois 
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Members of the sales department of Thurow Distributors, Inc., Tampa, Fh, 
attending the three-day general sales meeting, heard the company’s comple, 
plans for 1948, as outlined by H. M. Carpenter, president. 


Three-Day Meeting 
Held by Thurow 


CoMPLETE PLANS for 1948 were 
announced by H. M. Carpenter, pres- 
ident, Thurow Distributors, Inc., 
Tampa, Fla., at their recently held 
three-day general sales meeting. 

The meeting was attended by fac- 
tory representatives and approximate- 
ly 40 members of the Thurow sales 
department, who heard W. P. Laws, 
sales manager, outline the sales pro- 
gram for the year. J. A. Mook, Jr., 
manager of advertising and sales pro- 
motion, presented the organization’s 
advertising and sales promotional 
program for 1948. 

One of the outstanding features of 
the meeting was the announcement 
of new distributor appointments and 
the announcement that the company 
had been appointed distributors for 
the entire territory, which they serve, 
on Emerson fans, General Mills ap- 
pliances, and exclusive distributorship 
on Thermador electric ranges and 
electric water heaters. 


Tennessee NISA Chapter 
Elects Miller President 


THE ANNUAL meeting of the Ten- 
nessee Chapter, National Industrial 
Service Association, was held in Nash- 
ville recently to elect officers for the 
new year. 

M. G. Miller, of the Tennessee 
Electric Motor Service, Knoxville, 
was elected president. Other officers 
elected are: vice-president, Earl E. 
Wright, Dixie Industrial Service, 
Chattanooga; secretary-treasurer, Joe 
Wescott; and directors, Ralph W. 
Trobaugh, Industrial Electric & Sup- 
ply Company, Memphis, and J. V. 
Edenfield, Nashville Armature Com- 
pany, Nashville. 


The principal speaker at the lu 
eon meeting was Fred W. Smith, 
rector of public relations, Gene, 
Shoe Corporation, Nashville, wh 
spoke on the subject “Human Re; 
tions, the Art of Together-ness.” 


Theobald Electric 


Is Incorporated 


ANNOUNCEMENT has _ been —% 
that E. J. Theobald, Jr., H. L. The 
bald, and E. B. Theobald “the iD- 
corporated under the name of The 
bald Electric Supply Company. 

The organization, located at 6} 
South Twelfth Street, Louisville 3 
Kentucky, is a wholesale compa 
carrying a complete line of electri: 
supplies, commercial and _ industria 
lighting fixtures, and will operate i 
Louisville and the surrounding are 


Cory Buys Rights 
To New Product 


THE AcguisiT1ion by Cory Cop 
oration for an undisclosed amount of 
all tools, dies, and complete man 
facturing and sales rights for an ele 











WANTED 


MANUFACTURER’S 
REPRESENTATIVE 


In major appliance selling to con- 
tact jobbers and_ utilities. Should 
have an engineering background. 
Products—electric and gas _ waler 
heaters, fans and blowers. State com: 
plete qualifications and territory cov 
ered when answering. 


THE CLEVELAND HEATER CO. 


Cleveland 14, Ohio. 
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tric knife sharpener, recently develop- 
ed by G. M. Laboratories, Inc. of 
Chicago, has been announced. A 
joint announcement was made by A. 
J. McMaster, president of G. M. Lab- 
oratories, and J. W. Alsdorf, pres- 
ident of Cory Corporation in which 
the transaction was disclosed. 

The product is novel in that it op- 
erates on the principle of abrasive 
sharpening wheels, powered directly 
by a small electric motor. It is strik- 
ing in design and simple in operation. 


iron Service Stations 


Established by Waverly 


Two new authorized service sta- 
tions for the servicing of the Steam- 
0-Matic electric iron have been ap 
pointed by Waverly Products, Inc., 
manufacturers of the iron. The sta- 
tions are equipped to give prompt 
service and eliminate the necessity of 
returning irons to the factory. 

The new. service stations are 
Woodall Electric Appliance Co., 
1024 Boulevard, N.E., Atlanta, Geor- 
ia, and Florida Electric Sales & Serv- 
Fice Co., 733 S. W. 8th St., Miami, 
Florida. 


Representative Named 
By Wire Manufacturer 


APPOINTMENT Of the P. T. Brad 

ey Company of Philadelphia and 
Washington, as sales representative 
for the Carolina Industrial Plastics 
Corporation, Mount Airy, N. C., was 
announced recently by the plastics 
fim’s president, R. N. Bonnett. 

The Bradley Company will handle 
the Mount Airy manufacturer’s entire 
ine of thermoplastic insulated wire. 
Its territory will include southern 
New Jersey, Pennsylvania, Maryland, 
Delaware, northern Virginia and the 
District of Columbia. 


New Catalog Issued 
By Ward Leonard 


Warp Leonarp Electric Company, 
Mount Vernon, N. Y., announces 
publication of their new Catalog 
D-30, which fully describes and illus- 
tates a comprehensive line of stock 
units in resistors, rheostats, and radio 
amateur relays. 

_It covers Vitrohm rheostats and re- 
sastors, in a wide range of types and 
values, now available from stock for 
industry, laboratories, schools, radio 
servicemen, and amateurs. Also cov- 
ered in the catalog is a complete stock 
line of radio amateur relays for stand- 
ard applications based on the practi- 
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Yes, there are EIGHT fine fans in the new 1948 Bar- 
Brook line of Window and Attic fans. From the smallest 
room to the largest home or building there is a Bar-Brook 
fan for every cooling need! 


The new Bar-Brook Window Fans 
are styled for modern living. All 


Breezebuilder* Attic Fans have earned a 
reputation for quiet, economical operation 
and trouble free performance that has 
made them popular for more than 15 years. 
You can guarantee your customers cool- 
ing, refreshing breezes for years to come 
with Bar-Brook Breezebuilder* Fans. 


feature rubber 


mounted direct 


drive motors with two speed sel- 
ection. Each packaged as complete, 


“carry home” unit. 


Here are eight popular, fast moving Bar-Brook 
cooling appliances that will mean more and greater profits 
for you. Write, wire, or phone for full details about Bar- 


Brook’s 
information. 


GREAT EIGHT for °48 


and complete dealer 


BAR-BROOK FANS 


Cm) 


~ i? 
\ 4 


ELECTRICAL SOUTH for FEBRUARY, 1948 


BAR-BROOK MFG. CO., INC. 
6133 LINWOOD 
SHREVEPORT, LOUISIANA 


a) 
> /BREETEBUILDER 
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STOP 


UNNECESSARY 


INS 
PIERCE 


Balanced Lag 
RENEWABLE FUSES 


Exclusive Features, developed by Pierce 
gineers, dissipate by 
ink Desiga 


en) 
we 
2. Screen Ventilation 


Typical High overi 


NOTE: The elapsed time at 200% fuse 
load is a few seconds, but at 
135% load may be many minutes. 


Pierce Balanced Lag fuses concentrate addi- 
tional lag in the safe overload range, from 
100% to 200% load, where lag is needed 
to prevent unnecessary fuse blows. 


FREE: Balanced Lag Link to inspect and 
test. Specify amperage, voltage. 


Southern Representatives 
George R. Koeln & Co. 
144 Walker Street, S. W. 
Atlanta 3, Georgia 
D. L. Glidden Engineering 
& Equipment Co. 
3802 Winchester Street 
Houston 3, Texas 


PACIFIC 
AVE. 
BUFFALO 7 

N.Y. 





cal needs of amateurs all over the 
world. 

A copy of Catalog D-30 may be 
procured by writing to Radio and 
Electronic Distributor Division, Ward 
Leonard Electric Company, 53 W. 
Jackson Blvd., Chicago 4, Illinois. 


New Wire Manufacturer 
In South Carolina 


A NEW CONCERN, the Atlas Wire 
& Cable Co., Inc., has been organized 
at 218 West Darlington Street, Flor- 
ence, S. C., for the manufacture of 
non-metallic sheathed cable. 

R. P. Schofield, Jr., president of 
the company, announces that Frank 
W. Kania, formerly associated for 
twenty years with The Collyer Insu- 
lated Wire Company, Pawtucket, R. 
I., has been appointed general man- 
ager and is to be in full charge of pro- 
duction. 

Mr. Schofield said, “This is a Sou- 
thern organization with Southern 
capital and Southern labor.” 


Alabama Distributor 
Purchases Building 


ANNOUNCEMENT of the purchase of 
a new building at 600 North 7th St., 
Birmingham, Alabama, by the Steel 
City Supply Company, Inc., Crosley 
distributors, has been made by Rob- 
ert F. Hall, president. 

The building is two-story, 50 x 170 
feet, of brick and reinforced concrete 
construction, and is so designed that 
two additional floors may be added 
to furnish 34,000 feet of floor space. 

Purchase of the building marks the 
tenth anniversary of the Steel City 
Supply Company. 

The work of remodeling and im- 
proving the building will begin im- 
mediately, according to Hall. 


New Building Completed 
For Carolina Plastics 


Tue First of five new buildings 
planned by the Carolina Industrial 
Plastics Corporation, Mount Airy, 
N. C., has been completed, and a 
second of the new units is nearing 
completion. 

These first two buildings will be 
used for manufacturing, power, and 
warehousing purposes. Other build- 
ings will be devoted to space for of- 
fice, laboratory, and warehousing. 

Officers of the Carolina Industrial 
Plastics Corporation are R. N. Bon- 
nett, president; D. L. Webb, vice- 
president, and L. B. Webb, secretary- 
treasurer. 


—YOUR OPPORTUNITY 
TO DISTRIBUTE 


WINDOW FANS and 
VENTILATING FANS 


Perfect Cooling Through 
A-I-R V-E-N-T-I-L-A-T-1-0.4 


For Home @ Apartments 
Office © Industry 


PROFITABLE TO SELL! 


“SECO” Portable 
DUAL PURPOSE 
WINDOW Fan 


Provides easy, simple installation in any 
desirable Window opening. When placed 
on floor of Home or Office it quietly blows 
cooling Air. Over-All Dimensions 24” x 
24” x 10”. 


“SECO” BELT DRIVEN 
COOLING FAN 


Greater air capacity for maximum A-!-R 
V-E-N-T-1-L-A-T-1-O-N. Ideal for Homes, 
Schools, Churches and for Industrial Installo- 
tions — Its simplicity of design permits easier 
installation in Walls, Attics, or Penthouses. 
Slow Speed — Quiet — Powerful. 


24”, 30”, 36”, 42", 48”, 





Write For Complete Information, 
Specifications and Prices on SECO FANS 


SECO-LITE MFG. CO. 


4916 EASTON AVE., Dept. ES, ST. LOUIS 13, M0. 
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E. George Hartmann has been ap- 
pointed general sales manager of John 
A. Roebling’s Sons Company, Tren- 
ton, N. J., according to an announce- 
ment by E. C. Low, vice-president 
in charge of sales. 

Mr. Hartmann, who brings to his 


George Hartmann - 


new position over twenty-nine years 
experience in the wire field, has been 
associated with the Roebling Com- 
pany since 1940. He is widely 
known in the industry and is a mem- 
ber of the Wire Association and the 
American Iron and Steel Institute. 


*k ok * 
* * %* 


The Kahn Manufacturing Co. Inc., 
of Milwaukee, manufacturers of flou- 
rescent lighting equipment, an- 
nounces the appointment of Edwin 
A. Nickel as general sales manager. 
For the past 7 years Mr. Nickel has 
been a prominent figure in the light- 





A new, sparkling book detailing 
the famous Emerson-Electric Fan Line is hot off the press... 
and yours for the asking! \n 32 beautifully-illustrated pages you'll 
find the pick of the Fans for 1948. 


Again this year, demand may exceed supply, so anticipate your 
1948 needs at once. Send today for your 1948 Emerson-Electric 
Catalog to use as your guide to fan profits in 1948. 


E. A. Nickel THE EMERSON ELECTRIC MFG. CO. 

St. Louis 21, Mo. 

ing industry as sales manager for the 

Mitchell Manufacturing Company, 

of Chicago. 
He brings to the Kahn organiza- 


= and their distributors an unusual EM ERSON phates E LE CT R f Cc 


ackground of over 20 years’ experi- 
cane in advertising, sales, and mar- MOTORS:-FANS ——iQ=——~ —"we APPLIANCES 
keting, largely in the lighting and “ 
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electrical fields, having served pre- 
viously with Sylvania Electrical Pro- 
ducts Co., Dictograph Product Co., 
and with Lennen & Mitchell, adver- 
tising agency. 

The work of introducing the new 
1948 Kahn line to electrical whole- 
salers, contractors, architects and 
utility lighting men will be spearhead- 
ed by Me. N.ckel, who will maintain 
an office at the factory in Malwaukee 
as well as in Chicago. 

oe oe cg 

F. W. Knoeppel, formerly electri- 
cal engineer, U. S. Naval Air Sta- 
tion, Richmond, Fla., has entered the 
manufacturers’ representative field 
with his office at 1713 S. W. 9th 
St., Miami 35, Fila. 

Mr. Knoeppel will cover the State 
of Florida for the various manufac- 
turers whose lines he _ represents, 
which are: Walker Electrical Com- 
pany, Atlanta, Ga.; Electrical Engi- 
neers Equipment Co., Melrose Park, 
Ill.; and Major Equipment Co., Chi- 
cago, Ill. 

~ aed a 

Appointment of Ellis L. Redden as 
manager of sales promotion and train- 
ing, Joseph A. Schulte as advertising 
production supervisor, and Paul A. 







































Ellis L. Redden 


Ryan as director of public relations 
and publicity, has been announced 
by S. D). Mahan, director of advertis- 
ing and public relations, Crosley Di- 
vision, the Avco Manufacturing Cor- 
poration. 

Mr. Redden comes to Crosley 
from Norge Division of the Borg- 
Warner Corporation where he was 
manager of sales promotion and 
training for more than two years. 
Prior to this, he had been associated 
with the McCann-Erickson Advertis- 
ing Agency, New York City, on 





vo : 


314” outlet box or plaster ring. Self- 
grounding — regular 2-wire cord and 
plug may be used. 


trical supply houses. 


In Canada: address all inquiries to Amalgamated 


Electric Corp., Ltd., Toronto 6, Ontario. 


*Patent No. D-141024, others pending. Underwriters approved. 


Be IT’S EASY TO SEE WHEN IT’S 


DAY- ae = 
pli Lez Lg 








OOD 


stYDEE EUAN GER | 


' 
Just connect wires, screw to outlet box and 
your chain suspension fixture is hung —in a 
few minutes. All it takes is a screwdriver! 
Complete with receptacle, two 5-foot chains, 
“S” hooks and cord clips. Fits standard 4” or 
each list 


Day--Brite Lighting, Inc., 5435 Bulwer Ave., St. Louis “ 
7, Mo. Nationally distributed through leading elec- a 
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J. A. Schulte 
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Paul A. Ryan 




















client contact and merchandising 
plans. 
Mr. Schulte, a native Cincinn:. 


tian, comes to Crosley from the As 
sociated Advertising Agency where he 
was production manager. Prior to 37 
months with the Army, during which 
time he was in charge of an ad 
vanced quartermaster depot in Lv 
zon, Schulte was for nine years direc. 
tor of advertising for Albers Super 
Markets. 

Mr. Ryan joined Crosley in 1943) 
and for the past three years has been 
assistant to the director of advertis 
ing and public relations. 

Prior to joining Crosley, Ryan way 
director of public relations for the 
Atlas Powder Company at the Ra 
venna Ordnance Plant, Ravenna 




















Ohio. A former newspaper man, he 
has worked on several Ohio news 
papers. 
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Thurlo F. Johnson, central regiona 
sales manager, has been named to tht 
newly-created position of director 0 
national service for the Norge Divi 
sion of Borg-Warner Corp., according 
to an announcement by M. G 
O’Harra, vice-president and directo 
of sales. 

Mr. O’Harra declared that the steg 
was taken in keeping with the com 
pany’s basic policy of assuring ownet 
of Norge appliances of complete sat 
isfaction with the products. 

J. H. Webster, who has been a dis 
trict representative, will take ove 
Johnson’s duties as central regiona 
sales manager for the time being, ! 
was announced. 

x a ad 


Aldert S. Root, formerly executiv 
field secretary for the National Con 
mercial Refrigerator Sales Associ 
tion, has joined the Refrigeration D 
vision of the Whiting Corporation 
Harvey, Ill., as district sales manag¢ 
for Whiting Food Freezers. 

According to Howard Roberts, vict 
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resident in charge of Whiting’s Re- 

‘eration Division, Mr. Root will 

we charge of the Southeastern area 

North Carolina, Georgia, 

He is a native of Ra- 

: "and a graduate of the 

nte University of North Carolina, 

nd during the war served three years 
kan officer in the U. S. Navy. 


* * * 








J. H. Townsend has been appoint- 
j sales manager of The Silex Com- 
any to succeed J. M. Moore who is 
pving the housewares industry to ac- 
et the presidency of a company in 
pither field of business. Simul- 
bneously, Paul R. Curtis was promo- 














A chain is only as strong as its weakest link. Prevent weak links 
in your product by using ILLINOIS bushings produced to meet 
Paul R. Curtis your engineers’ most exacting specifications. 


® ILLINOIS’ thorough control of production methods results in the 
td from the sales staff to become ‘as- . . , . : 

unt sales manager, the post form- manufacture of porcelain bushings of high dielectric and great 
iy held by Mr. Townsend, it was mechanical strength, with the utmost in dimensional accuracy. 


nounced by Charles H. Newman, : : : 

Eppecsident of the cnenpens Careful kiln drying and firing, at constant temperatures, prevent 
Before joining The Silex Company internal stress. 

11944, Mr. Townsend for twenty- * 
These bushings can be standard 


glaze or radio interference-proof Complete Uniformity 


glaze. Dry type bushings are Exact Dimensions 
produced for all voltages up to hiak Dielectriie Sb y, 
34.5 kv. Gasket seats are smooth ed 

; Aigh Mechanical Strength 


and ground when required. 
* 


Specify Illinois Porcelain 
for Dependability and Economy 


J. H. Townsend 


ll Y ’ 
years conducted sales operations C 

tthe public utility field, including Lf ELECTRIC PORCELAIN CO. 
hevision of branch office selling, ‘ 

hiy of trends, and market and prod- 
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HEAVY DUTY 


RECEPTACLES 


Many unique built-in features insure ade- 
quate safety fiactors, assure low mainte- 
nance, and allow ease of installation. 

The high degree of standardization and 
interchangeability of parts provide a wide 
variety of types and sizes to meet every 
requirement. 

Ratings from 30 to 400 amps., 250 and 
600 volts. 


VAPORTIGHT 
WATERTIGHT 
AND 
EXPLOSION~ 


Write on your let- 
terhead, please for 
latest catalog. 


Sold Through Electrical Wholesalers 
SALES OFFICES IN PRINCIPAL CITIES 


RUSSELL & STOLL COMPANY, INC. 


Precision-Built Electrical Equipment 
125 BARCLAY STREET, NEW YORK 7, N. Y. 








UM LIGHTING 


EFFICIENCY 


=e STONCO 


FLOODLIGHTS 


WEATHERPROOF 
CAST ALUMINUM 
NO. B153——3 light assembly shown 
mounted on island light 
uses PAR 38 lamps. 
NO. B353-—3 light assembly uses 300 
or 500 watt sealed beam 
weather-proof floodlamps. 


PREFERRED EVERYWHERE 


For Service Stations, Sports Areas, 
Industrial, Advertising, etc, 


FEATURING the SEALED Beam Type Lamps 
(Beam and Light Combined in One Unit—No 
Reflectors) Simplicity—Economy—Adaptability 


Sold Exclusively Through Wholesalers—Prompt 
Delivories—Write for Catalog. 


MANUFACTURING co. 


489 Henry Street 
Elizabeth 4, N. J. 


all . 


* 








Anderson Brass Works, Inc., of 
Birmingham, Alabama, manufactyr. 
ers of electrical power connectors ang 
fittings, announces the appointmen} 
of J. L. Howarth as general sales map. 
ager. 

Mr. Howarth, an electrical engineer. 
ing graduate, started his career in the 
Engineering Department of the Gen. 
eral Electric Company in 1924. He 
has been actively engaged in the elec. 


J. L. Howarth 


trical industry since then. During 
the past several years he has served 
as general sales manager for Roller 
Smith, of Bethlehem, Pennsylvania, 
and Electric Power Equipment Cor 
poration, of Philadelphia, Pennsyl- 
vania. 
a a *K 

Following his recent election to the 
board of directors of the company, 
Eric E. DeMarsh has been appointed 
sales manager for Burndy Engineer 
ing Company, Inc., New York City 
and Vernon, California. 

Mr. DeMarsh joined Burndy in 
1936 as chief field engineer. In 1939, 
he was made assistant director of 
company sales, domestic and foreign 

An electrical engineering graduate 
of Rensselaer Polytechnic Institute. 
Mr. DeMarch’s broad experience in 
the electrical industry stems in part 
from his earlier association with 
utility operating and construction 
companies, chief of which were the 
Consolidated Edison Co. and J. 0 
Oliver & Co., contractors. 

Ox x oa 

C. §. Hammond, formerly assistant 
to Vice-President C. A. Collier, has 
assumed duties as assistant to C. B. 
McManus, president, Georgia Power 
Co., Atlanta. 

Concurrently announced are the 
promotions of three others in super 
visory capacities. George Broadnax, 
Jr., has been transferred from his pos 
tion as manager of the Community 
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Inc., of Development Division to suoceed Mr. 
ufactur. Hammond. Robert Wardle, 

‘Ors and HiMformerly sales supervisor of the Atlan- 
intment i, division, has been named to the 


eS man. position vacated by Mr. Broadnax. 
C, M. Wallace, Jr., has been pro- 
moted from division senior salesman, 
In the HPAvanta, to division sales supervisor, 
¢ Gen. MR cceeding Mr. Wardle. 

4. He * * «* 

he eller. 


ngineer. 


Harry E. Oppenheimer, who form- 
ely represented Jules J. Dreyfuss’ 
Sons, factory representatives, Miami, 
in the states of Louisiana, Mississippi, 
Alabama, and Western ‘Tennessee, 
has been transferred to the eastern 
states and will make his headquarters 
in Atlanta, Ga. 

William C. Rozelle will now travel 
the territory formerly covered by Mr. 
Oppenheimer. Mr. Rozelle has had 
}many years experience in the elec- 
trical business and is well known in 

Fthe section he will cover. 
x ae Ok 


The Mitchell Manufacturing Com- 


Co., Inc., of New Brunswick, N. J. 
J. G. Slater, formerly treasurer of the 
company, has been elected vice-presi- 
dent and treasurer. C. V. McKay, 
who was formerly assistant to the 
president, has been elected vice-presi- 
dent. 


a 1“ a 


Appointment of Edward T. Crane 
as district representative has been an- 
nounced by Sam Peppers, Southern 
regional manager, Eureka Williams 
Corporation, Atlanta, Ga. 

A native of New York City, Mr. 


Crane attended Columbia University. 
He spent five years in service with 
the Army Air Forces. More recent- 
ly, Mr. Crane was affiliated with ra- 
dio and appliance sales division, Davi- 
son-Paxon Company, an Atlanta de- 
partment store. 

Mr. Crane will assist Mr. Peppers 
in contact work with distributors’ 
representatives and their dealers in 
the territory consisting of North and 
South Carolina, Tennessee, Georgia, 
Alabama, and Florida. He will main- 
tain headquarters at 430 Candler 
Building, Atlanta. 








Comfortable Profits - - - 
with ‘Comfort Cooling’ Units! 





During 


pany, of Chicago, announces the ap- 
pointment of Irving S. Wamer as dis- 
trict sales manager for the states of 
Virginia, North Carolina and South 
Carolina, for the entire line of Mit- 
chell lighting products, air condi- 


Pent-up demand for Reed Unit-Fans 
created by war time shortages assures 
handsome profits to dealers. Your cus- 
tomers will want a Reed — they know 
that 14 years experience and leadership 
in ventilation-fan manufacture gives them 
a more dependable fan good for years 





tioners, and Rad-i-Air germicidal 
equipment. 

Mr. Warner has had a long and 
broad experience in the lighting field 


served 
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0. as a specialist and sales representative, 
serving in this territory. It is inter- 
estering to note that Mr. Warner 

tant fm 2s and pilots his own single-engine 

ass airplane which he uses frequently in 


B traveling the territory. His tempo- 
wer fe “ty headquarters are at 336 West- 
wood Drive, Statesville, North Caro- 


the lina. . 
per- * * a 
ast, Organization changes have been 


0si- announced by John E. McAuliffe, 
j President, Triangle Conduit & Cable 


of trouble-free service. 


1001 St. Charles Ave.; 
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With the addition of three 
simple attachments to the basic 
Reed Unit Fan — you can display 
window fans, attic fans, portable 
floor fans or cial h 
jobs. A dealer has only to stock 
basic models in different sizes to 
serve this wide variety of uses. 
Only Reed offers you these features 
—write today for catalogue, prices, 
ete. 





Picture at right shows addition of 
Divert-O-Vent noiseless aluminum louvers, 
with openings adjustable to any position 
to change air direction as desired. 


Member PFMA — Certified Ratings 


14S RUNDE TAN SHIN IG 


Manufacturers of Ventilating Equipment 


New Orleans 8, La 





W 
PROFITS 


ATTIC and 
WINDOW 
FAN 
CONTROL 





$1195 cist 


There's extra profits in selling con- 
venience and comfort! Home owners 
everywhere are a ready market for 
Paragon AF Timers for the control of 
attic and window ventilation fans in 
their homes. They welcome the extra 
comfort of cooling fans ... the con- 
venience of having fans controlled 
automatically. 


@ Telechron Motored .... Self- 
Starting, Synchronous, Quiet 


@ Two Time Ranges: 0 to 10 
and 0 to 20 Hours 


@ Accurate .... Dependable 
. ++. Easy-To-Install 


@ Capacity 34 HP at 115 
Volts A.C. 


SELL comront ror 
Extra Profits 


WRITE FOR FREE SALES AIDS 








1618 12th Street 


TWO RIVERS, WISCONSIN 


BUILDERS OF ELECTRICAL 
EQUIPMENT SINCE 1905 





Peacetime Dividends 
From Wartime Research 
(Continued from page 50) 


Anotker typical problem relating to 
applied research is the present inten- 
sive study of the phenomenon known 
as “gas clean-up,” which refers to the 
mystifying disappearance of gas from 
a gas-filled tube. The aim in this -par- 
ticular case is to obtain comprehen- 
sive information on the factors in- 
volved, so that gas disappearance can 
be minimized or utilized in future 
tube designs and applications. The 
investigation thus far indicates the 
anode as the probable recipient of the 
gas. It is thought that the gas ions 
strike the anode surface with suffi- 
cient force to penetrate the surface 
and remain lodged within the mate- 
rial. The release of this gas from the 
anode can then be effected only by 
heating the latter to a high tempera- 
ture. 

The elimination of the phenome- 
non of “microphonics” which is due 
to vibration of the internal structure 
of the tube, and which is therefore 
present to a greater or lesser degree in 
every vacuum tube, would solve many 
of the problems iow confronting the 
manufacturers of electronic equip- 
ment. Incredibly small variations in 
the internal structure of the vacuum 
tube will often produce very great 
changes in operating characteristics. 
In addition, such a structure is inher- 
ently subject to many directions and 
amplitudes of vibration. 


Country Store— 
1948 Model 
(Continued from page 47) 


der the Calcasieu trademark has in- 
cluded some of the city’s most fam- 
ous residences and commercial build- 
ings. 

The firm introduced Central Texas 
to the installment plan in home con- 
struction ‘back in the twenties. It 
brought about one of Austin’s great- 
est home-building booms. 

And now, in 1948, a new idea and 
an old one are worked together at 
Calcasieu. The old idea is to “show 
them everything—just like the old 
country store — and keep the old 
country store’s easy-going, friendly 
atmosphere.” 

The new idea is the giant-sized Cal- 
casieu display of what a_prospect’s 
home will look like when he builds 
or remodels. 

Its a new departure anda success- 
ful one, judging from constantly in- 
creasing store traffic and mounting 
sales, 








IDEAL equipment 


MAKES THE JOB 


Easier 


NOT an ordinary “Glo” Type 
... actually indicates voltages 


A safe, sturdy, pocket-size voltage tester 
that tells instantly the nominal line volt- 
age on an easy-to-read calibrated scale 
and whether AC or DC. A solenoid volt- 
age indicator and a new test lamp—each 
functioning separately provide double 
protection. Heavily insulated test prods— 
sharp enough to pierce insulation — have 
4-inch handles. Includes carrying case 


[_] FOR TESTING 
[_] Continuity of circuits 
[_] 10to500v.ac [_ ] 110 to 600. oC 
[__] Blown fuses [_] DC Polarity 
[_] Grounded side of line, motor or appliance 
[_] Frequency (25 or 60 cycle) 
C] Excessive leakage to ground 





Gives a sure, safe grip for pull. 

FISH TAPE, ing. Keeps tape reeled to avoid 

REELS, contact with “live” parts. Pro- 

PULLERS tects the hands. Eliminates slip 
page, kinks, bends or breaks 





Clamps wire, cuts insulation and 

a strips in one operation. For 
STRIPPERS stranded or solid wire— will not 
& CUTTERS § crushstrandedwire. Replaceable 


blades. Eliminates wire waste. 





F d to fit the fingers — pos 

SAFE-T-GRIP ‘atea-ante. Eliminates dangers 

FUSE of pulling and replacing car 
PULLERS tr; ge fuses by hand. 


IDEAL INDUSTRIES, Inc., Sycamore, Illinois 


Distributed Through 
AMERICA’S LEADING 
WHOLESALERS 
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Models Sell 
The Majors 
(Continued from page 48) 


kitchens. The drawing kits used. in 
this series of schools contain perspec- 
tive charts and instructions, installa- 
tion data, and a patented triangle 
which aids and simplifies the plan- 
ning of kitchen layouts. 

The kitchen planning department 
of this manufacturer has made more 
than 6,000 such plans, each including 
, blueprint layout and a photograph 
* appliance models in_ position, 
which have been sent to consumers 
sequesting this information. 

At the final meeting of each 
school, dealers and distributors are 
shown three walls of a dummy room 
from which they are asked to develop 
2 complete kitchen. The students 
take their own measurements and 
then design a complete kitchen in- 
sallation. The final step consists of 
moving “real” appliances into the 
dummy room and arranging them ac- 
cording to the plans which they 
made. The distributors, dealers, and 
their salesmen, after completing this 
course, can return to their stores with 
the “know how” to plan a complete 
itchen layout, instead of simply fill- 
ing an empty space with a range, re- 
frigerator, and cabinets. 


Organizing for 
Successful Selling 
(Continued from page 45) 


famine periods bring a lowered mo- 
tale and a possible misunderstanding 
with employers. The wise salesman 
cultivates new prospects all the time. 
He plans to spend a certain amount 
of time every day in building up his 
prospect file. He does not neglect 
his other contacts, but he keeps 
planting new seeds so that he will 
have a steady crop of sales as he goes 
along. 

There are many people that need a 
salesman’s product. Many of these 
people are not aware of their need. 
They have become accustomed to us- 
ing old, inefficient appliances and 
equipment, and do not think about 
changing to a better way until it is 
called to their attention. Others may 
be told about the desirability of a 
change, but feel that the cost is too 
much, until the economy of the new 
‘qupment or method is brought to 
their attention. 

The most effective way to secure 
the greatest number of good live 
prospects in the shortest length of 
time, with a minimum of effort, is 
through canvassing. Two or three 
hours daily canvassing will develop 











PEDESTAL FANS 


One of the most efficient 
pedestal fans available . . . 
G.E. Heavy Duty, Quiet 
Motor... patented “QUIET” 
Aluminum Propeller . 
triple plated, chrome finish, 
steel, adj I 

column Complete with 
swivel to direct air stream 
ond many other exclusive 
features. 





Please Send for 


illustrated Catalog AA? 


CIRCULATORS & DEVICES'MFG. CORP 


22 Rose Street « New York 7, N.Y 


ATTIC FANS 
Force the heat out of the 
house .. . replaces it with 
fresh, cool outside air 
Penetrates entire house. 











‘STEEL BLOWERS 
Ideol for Exhausting, 
Ventilating, Heating - 
and Forced Draft 

‘ -. - Quiet,” 
efficient, sturdy in 
tonstruction. s 




















It Costs Less to 


BLACKBURN 


me tren Y 
CONNECTOR 


Listed By 
Underwriters 


«x 


OVER 100 


CONVENIENTLY-LOCATED 
JOBBERS’ STOCKS 


—They are trouble-free on the line, 
due to their high-strength construc- 
tion of DURONZE. 


—They produce a more efficient con- 
nection. The conductivity of the con- 
nection is better than the solid wire 
itself. 


—They last longer. They will not 
season crack. That's because they 
are made of DURONZE, more non- 
corrosive than pure copper. 


—They can be re-used over and over 
again. They will not twist or distort 
when tightened up. They are the 
strongest connector made! 


BUILDERS OF QUALITY CONNECTORS FOR OVER 10 YEARS 


JASPER BLACKBURN PRODUCTS CORP. 


FIRST 
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enough live prospects to keep the 
salesman calling back and closing dur- 
ing the other hours that he has avail- 
able for work. The following are a 
few angles that will help to make 
your canvassing both pleasant and 
profitable. 

Statistics show that it takes an 
average of 25 calls to find 5 prospects 
for major appliances, 5 prospects to 
make one sale. The better trained 
the salesman, the more results per 25 
calls. 

Use a city directory. Write down 
a list of the residents in a small area 
in your territory. Have at least 20 
names. 

When you make your canvass call, 
you should be able to call the pros- 
pective customer’s name, thus making 
it easier to gain her interest and an 
opportunity to discuss your product. 

Best time for making contacts: 
most people in the residential section 
of your city are found at home be- 
tween the hours of 9 and 11 in the 
morning. The next best time for 
canvassing is between 7 and 9 in the 
evening when working couples are at 
home. 

Every city, every district, and every 
type of customer has a different 
schedule. Study your individual ter- 


ritory, find when you can catch most 
people at home and utilize that time 
for canvassing. 

Small town and rural canvassing: 
the power company will give you 
names of rural customers on tural 
lines from their meter route books. 

Another way of getting the custo- 
mer’s name in advance is to ask the 
person .n whom you are calling for 
names of the people living in the next 
3 or 4 houses down the street. By 
asking on each call, the salesman can 
continue to secure names of custo- 
mers ahead of his canvass contact. 

Use a diary to make appointments. 
In making the canvass call, if the cus- 
tomer seems to be sufficiently inter- 
ested, arrange an appointment for a 
call-back to make your sales presen- 
tation when both husband and wife 
can be at home. The use of a diary 
will enable the salesman to keep up 
with his appointments and have them 
to fit in best with his work schedule. 
A few notes about the customer will 
enable the salesman to better plan his 
presentation when he makes his call- 
back. 

The “approach” determines to a 
great extent the reception the sales- 
man will get on his canvass call. The 
salesman should continue analyzing 


his first remarks to the customer, ap 
keep changing and trying new a 
proaches until he hits on the most ¢f 
fective approach to gain the cust 
mer’s interest. 

Observation will give the salesma 
many clues as to the type approach 
that will be of most interest to th 
customer. It will also enable him t 
discover things that the custome 
needs and tip him off as to what ap 
pliances and pieces of equipment t 
start talking to the customer about 

For instance, loaded clothes line 
indicate need of laundry equipment 
An ice card sign indicates the need 
of a mechanical refrigerator. Rug 
on the floor would indicate that the 
customer may be a prospect for a yac. 
uum cleaner. Clothes line or no 
clothes line, small children are always 
a good indication of a need for laup. 
dry equipment. A washing machine 
indicates the need for an automatic 
ironer. Teen-age children would in. 
dicate a prospect for a good recor 
player to furnish amusement to keep 
the youngsters at home evenings. 

Developing interest in canvassing 
is essential to successfully discovering 
prospects. Canvassing can be one of 
the most fascinating phases of the 
salesman’s activities if he likes people 





... ModernAire Fans mean “Temperatures 


for Comfort’ wherever fans are sold; and that 


means profits to dealers and distributors alike, 


for ModernAire products are becoming in- 
creasingly well-known for their sturdy con- 
struction and -performance. You can rely on 


happy consumer acceptance with ModernAire 


Attic and. Console Fans. 


ModernAire Attic Fans come in 36”, 42” and 


48” propeller sizes. 


ModernAire Console Fans come in 16” and 22” 


propeller sizes. 


delivery dates write to: 


P.O. BOX 443 } 
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ModernAire Console Fan 


For descriptive folder, prices, discounts and 


NATIONAL GAS 
EQUIPMENT CO., INC. 


TERRELL, TEXAS 
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ad takes an interest in the people on 
hom he is calling. 

There is the continuous battle of 
its to gain the customer’s attention 
»nd over-come his or her instinctive 
les resistance. The salesman who 
yins this battle of wits not only un- 
overs prospects and earns more 
noney, but he finds new friends and 
mcovers an unending series of inter- 
sting, entertaining, and even amus- 
ing experiences. 


Use the User 


Next to cold canvassing, satisfied 
customers are the next best source of 
prospects. The customer is proud of 
her new purchase, and, naturally, she 
calls it to the attention of her friends. 

A call-back a few days after the de- 
livery of an appliance will nearly al- 
ways net the names of neighbors or 
fiends of the customer who have in- 
dicated interest in the equipment. A 
quick follow-up call on these pros- 
pects will bring additional sales. 

A customer ,who has bought an 
appliance or piece of equipment and 
finds that it is satisfactory, and what 
she wanted, has a naturally friendly 
feeling toward the salesman who 
sold it to her, and instinctively wants 
to show ‘her appreciation by doing 
him a return favor. When the sales- 
man suggests that the new customer 
make a note of the names of friends 
and neighbors who indicate an in- 
terest in the appliance, the customer, 
in most cases, is glad to show the ap- 
pliance to friends and neighbors and 
does a pretty good selling job for the 
salesman. 

The salesman’s friends and neigh- 
bors are always good sources of pros- 
pects; through them he can multiply 
his circle of contacts manyfold. 
When he gets something new and 
novel in the way of appliances or 
equipment, he can show it to his 
friends and neighbors and tell them 
about it. 

When neighbors are impressed 
with the appliance or equipment they 
will naturally talk about it. If the 
slesman prods their memory: a lit- 
tle bit they will unconsciously _re- 
member the names of people who ex- 
pressed an interest in purchasing a 
similar piece of equipment, and give 
the salesman those names. 

The light and power companies are 
continually putting on appliance dem- 
onstrations and shows in order to 
create interest and prospects for ap 
pliances and equipment. When the 
dealer ties-in with these shows and 
demonstration;, the salesman will get 
Prospects that will pay off handsome- 
ly if he follows them up promptly 
with a good sales presentation. 





Writte today 
for Catalog 38-A. 


This catalog contains complete data on the 
Cable Strain-Clamp and all Efficiency Devices. 


7,000 Ib. direct pull 
THE “EFFICIENCY” 
CABLE STRAIN-CLAMP 


The powerful grip of this clamp, by 
actual test, withstands a direct pull 
of over 17,000 Ibs. A high ridge across 
the center and a U-bolt at each end 
of the cable channel keeps cable 
from slipping. Clamps are available in 
three sizes from 1/10 to 1,500,000 
CM. Furnished with clevis or eye, for 
AC or DC service as required. 








CUTOUT BOXES 


JUNCTION BOXES 


Al ai, come celtics} 


TELEPHONE CABINETS 


WEATHER-PROOF CABINETS 


WEATHER-PROOF SEAM 
WELDED JUNCTION BOXES 
& FLOOR BOXES 


PEDESTALS & FLOOR BOXES 
f 
TRANSFORMER CABINETS 


SPECIALS TO CUSTOMERS 
REQUIREMENTS 


95 PIEDMONT AVENUE, S. E. 
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METAL 
FABRICATING 
SPECIALISTS 


ATLANTA, GEORGIA 








In appliance shows and demonstra- 
tions, prospective customers attend- 
ing are registered on cards, and given 
the opportunity to ask for additional 
information by checking the appli- 
ance or equipment about which they 
would like to have more information. 
Lists are made of the prospects and 
turned over to dealers. Promptly fol- 
lowing up and working these lists will 
always prove productive from the 
standpoint of sales. 


Dealers’ Plans for 
Sales Staffs 
(Continued from page 43) 


Dealers are definitely training-con- 
scious. Evidence to back up this 
statement is found in the fact that 
91.5% of the dealers reported that 
they use some definite form of train- 
ing—either their own or their own 
supplemented by outside training 
provided through electric companies 
or manufacturers courses administer- 
ed by distributors. 

Only a bare 8.5% of dealers re- 
ported no special training, and here, 
again, the replies received were main- 
ly from small dealers employing mem- 
bers of their own families as salesmen. 


In the breakdown, 40.7% of the 
dealers indicated that they train sales- 
men themselves, either by assigning 
the responsibility to the senior sales- 
man or manager, or as in the case of 
owner-manager, by doing the training 
themselves; while 50.8% use outside 
training to supplement their own pro- 
grams. 

The figure of 50.8% who do have 
outside training available indicates a 
healthy expansion of such programs 
on the part of the industry. With 
such expansion of sales training pro- 
grams, we believe the industry will 
soon encompass the 40.7% who train 
salesmen themselves, as well as the 
8.5% who for one reason or another 
have not taken advantage of outside 
training or who have not organized 
themselves to do any training. 


Time for Training 


Time allotted for the training of 
salesmen varied according to the size 
of dealer sales volume and the facili- 
ties available for sales training. 

At this point it is probably well to 
say a word in analysis of training. 
While the man who has never done 
any selling but possesses the aptitude 


will require more basic training jy 
selling appliances, other sales pr 
pects will require only appliance sale 
manship training and specific prod. 
uct training. 

Recently, it has been presented ty 
the industry, and NERA concurs jy 
the belief, that it is well to have, 
clearing house for consolidation 
training, so that each person will ac. 
quire the requisite instruction. Obyi. 
ously, it is a waste of time to enrol] 
an experienced salesman in_ basic 
salesmanship courses who alread 
knows selling but has previous 
worked in other fields. 

We do, however, advocate that 
each man should have available the 
instructions he needs, and then after 
the intensive period of three to six 
month’s training, have his energies di 
rected toward specific product train 
ing. 

In any event, it is certainly true 
that regular sales meetings should be 
held. We suggest a minimum of one 
hour a week in order to provide the 
needed continuous training. Of 
course, private conferences will be ne. 
cessary in addition, with those sales 
men not yet making their quotas. 

Few dealers have yet worked out 2 
system of setting quotas, but man 





The patented universcil pull lever action of LEVOLIER Switches 
provides instantaneous control from any angle. 
quality, watch-like construction guarantees dependability and 
longer service. Specially designed sizes and types are easily 
applied to motors, fans, electrical appliances and lighting fixtures. 

Model Number 41, shown here, is the most compact 6 amp. 


POSITIVE ACTION 
FROM ANY ANGLE 


Their high 


No, 201 


2 circuit 
3 amp. 
125 volt ; 


’ No, 401 Ga 


3 way pull 
3 amp. 
_ 125 volt 


switch on the market today — only %” thick. Particularly adapt- 
able for canopy mounting. Qualifying for a “T’ Rating by Under- 
writers’ Laboratories, through many years service, it will safely 
take an initial surge of 48 amps. — eight times its rated capacity. 


ONLY McGILL MAKES 


Sevelier 


SWITCHES 


A complete description of the 
many types and sizes of 
LEVOLIER Switches is found 
in McGILL Catalog No. 43. 
Send for your free copy 
today. 


/ No. 1020-8 


+ 10 amp. 
125 volt | 


MSGILL MANUFACTURING co., INC. 


Electrical 


650 N. CAMPBELL STREET 


Division 


VALPARAISO, INDIANA 


Bt ME 
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S intend to do so as the supply of mer- 
chandise increases. 


nie, Comaoinnsion GREAT NATIONAL 


The question of how to pay a sales- 

man is one matter on which most “UW, 

dealers want advice. The majority of cathercaplers 

dealers reporting in the NERA sur- 

vey use the plan of salary and com- por Lhe 

mission. Many of the most success- 
I ful dealers use, in addition to the 

salary and commission plan, an in- 

centive method of rewarding the bet- mee caniae 

ter salesmen. Such incentives usually 


consist of something special each G N 66 UIET” 
month in order to get the entire sales e . Q 

ganization working as a unit to : 

make more and more sales. There- Fr x AT | IC FANS 

fore, it would seem that the best : .. j 

plan for compensating salesmen is ae 
salary, commission, and incentives. , IPT A “Snow-flake Silence” — — 

An analysis of the various compen- Pee PS PSE . A 
sation plans is outlined in the accom- ' pers cugemosrmng 
panying table. and manufacturing skill — — 

In analyzing the forms of compen- makes the G. N. “Quiet” fan 
sation other than the stated bonus 
plans, it is observed from the NERA 
survey that no two plans function tions. 
alike. For instance, in the category 
of dealers paying straight commission, iy 
ot salary and commission, where one WRITE NOW FOR DEALERSHIP IN YOUR TERRITORY 
dealer pays $40 a week and 6% com- 
mission, another pays 6% and no G t N ti Aj C diti . C 
salary at all. Many dealers, it is ap- rea a ona If on loning orp. 
parent, do not know their actual costs e 
of doing business, or there would be 2125 North Harwood Dallas, Texas 
no such wide variation. 

It is further revealed that com- 
missions vary on high discount items 
in comparison with commissions on 
low discount items, and dealers furth- 
et indicate they expect to find it ne- PR 
cessary to spend more on commis- ean 


sions in the future. 
The entire question of compen- 
sation might resolve itself, therefore, 
into one problem: what per cent of 
gross profit can a dealer expect to pay |- 
in commission? The best authorities 
indicate that 10% is the maximum - ' — 
that can be paid out for earnings to eee : =\N 
salesmen. Yad ; — \ 


Where, then, does this leave the \ Pe ‘ ~=—ea=w ew es ee ee ee ee ee ee ee eee eee eee 
discount picture? : : fi . TYPE P—AC Motor Starting Capacitors 


NERA believes that when the go- 
The plastic case prevents moisture 
absorption and lengthens operating 


“LESS NOISE” 


to your other reasons 


the favorite for all installa- 














eas necked a 


ing gets tough, and dealers must com- j detet ; I 
pete with other industries for better a " 4 , A 

and more efficient salesmen, it is very ‘ pe nlp ese Der accias-> vba 
uestionabl thether the deal is cluminum case capacitors with card- 
- _ : W = _ t os dealers can FOR LONGER ; board sleeves. For original equipment 
get good salesmen for the present na- RELIABLE SERVICE j use, or if bracket as well as capacitor 


needsreplacement,asplash-proof plas- 
— DEPEND ON tic end cap and easy-to-install “snap- 


MALLORY on” mounting bracket are available. 


tional average earnings of $300 a 
month, less taxes. 

If the dealer is going to pay his 
salesmen more, it is imperative that 
the dealer have an accurate under- Disteimeted by 
standing of his own costs. In turn, INSULATION AND WIRES INCORPORATED 
we believe manufacturers must recog- a aie lige oxida. sical ANGELES 21, CALIF 
nize that future events do point to- BOSTON. 20. MA OUSTON NEW YORK 7.) on 
ward increased dealer costs, and must 
adjust discount schedules according- SITTLER COMPANY 4. HOST, Oe 


ly MINNEA M 


MO AN FRAN 
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* WASHER LUGS * 


A SIZE and TYPE for every need! 


WZ, 


SS 
= 


SPECIAL TOO 
<) % 


KRUEGER & HUDEPOHL 


Solderless Tayminal Lugs and Connectors 
VINE AT THIRD—ES * CINCINNATI! 2, OHIO 











gat THE GREATEST 
INNOVATION IN 
3m 70nd t.ey-\ amore), |, |tengio), b 


J 


NEATER 
MORE COMPACT 
BETTER CONNECTIONS 
ECONOMICAL 
APPROVED 


Write today for details and 
48-page illustrated catalog. 
Southern Representatives 
VERLYN H. BRANHAM J. P. Lumpkin 
180 Interlocken Drive 248 Tranquil Ave. 
N. W. Atlanta, Ga. Charlotte 3, N. C. 
COPPER TUBE 
& PRODUCTS, Inc. 














Making One Job 
Sell Another 
(Continued from page 38) 


gainst waste itself, waste due to 
wrangling, and all forms of feather- 
bedding,” he said. “Everybody ob- 
jects to paying out money for some- 
thing they don’t feel is worth the 
money.” 

The viewpoint and attitude of an 
electrical contracting firm is soon 
known by the general public and, as 
Mr. Gillihan points out, “your repu- 
tation is in your own hands and it 
becomes exactly what you make it.” 

Mr. Gillihan spent fifteen years in 
the electrical industry. 

His newest ambition, which he 
hopes will be realized within the next 
two years, is to build his own office 
and shop building. He plans a mod- 
ern shop equipped with power and 
speed tools. Much conduit and steel 
tube work may be prefabricated in 
such a shop. Duplicate lengths and 
duplicate bends will be shop-made on 
a production line basis from the 
building plans. 

A department for industrial elec- 
tric motor and machinery installation 
will be installed together with a mo- 
tor repair and rewinding department. 

But the policy remains the same 
for all departments. “As long as one 
man tells another man about Gilli- 
han’s Kentucky Electric Company, 
we'll get our share of both big and 
little jobs.” 


Busduct Provides 
Wiring Adequacy 
(Continued from page 37) 


busducts, a cable trap box was inserted 
in each feeder at the floor it serves, 
and from the cable tap box the circuit 
was extended to a circuit breaker a- 
head of the distribution panels. 

The electrical contractor reports 
that the decision to use busduct for 
this building was mainly because of 
the tremendous load and the fact that 
the job would have required so much 
conduit and wire. The cost on both 
types of installation was checked and 
busduct was found to be more econo- 
mical. The electrical contractor 
made fabrication drawings from the 
structural blueprints, giving dimen- 
sions and all turns, for the various 
busduct installations, and the manu- 
facturer made up the busduct from 
these drawings. 

The use of the new Robertson cel- 
lular floor throughout this building 
provided advantages both from a 
structural and an electrical distribu- 
tion point of view. The foundations 


for the Robertson cellular floor ar 
hollow, hexagonal steel shapes, joine; 
together, with concrete poured on the 
top and bottom. The hollow hexag. 
onal spaces become electrical race. 
ways and provide one of the most 
flexible electrical installations ayajj. 
able. 

In this particular installation, the 
floor is arranged to provide three sep. 
arate systems of raceways, one for 
electrical service, another for tele. 
phones, and another for inter-com. 
munication systems. This arrange. 
ment makes it possible to provide an 
outlet from any one of these three 
services within any eighteen square 
inch area of floor space throughout 


Wiring An 
Air Terminal 
(Continued from page 31) 


trical auxiliaries not previously men- 
tioned. Among these are an autom 
tic fire-alarm system embracing 12 
stations and a recorder, and electric 
clock, night lighting, and_ telephone 
distribution systems. 

To summarize, it may be said that 
by exploiting to the utmost the pos 
sibilities inherent in a dual-service 
system based on a single central dis 
tribution panel, Delta has acquired 
at Atlanta an integrated electrical set- 
up designed to provide convenience, 
flexibility, and efficiency. 








SALES ENGINEERS WANTED 


For sales promotion of pole line hardware 
One for Louisiana and Mississippi, one for 
North Carolina and South Carolina. Elec: 
trical background necessary. Permanent 
position. 


OLIVER IRON AND STEEL 
CORPORATION 
2431 North 29th Ave., Birmingham, Alabama 


ATA 


ANTI-CORROSIVE PAINI 


CAbarox 


LEAD & ALUMINUM PAINI 
Simplify Maintenance 
Give Maximum Protection 


ATA Inc. 


NORTH ARLINGTON, N.J. 
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Ratings 


@ Sixteen manufac- 

turers of propeller 
fans are members of the Propeller Fan 
Manufacturers’ Association, and have 
qualified for “Certified Rating” label- 
ing of their products. This “Certified 
Rating’ means that in every case the pro- 
duct so labeled will measure up in per- 
formance to standards established in its 


/ specifications. 


However, the advantages of Certified 
Rating are not limited to these sixteen 
companies alone. Any manufacturer of 


|| propeller fans whose products can meet 


the Association’s standards...and who is 
willing to maintain his own standards to 
correspond ... may become eligible to 
use the Certified Rating Label. 
































/77, SIAL BLOWERS OR EXHAUSTERS WITHOUT DUCT 


(Standard Code —A.S.H.V.E.) 


A typical test of a propeller fan for quali- 
fication as a Certified Rating product 
is illustrated in the diagrammatic sketch 
_ above. Many such tests are conducted 
by an independent testing laboratory, 
7 so that impartial and accu- 
, rate reports are obtained. 


Published by 


PROPELLER FAN MANUFACTURERS’ ASSOCIATION 


otors Building 


ELECTRICAL SOUTH for FEBRUARY, 1948 





Sl eTEAM HEAT FROMM 
G and get Hor” ” 


WALL PLU 


Slectvesteem 


5. PAT. OFF- 


e ONLY Radiator : 4 | 
je" the patented a” 





ELECTRIC STEAM RADIATOR CORP., Paris, Kentucky 
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Vishaped Corrugations 


Grip Wires Securely 
and Permanently 


Sherman “Wedge-Grips" insure 
strong, lasting wire connections. 
Oval pointed screw wedges the 
wires together under pressure, be- 
tween special “V"-shaped corru- 
gations. Dependable, permanent 
— of pure, hard-drawn copper — 
they are ideal for all small wire 
connections. 


H. B. SHERMAN MFG. CO. 
" BATTLE CREEK, MICH. 
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Wore Light For THE MONEY! 


@ More usable footcandles from a given 
investment, or a desired level of illu- 
mination for less investment. . . . That’s 
outstanding lighting VALUE, as offered 
by Moe-Bridges LIGHT-IN-LINE Com- 
mercial Fluorescent Fixtures. Electrical 
Testing Laboratory data sheets on the 
entire line prove this statement! Ask 
for them. 


WRITE FOR FULL DETAILS... 


about this unique and beautiful line that is 
engineered for lighting efficiency . . . varied 
effects in store, office, school . . . easy instal- 
lation, and simple, low-cost maintenance. 
MOE-BRIDGES CORP., Department 1/2 
Sheboygan, Wisconsin. 





Opportunities in 
Commercial Ventilation 
(Continued from page 35) 


velocity through the filters is no 
greater than 150 feet per minute. Al- 
ways use one-inch thick filters. 
Throw-away type filters or permanent 
type filters may be used. 

To calculate filter area, divide fan 
capacity by 150. The result is the 
required filter area. Determine from 
this the number of filters required to 
be placed in parallel to give this area. 
Never skimp on filter area. Insuffi- 
cient filter area will materially re- 
duce fan output and, possibly, over- 
load the motor, in addition to reduc- 
ing filter efficiency. 


Important Pointers 


There is a best place to locate the 
ventilator in each installation and it 
varies with each installation. The 
following suggestions will prove help- 
ful. 

Ducts. If a duct for pressure ex- 
haust or suction exhaust must be 
used, it should be no smaller than 


} the over-all dimensions of the venti- 


lator frame and no longer than 15 
feet and have no elbows. Excessive 
length of duct and elbows in the duct 
force the fan to operate against static 
pressures for which it may not be de- 
signed. 


Grease and dirt. If grease, odor, 
and dirt are to be encountered, locate 
the ventilator near the source so as 
not to spread them and in such a 
manner that the fan will be accessible 
for cleaning. Accumulated grease 
and dirt reduce fan efficiency and 
may become a fire hazard. 


Air coverage. Locate ventilator or 
suction exhaust openings so as to ob- 
tain maximum coverage of ventilated 
space with moving air, leaving no 
“dead spots,” even at cost of cutting 
an opening in an outside wall for 
sidewall method of installation. It will 
pay dividends in satisfactory opera- 
tion. 


Multi-story buildings. Air from 
lower floors may be drawn up a stair 
well or large duct. If desired, venti- 
lators may be installed on each floor 
to serve each floor individually. 

Common hajJlways. If it is desired 
that doors to individual rooms be 
left closed at all times, such rooms 
may be ventilated by means of tran- 
soms or louvered panels in the doors 
opening upon common hallways. If 
doors may be left partially open, com- 
mercial stop-locks may be provided to 
hold the door ajar. 

Multiple unit installations. When 





Repeat Sale 
Regulars 


Candylbeme Lamps 
The beauty of crystal and 
polished fixtures is em. 
phasized by Candylbeme 
Lamps. Radiating without 
diffusion they give sharp 
brilliant reflection. Effecti- 
vely increase sales of fix. 
tures and lamps alike. 


Candleflame Lamps 


Especially effective in can- 
delabra and side-wall brack- 
ets. Give a soft, diffused 
glow. In clear, frosted, or a 
variety of tints. Install in 
fixtures for faster turnover. 


Carbon Pilot Lamps 


Extra long life, and designed 
to withstand vibration and 
shock. Available in standard 
or special shapes, sizes, 
colors or base. 

CARL HENRY 

170 Ellis St., N. E. 
Atlanta, Ga. 


1041 Tyler St. St. Louis 6, Mo. 














Handles Heavy Reels Quickly 
... Safely . . . Economically 


Saves time and money in the plant, 
warehouse or on the job. 
Roll-A-Reel is the ideal way to 
reel or unreel wire, cable, or rope 
and does an easier, better job in 
every way. 

In two sizes ... 2000 Ibs. capac- 
ity —$37.50 and 4000 Ibs. capac- 
ity — $75.00 F.O.B. Cincinnati. 


Send for descriptive pamphlet. 








- 
& 


OYEEBE Soceeben. ) a 


ELECTRICAL SOUTH for FEBRUARY, 1948 LECT 





©3 CHEMCLAD| 


Appli slic sd for 


Your customers asked for it | sient, EASY TO INSTALL! 
_ = CHELSEA MADE IT! : 


Truly an_ innovation ation in attic fan- 
design. Cats seas tear Se the 





This complete, low-cost 
package unit includes . 
aS eee : a sturdy, efficient Chelsea 
' eR ae a an ——~ ag = 
Inexpensive to re eg : shutter, mounting bracket 
install —unit: tockauen aia vibration dampening springs, 
eae Senven- canvas boot for anti-vibra- 
ience—adaptable low tion seal between floor and 
headroom: Wren Fo : fan, and a pull-chain switch 
36” and 42” ewe tor” - ——— for convenient control. 
Order now for stoc’ 





INSIST ON THIS SEAL! As with all Chelsea elon sree the 19 
of thi it is determined . 
+ teeter en eee ke 





cnceerreorR ats sd 
1206 GROVE ST., IRVINGTON 11, N. J. & 














WASHING MACHINE PARTS — ALL MAKES 


PROMPT SHIPMENTS 


DISTRIBUTORS — Goodrich Wringer Rolls 
Gates Belts 
T-K Range Parts 


Types, TW, TF, TFF, POT 
aud sthew are avaiable 


News complete line of Thermoplastic Insulated 
ee ae ae Wire available for immediate delivery! All types—T 
811 9th St., N. W. Washington 1, D. C. and TW, TF, TFF, POT and twisted multiples for bell 
and thermostat wiring — produced to meet the most 
rigid specifications. Underwriters approved. 
T and TW are now available at identical price. 
This wi TW. the most economical wire that can = J 
wend andig ahtcide le wet tacations. eh 














For a complete line of inexpensive 


Residential Lighting Fixtures 
write for Catalog No. 47 








PURITAN LIGHTING FIXTURE CO. CHEMCLAD 2éacticc Products 
| 21 BOERUM STREET @ BROOKLYN 6, N. Y. 


| itor: Snethernilainanitiin CAROLINA INDUSTRIAL PLASTICS Copp. 


| AL. M.ORLICK @ P.O. BOX 1033 @ SANFORD, N.C. 
| MOUNT AIRY, NORTH CAROLINA 
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two or more ventilators are required 
to exhaust air from a single room, a 
suction plenum, or an attic, it is de- 
sirable that the ventilators be 
mounted side by side so as to pull in 
the same direction. If they are 
mounted on opposite side-walls of a 
room, for instance, air turbulence 
will be experienced in the room, and 
generally unsatisfactory fan perform- 
ance will be the result. An excep- 
tion to this rule is industrial installa- 
tions, where, if the ventilators are so 
located as to draw the air in the same 
direction, spotted locations will op- 
erate satisfactorily. If fans must be 


mounted on opposite sides of a ple- 
num, a partition must be erected a- 
cross the center of the plenum to 
provide, in effect, a plenum for each 
fan. Only in this way will they op- 
erate satisfactorily. 

Air velocity. In ventilating long 
rooms, it is always desirable to in- 
troduce the air at one end only, and 
to exhaust it at the other. In this 
manner the entire room receives the 
benefit of the fan’s capacity. If the 
suction exhaust grille is in the center 
of the room, and air is introduced at 
both ends, the air velocity for cool- 
ing with air in motion is reduced to 


approximately half that 
above. 

Air velocity is critical in certajp 
industrial applications. In sewing 
rooms, cutting rooms, or rooms where 
loose paper may be riffled by air mo. 
tion, it is recommended that air ye. 
locity ‘be less than 50 feet per mip. 
ute. This can be calculated by qj. 
viding the volume of air flow in cy. 
bic feet per minute by the cross sec. 
tional area of the room. If windows 
on three or four sides of a room are 
to be kept open, double the calcv. 
lated air flow required when selecting 
the proper size ventilator. 


Prevailing 





















BAKELITE WIRE CONNECTORS 


Fully Approved by Underwriters Laboratories, 


Inc. 


No further need for substitutes. 








F 


We offer a complete line of economical and dependable Bakelite 
Wire Connectors in various sizes for practically all jobs in 
electrical wiring. Write for revised prices and catalog sheet. 


Available through your local jobber 





Hi-Scale Products Corp. 


217 Centre St., New York 13, N. Y. 














Alp “Fi LO Automatic 
CEILING SHUTTER 








TOP VIEW-- OPEN - - LESS MOULDING 


Built so they can be installed practically flush with the ceiling, 
AIR-FLO Ceiling Shutters present a refined, finished appear- 
ance. Their natural aluminum color blends with any decoration, 
eliminating need for painting, and no grille or winter cover is 
required. Furnished in 5 different widths, single panel up to 73” 


long. No operat- 
ing mechanism 
shows. Built-in fusi- 
ble link. Meets fire 
underwriters require- 
ments. Write for 
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Signal kitchen 
vent fans are 
two types ad- 
justable 6-1142”; 

fF] 18-24” ... 10” 

| quiet type fan ... 
©) motor rubber mounted 
—totally enclosed ... 
double 


outside shutter: inside door 
. ean be installed in new 
or old houses. 


EXHAUST 
aL 


For commercial use in kitchens, 
laundries, taverns, garages, and 
similar installations where 4 


protection 
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illustrated catalog 





efficiently, quietly and 





42-B of the com- 
plete AIR-FLO line. 


VIEW FROM BELOW - - 
(with moulding) 


Air Conditioning Products Co. 
2340 W. LAFAYETTE BLVD., DETROIT 16, MICH. 





CLOSED 


economically. 








error cael 


volume of air is required, 
Signal Bucket Blade Ex- 
fan does the job 








SIGNAL ELECTRIC MFG. CO. 
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BERLITE FIXTURE CO. 


FOR 654 BROADWAY, NEW YORK, N. Y. 


MOTORS 
FANS tine of fine [WARY for illustrated 


crystal fix- | 1 | literature and 


CONTROLS || “= oe 


PROMPT SHIPMENT FROM LARGE STOCKS 


AUTHORIZED PARTS DISTRIBUTORS 


Brown-Brockmeyer General Electric Master 

Century Hamilton-Beach Peerless 

Cutler-Hammer Holtzer-Cabot Robbins & Myers 

Delco Howell Star 

Diehl Hunter Thor 

Duro Ilg Wagner 

Emerson Leland Westinghouse 
Marathon 





READING ELECTRIC COMPANY, INC. 


Parts Distributors for the Manufacturer 


200 William St. Barclay 7-6616 New York 8,N. Y. 
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FLUORESCENT =: FIXTURES 


panniers “Better Than Ever”’ 
” " Cords — Cord Sets 
S P OT- O- B R i T E | Southern Representatives: 
W. H. Berry Co., 88 Pryor St., S.W., Atlanta 3, Georgia 


The New “SPOT-O-BRITE” Efficient—Economical Harbert S. Gregory, 1511 Louisiana Ave. New Orleans, La. 
A fluorescent fixture with adjustable Spots Lowell V. Maxson, 1708 Laws, Dallas, Texas 
Jobbers Wanted Founded 1903 


Fluorescent Fixtures for all purposes. LOWELL INSULATED WIRE COMPANY 


STA-BRITE FLUORESCENT MFG. CO. LOWELL, MASS., U.S.A. 
226 N. W. Fifth St. Miami 36, Florida LOOK TO LOWELL FOR LEADERSHIP 


etter enggrenvemnncnantnaatinnnnanennrene 











LIFETIME — FLUORESCENT 
Manufacturer's Representative FIXTURES 


Due to retirement of present representative we require the ° : 
services of a seasoned, experienced, lighting fixture salesman to Immediate shipment from stock 


take over established territory in Southeastern United States for . 7 
foremost Eastern Manufacturer of Fluorescent and Incandescent Industrial Type for 2 lamps, 40 Watt 
Fixtures. Tremendous potential for the right man. Must live in Miller Type No. H2448A—H2411A 


territory. Replies will be treated confidentially. Pease reply to the : gpl 
following address: Price $15.35 without lamps. 


BOX 621 cap 

B. C. SKINNER MACHIN MP. 

ELECTRICAL SOUTH R : Cc ae COMPANY 
GRANT BUILDING, ATLANTA 3, GA. Dunedin, Florida. 
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CONDUIT 
NIPPLES 





1946 CODE PVX 
CONNECTORS 





CONDUIT 
COUPLINGS 
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EMT BODIES 
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THREADLESS 
BODIES 
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ANGLE CONDUIT 
INSULETS 


CORD GRIPS & 
PYX CONNECTORS 















WATERTIGHT 
BOX CONNECTORS 


—S 
THREADED 
BODIES 
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THEY FIT! THAT'S 
WHY WE SAVE 
TIME AND MONEY 
ON THE JOB! 


A complete line that 
installs faster, cleaner 


ASK YOUR WHOLESALER 
he'll tell you what every 
contractor and electrician 
wants to hear—that you 
can make more money on 
the job when fittings ft. 


First, GEDNEY Fittings 
are made of high grade 
malleable iron. Second, 
they have a smooth finish, 
inside and out. Third, all 
are clean and accurately 
threaded. 


Convenient, clearly- 
labeled packaging is a big 
help, too—no lost time 
finding a size or type. 


GEDNEY 
ELECTRIC CO. 


RKO BLDG., RADIO CITY 
NEW YORK 20, N. Y. 


@ 


NEW 62-PAGE CATALOG — 
WRITE FOR YOUR COPY! 


The new GEDNEY mon- 
val — concise, factual 
and indexed — com- 
pletely lists and il- 
lustrates the wide 
range of sizes and 
types of GEDNEY Con- 
duit Bodies ond Fit- 
tings. Please write for 4 
your copy on com- /— 
pany letterhead. y 
ae 


Factory, Foundry & Shipping 
Point: Terryville, Connecticut 
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“5500” BILTMORE 


KNOWN EFFICIENCY FOR ANY SHIELDED FIXTURE 




























SEE : 
Shielded to a viewing angle of 30 to 35 degrees in any direc- 
ELECTRICAL tion the Biltmore emits 85.5% of the tube output...equal to 
and in some cases above the high output of an open type 
TESTING unshielded unit. 
LABORATORY In addition to the outstanding efficiency of the Biltmore fixture, 
» oe ane oes the ease with which it is installed and serviced makes it the 
Biltmore “5500” was greatest lighting value on today’s market. 
shown in their compar- , = . 
ative test against the The Biltmore “5500” is sold only through recog- 
total lumens of bare nized distributors. Write for the name of your 
sed - have an effi- nearest distributor and complete catalogue sheet. 
. ) 85.5% 
oY MANUFACTURING CO 
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What's your score? 


(A three-minute test on the effective use of wiring materials) 


I Existing service entrance 
consists of 34-inch conduit con- 
taining two No. 8 Type R wires. 
How can this installation be 
made suitable for an electric 
range without tearing out the 
conduit? 


Install a second service entrance. 


Run two No. 6 Type T wires and one bare 
No. 8 conductor in existing conduit. 


Tap into the next door neighbor’s circuits. 


3 Many new buildings going up 
today will need provision for 
future FM and television wir- 
ing. What is an easy way to plan 
for this wiring? 


Ask someone who has wired buildings tor 
television. 


Double the capacity of all circuits. 


Provide flexible conduit raceways for lead- 
in wires. 


1 Okay, if you chose B. And you’ll be wise to make it General 
Electric thermoplastic every time you choose a building wire, 
because General Electric has always been a leader in the pro- 
duction and sale of thermoplastic-insulated wire. 


2 Make it A, because silver oxide has the unusual property of 
reverting to pure silver when it gets hot. Silver-plated contacts 
eliminate premature blows from heating due to oxidation. That’s 
one reason why G-E Silvend fuses are so efficient, regardless of 
how long they remain in service. 


3 Pick C for this one. Flexible conduit provides an economical 
and easily installed, permanent raceway. Wires can be fished 
through at any time that new circuits are needed. 


If you picked A, you were on the right track, too, but you can 
do better by asking your supplier about G-E flex. 


Z Why are fuse contacts some- 
times silver-plated? 


A-—— Silver provides unusually fine conduc- 
tivity. 
B —— Silver contacts cannot arc. 


c-— They look better with silver. 


wire was used in what fabulous ma- 
chine and by what university? 


Aw Deltzbeston* 
B= The Navy’s Mark II calculator 
Cm" Harvard University 


4 It takes A, B, and C to run up a score on this one, because 
they’re all correct. We put them all in, because it is a pretty 
good testimonial to the reputation of heat-resistant General 
Electric Deltabeston. Users everywhere will agree. 


We hope this little quiz was fun. And maybe it will help to give 
you a better picture of G-E Construction Materials—the full line 
for all wiring needs. Each part of the line is made for ready use 
with other G-E wiring materials. It’s a line that has been de- 
signed for your convenience—in ordering—in installation—and 
in maintenance. And it is backed up by experienced men who are 
always ready to help you with engineering and application counsel 
on your every job. It’s the kind of one source, one complete line 
service that makes it easy for you and your customers to doa 
top-notch wiring job. If you want information on any of our 
products, please write to Section K3-224, General Electric Com- 
pany, Bridgeport 2, Connecticut. 


* Trade-mark Reg. U. S. Pat. Off. 


Construction Materials 
GENERAL @ ELECTRIC 
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